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Ford’s 


By Joseph M. Callahan 
Staff Writer 
N IMPORTANT milestone in 
the auto industry and the 
American economy was_ reached 
last week when Ford Motor Co. 
and the United Auto Workers 


| agreed on a three-year contract, 


-embodying the principle of the 


| guaranteed annual wage or—in the 
company’s words — supplemental 


unemployment benefits. 

Both John S. Bugas, Ford in- 
dustrial relations vice-president, 
and Walter P. Reuther, CIO and 
UAW president, hailed the con- 
tract as a “historic agreement,” 
largely because it did contain a 
modified guaranteed wage. 

(For a complete rundown on the 
Ford offer, see another story on 


| Page 59.) 


* * * 


SOME observers predict that, as 
in past years, the agreement 
will set the pattern substantially 
for other auto factories, the auto- 
motive parts industry and other 
basic industries. Other observers 
say few companies can afford such 
an expensive package. 

Negotiations between General 
Motors and the UAW were con- 
tinuing last week following a 
five-day extension of the con- 
tract that would prevent any 
large-scale strike before today 
(June 13). 

Union officials were optimistic 
about a settlement, declaring that 


Demand Up, 
Prices Strong 


On Used Cars 


By Maynard M. Gordon 
News Editor 


HE seasonal 
of improving demand and firm 
prices is holding true in the cur- 
rent fair-weather period. 
Reports from new and used-car 
dealers and auctions, with few ex- 


+ ceptions, have been moderately, if 


not ecstatically, favorable. 
What soft spots have appeared 


have centered on lowered prices | 


for ’54 and ’53 models. 
Bolstered springtime demand, on 
(Continued on Page 4, Col. 4) 
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Handshake, Weary Smiles Seal Bargain— 


John S. Bugas (left), Ford industrial relations vice-president, and Walter P. Reuther, 
| president of the UAW-CIO, shake hands immediately after agreeing on a three-year 
contract which contained a 20-cent “package,” including a guaranteed semi-annual 
wage for 140,000 hourly workers. They are surrounded by batteries of microphones 
' and cameramen. 
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|the GM and UAW bargainers ha 
| been sitting back and waiting un- 
til the Ford settlement was reached. 


* * * 


joss was considerable feeling 
in. Detroit that GM, which 
rarely follows anyone else in em- 
ploye relations, might approach 
the problem in a different manner, 
although employing the same gen- 
eral principles. 

However, the UAW 
through pre-strike pre 
The union’s GM national council 
recommended a strike and the 
UAW executive board unani- 

(Continued on Page 58, Col. 1) 
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Price-Rise Fears 


May Aid Cleanup 


Most Dealers Hail 
Settlement, See Good 
Long-Term Outlook 


Av. dealers across the country, 
many of whom had feared a 
long strike over the guaranteed 
annual wage issue, generally hailed 
the Ford-UAW labor settlement, 
but many looked for a new infla- 
‘tionary spiral, higher prices and 
slower sales. 

However, until the prospective 
price increases arrive, observers 
see stimulated sales, with sales- 
men passing the word: 
“Buy now before the price in- 
reases come.” 

* + * 


most dealers were optimistic 
that auto sales would continue 
strong, according to the AvuTomo- 
tive News survey. 

Yet there were reports that 
some authorized as well as non- 
franchised new-car dealers had 
stocked up for a long strike and 
will now unload in a hurry. This, 
it was feared, might result in 
temporary local market upsets. 
Dealers in some areas were down- 
right pessimistic. For example, 

New York City dealers looked for 
the settlement to aggravate a cur- 
rent poor retail situation. Several 
dealers in San Antonio said that a 
long strike was needed to put an 
end to overproduction and chaos in 
the industry. Rhode Island dealers 
look for more distress selling in the 
model cleanup. Boston dealers saw 











Dealer Groups Warned on Prices 


ASHINGTON. — Local dealer 

associations “engaged in con- 
spiracies to fix or pack prices for 
new automobiles” got a blunt warn- 
ing of possible criminal prosecu- 
tion last week. 

The warning came from Stan- 
ley N. Barnes, chief of the Jus- 
tice Department’s Antitrust divi- 
sion, in a statement opening hear- 


| Top Cars 


New-car registrations for four 
months: 





1955 Pos, Make 1954 Pos. 
1—463,949 Ford 410,284— 2 
2—443,798 Chev. 412,858— 1 
8—240,628 Buick 155,302— 3 
4—217,651 Plymouth 135,468— 4 
5—183,264 Olds. 108,265— 6 
6—167,057 Pontiac 114,633— 5 
7—107,900 Mercury 99,690-— 7 

| 8— 94,522 Dodge * 
9— 55,431 Chrysler 37,477— 9 
| 10— 49,426 Cadillac $1,342—11 
| ll— 40,412 DeSoto 27,447—12 
| 12— 34,126 Stude. 32,216—10 
18— 26,551 Nash 26,952—13 
14— 15,923 Packard 16,507—14 
15— 13,991 Hudson 10,644—16 
16— 9,248 Lincoln 12,538—15 
1li— 3,080 Willys 5,972—17 
18— 654 Kaiser 2,915—18 

12,760 Misc. 8,238 

Total All Makes 
2,180,371 1,699,128 
Further details on Page 54. 
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Dealers See Ford Peace 
Boosting Sales Pressure 


more inflation ahead, with higher 
prices increasing sales resistance. 
* * + 


i dealers were happy at 


the settlement but looked for a 
serious cleanup problem if produc- 
tion continues at high levels. 

Dealers in several areas looked 

for the higher unemployment 


| benefits to have a healthy effect 


with factories keeping produc- 
tion on a more even keel. 

Yet in areas where dealers were 
discouraged anyway, some saw the 
opposite reaction — factories push- 
ing dealers even harder so they 
could keep production up and thus 
avoid unemployment payments. 

Volume operators in some areas 
reported a five-to-six-week supply 
of cars, but said they were opti- 
mistic. 

+ * * 


LATION over the _ settlement 

varied in proportion to the num- 
ber of auto workers in a particular 
city. In Detroit, for example, any 
stimulus from a car shortage due 
to a strike would be far offset by 
the depressing effect of thousands 
of men out of work. 

As a result, there was an im- 


Car Output Pared 
* 
By Wildcat Tieups 
By Martin L. Whitmyer 
Staff Writer 
ALKOUTS and wildcat strikes 
continued to plague assembly 
operations last week as U. S. auto 
manufacturers produced 141,599 
cars, a sizable drop from the 170,- 
000-cars-a-week average posted by 
the industry during the first five 
months of this year. 
However, last week’s output, 
which represented 138.6 percent 
(Continued on Page 61, Col. 3) 





ings of the Senate antimonoply | market gains “is indeed discourag- 


subcommittee. 

The fact that “vastly more pow- 
erful” auto factories can set whole- 
sale prices on a national basis has 
saved price-fixing local groups 
from prosecution to date, Barnes 
declared. He absolved NADA from 
any part in price-fixing. 

* = ” 

Te antitrust official expressed 

views on four other automotive 
subjects, all of which were expected 
to provide Subcommittee Chair- 
man Harley Kilgore and other 
members with material for ques- 
tioning company executives during 
their appearances. Chrysler Presi- 
dent L. L. Colbert testified Wed- 
nesday and American Motors Presi- 
dent George Romney, Friday. 

| Barnes also declared: 

1. Bootlegging is a “healthy 
form of price competition” with- 
out harm fo consumers. 

2. General Motors’ ability and in- 
tent to exclude or drive out com- 
petition is sufficient, if proven, to 
stamp GM as a monopoly under 
the Sherman Act. “It may be,” 
Barnes explained, “that GM could 
put all other automotive producers 
out of business—if it wanted.” 

” - oa 

THE auto mergers forming the 

*® Little Three “created far more 
competition than was eliminated,” 
although the inability of the merged 
companies to make any substantial 


ing. 

4. Phe Antitrust division cur- 
rently is evaluating the material 
derived from investigations of 
the Ford parts merchandising 
agreements with company deal- 
ers. Further inquiries may be 
required. 

“The law is clear,” Barnes said, 
“that automobile manufacturers do 
not have a license to channel distri- 
bution of parts and accessories by 

use of contracts or a course of 
(Continued on Page 4, Col. 2) 
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mediate and favorable reaction 
to the settlement news on the 
part of both dealers and new-car 
prospects. Buying had frozen up 
to some extent due to the strike 
fear. 

Many Los Angeles dealers re- 
ported they had expected a strike 
and some had stocked for one. 
|These are now busy hiring more 
| salesmen. Generally, however, the 
reaction was favorable, since Los 
Angeles is an auto center, too. 

* * * 


N BUFFALO, also an auto city, 
some dealers saw the settlement 

|as a fresh shot in the arm, while 

‘Continued on Page 60, Col. 1) 


| Cost S piral S pells 
Increased Prices 


On New Cars 


By Bob Sheldon 
Associate Editor 


Wits the costly UAW wage set- 
tlements representing only 
fraction of the heavier burden 
faced by auto makers, the industry 
is bracing for an increase in new- 
car prices. 

The price hike may not come 
until the introduction of 1956 
models, but come it will, say vet- 
eran sources. 

The intensity of the car facto- 
ries’ struggle against mounting 
costs during the last year is a little- 
known story. Now, with a rise in 
steel wages and prices looming, it 
is felt that a hold-the-line attitude 
on new-car prices no longer is 
feasible. 





* * * 


Renate, there was specula- 
tion last week that price re- 
lief was in the offing for some deal- 
ers in the form of a further cur- 
tailment in factory freight charges 
to areas distant from new-car f.o.b. 
points. 

At least one large producer is 
said to be considering such a 
move, which has been the goal of 
quiet but unrelenting dealer agi- 
tation, particularly in “fringe” 
zones where the tariff is higher 
than in adjoining areas. 

As far as any new-car price. 
changes are concerned, the facto- 
ries are maintaining their usual 
defensive silence in the belief that 
any premature announcement 
would tend to disrupt market con- 
ditions. 


* 7” * 

prosp MOTOR CO., which spent 
three years preparing its pro- 
Col. 





(Continued on Page 4, 1) 


Inside Automotive News... 


Dealer-franchise cancellation brings State crack- 
down in Rhode Island. Page 2. 


Dealer blames “friendly factory bootlegging” for 
third red-ink year since 1908. Page 3. 


Finance firms reported playing role in active 


Midwest and Southwest bootlegging. Page 14. 


Comprehensive report shows what factories are 


doing to help build used-car sales. Page 18. 


New-car, truck registrations and new-car prices, Page 54. 
Used-car auctions, Pages 4, 48. Production 
by makes, Page 61. 








9 Makes on Texan’s Floor... 
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‘Crossing’ Car Lines 


Defended by Dealer 


By J. H. Reed 
Staff Correspondent 


SAN ANTONIO.—A franchised | 
dealer here has given a heated de- | 
fense of the policy of carrying | 
“crossed lines” of automobiles, | 
which he currently is doing. 

He is Jack Mitchell (Nash), who 
calls his sales and service building 
“San Antonio’s Automobile Depart- 
ment Store.” Mitchell not only car- 
ries Nash on his sales floor but 
Fords, Mercurys and a half dozen 
other new makes as well. 

And he is backed up by anoth- 
er dealer who has not yet begun 
to “cross” his lines, but who fore- 
sees a trend to the auto super- 
market. 


Mitchell said that he finds three 
advantages in his “department 
store.” 

1, The dealer has what the “de- 
termined” customer wants. 


| 
2. The dealer can make compar 
sons to sell his “principal” car. 

3. The dealer can, if the customer 
is in the mood, trade up to a more 
expensive make. 

Mitchell’s contention is that if 
dealers are to survive they “must 
fight the devil with his own fire.” 
The “devil” in the picture, as far 
as Mitchell is concerned, is the 
used-car dealer. 

“Five years ago,” he explained, 

“our competition came from other 
single line franchised dealers. To- 





Factory Payrolls 
Spark Hike in 


Personal Income 


WASHINGTON. — Personal in- 
come rose to an annual rate of 
$295% billion in April, $1 billion 
higher than in March and $11 bil- 
lion above April, 1954, the Office 
of Business Economics, U. S. De- 
partment of Commerce has an- 
nounced. 

The March-April increase in 
personal income stemmed largely 
from the continued advance of fac- 
tory payrolls. Changes in other 
components of personal income 
were minor. 

The April advance in factory 
payrolls largely reflected a continu- 
ation in the rising trend of manu- 
facturing employment, although 
wage rates also showed further 
increase. Payroll gains from higher 
employment and hourly wages were 
not, however, reinforced by longer 
working hours, as was the case in 
other recent months, 
stated. 

The largest payroll gains in April 
were reported in the primary 
metals, nonelectrical machinery, 
and fabricated metals industries. 
Higher disbursements in these 
three industries accounted for most 
of the rise in factory payrolls and 
for more than half of the rise in 
total personal income. 

Personal income in the first four 
months of 1955 was at the record 
anuual rate of $293% billion, 3 per- 
cent higher than in the same 
months of last year. Nearly all 
major types of personal income 
were higher than in the correspond- 
ing period of 1954. 


the report 


Business Barometer 


Auto Production — 167,496 cars, 
trucks in week vs. 149,948 year ago. 

Business Failures—203 in week 
vs. 218 year ago. 

Department Store Sales — Up 
10 percent in week from year before. 

Jobless Claims — 2,489,000 in 


May vs. 2,962,000 in April. 

Inventories — $78.5 billion vs. 
$79.5 year earlier. 

New-Car Sales — 2,180,371 to 
date vs. 1,699,123 year before. 

New-Truck Sales — 262,027 vs. 
269,452 year ago. 

Steel Output — 96.7 percent of 
capacity estimated vs. 95.8 week 
before. 

Treasury Bills—1.390 percent per 









day it largely comes from the 
used-car lots, where a customer 
may select almost any model of 
new car that he wants.” 

Thus, he reasons, if a dealer 
wishes to stay in busines he is more 
or less forced to adopt at least some 
of the used-car lots’ methods. 

“If showing a half-dozen different 
makes of new cars is good business 
for the used-car dealer—and it 
must be or he wouldn’t be doing it 
—it is equally as good business for 
the new-car dealer. No, I will say 
it is better business for the new- 
car dealer for he has a service de- 
partment to make additional profit 
from the cars he sells. 


Referring to the manufacturers, 
Mitchell shrugged and added: “If 
the factory can wink at the used- 
ear dealer who gets his new cars, 
can he gag if the authorized 
dealer adds. a few different lines 
to his list. I ask you?” 

Mitchell said he has found that 
customers appreciate the chance to 
compare several makes on the same 
floor. “When you go into a depart- 
ment store to buy a matress,” he 
said, “the salesman doesn’t show 
you a Simmons mattress or noth- 
ing. He has a half a dozen mat- 
tresses. That’s good business.” 

And the other dealer backing 
Mitchell echoes his arguments and 
adds a few more of his own. “Auto- 
mobile Row,” as he sees it is on its 
way out. “It was established for 
the convenience of customers,” he 
said, “who, in earlier days, had 
only to drive 10 blocks to take a 
gander at every car on the market. 

Now, he points out, dealers are 
more widely separated because 
they wish to follow the commu- 
nity’s trend of movement to the 
suburbs. 

“What are some of the advan- 
tages of the super-market for au- 
tomobiles?” he asked, then listed 
some of the answers as they oc- 
curred to him: 

1. The dealer needs to tie up no 
money in real estate. “Some build- 
er would gladly construct it and 

(Continued on Page 6, Col. 1) 


Auto makers continue to report | 
high production and sales for cars. 
Below are individual reports from 
the auto firms: | 

x . * 
Mercury 

Sales of 38,877 Mercurys in May 
shattered all previous monthly rec- 
ords — the third record-breaking | 
month in succession— Joseph E. 
Bayne, general sales manager re- 
ported. This was an increase of | 
63 percent over May, 1954, and 7/| 
percent over April, 1955, the pre-| 
vious top month. 

“The tremendously increased 
sales of the 1955 Mercury means 
that our dealers sold 500 more 
Mercurys every day during May 
than were delivered daily during 
May of last year,” Bayne said. 
Mercury sales in May, 1954, to- 
taled 23,780. 

Mercury sales of 164,742 so far 


year discount vs. 1.434 week earlier. 
Used-Car Prices—$803 in June 
to date vs. $827 in May. 
Wholesale Prices—110.2 of 1947- 
49 index vs. 110.3 week before. 
e 2 


Common Stocks 


New Sales, Production Highs... 


Another Month of Records 





Dealer Donates ‘City Hall on 








Wheels'— 


A “city hall on wheels" is getting fast action for citizens of Chicago by carrying 
representatives of the government to neighborhoods to listen to public opinion. The 
“hall” is a white station wagon donated by Hartigan Chevrolet, Inc. in a project 
sponsored by the Chicago American. A different neighborhood is visited each day. 


Dealer Profits Decline 


By W. M. McCarty 
Staff Correspondent 


CHICAGO.—Results of a survey 
show that most automobile deal- 
ers here can boast of sales gains 
up to 50 percent Over a year ago. 

Most dealers, however, claim 
that profits have not kept pace 
with the general gain in sales 
because of a far smaller margin 
on each sale. 

Although average volume in- 
creases in the first five months this 
year are up about 25 percent, with 
the more expensive models out- 
selling the cheaper cars as much 
as 4 to 1. A trend has developed 
toward less expensive cars in re- 
cent weeks. 

Other conclusions derived from 
the survey are: 

May sales were about even with 
earlier months, with variations 
ranging from 70 percent increases 
to 10 percent decreases. 

More buyers are using the 30- 
month payment plan. 

Because of the availability of 





this year also were at an alltime 
high for the first five months and 
were 32 percent higher than the 
124,376 sold in the same period last 
year. Mercury had set a new 
monthly sales mark in March with 
35,558 and broke it again in April 
with sales of 36,305. 

* * * 

Pontiac 

Records continue to be shattered 
at Pontiac as R. M. Critchfield, 
general manager, announced that 
the first five months’ production of 
267,729 Pontiacs this year was 145 
percent of the similar production 
period during the previous record- 
breaking year of 1950. 

Pontiac’s production, compared 
with the like period of last year, 
shows an even greater increase, 
Critchfield pointed out, as it rep- 
resents 160 percent of the 1954 
output. 

“Even with this record produc- 
tion, dealer stocks are below nor- 
mal for this time of the year,” 
Critchfield said. 


* a * 


Oldsmobile 
Oldsmobile maintained its record 
retail sales pace in May when its 
dealers delivered 56,317 new cars 
|to customers, reports J. F. Wol- 


|fram, general manager. This 


percent of the 40,382 new cars sold 





June June 1955 


8 I High Low 
Am. Motors 10 1 13% 9% 
Chrysler 774 75Ye 82% 66% 
GM 100% 965% 107% 89% 
Kaiser 4%, 4% 5 2% 
S-P 10% 12 15% 10% 


Average 40.55 39.85 


(Continued on Page 7, Col. 1) 


Shwell Idea! 


OTTAWA.—The Royal Canadian 
Mounted Police have started a se- 
ries of tests to find out just how 
much alcohol will impair the ability 
of a motorist. The tests are being 
conducted here with 68 volunteers. 


marked the largest May retail sales | , 
in Oldsmobile’s history and was 139 | 


small down payment and long-term 
financing on new cars, late-model 
used-car sales are suffering. Some 
dealers predict no spring and sum- 
mer upswing as is usually experi- 
enced. 

Regardless of how or what model 
is purchased, most buyers are ask- 
ing that accessories of all types be 
included in the sale. 


Auto Practices 
To Be Aired 
At BBB Parley 


MINNEAPOLIS. — Auto- dealer 
practices, including advertising and 
installment selling, are among top- 
ics to be discussed this week at the 
Assn. of Better Business Bureaus’ 
41st annual conference. 

The week-long meeting opened 
here today at the Curtis Hotel. 

Advertising and selling by deal- 
ers will be aired at Wednesday 
morning’s session when Kenneth 
B. Backman, manager of the Bos- 
ton BBB, reviews his organiza- 
tion’s program with Boston dealers. 

He will be followed by Kenneth 
Barnard, president of the Chicago 
BBB and chairman of the associa- 
tion’s committee on installment 
contracts, who will discuss the in- 
stallment selling practices of 
dealers. 

Other panel topics include the 
bureaus’ fight against “bait and 
switch” advertising; BBB - media 


cooperation toward rejecting false 
and deceptive advertising, and a 
proposed national program to com- 
bat false and deceptive comparative 
price advertising. 





Head New Group— 


Officers of the newly organized Beverly 
Hills (Calif.) Motor Car Dealers Assn. are, 
from left, seated, William Bryan, Bryan 
Oldsmobile, secretary-treasurer, and 
Spencer T. Honig, Beverly Buick Co., presi- 
dent. Standing are Dan Ashcraft, Beverly 
Hills Ford, and Jack Hellestoe, Hilcrest 
Motors Cadillac, directors. 





Cancellation Nets 


Penalty for L-M 


Rhode Island Picks Up 
Licenses of 4 Reps 


PAWTUCKET, R. I. — Invoking 
the powers of his office pertaining 
to licenses for factory represe.ta- 
tives for the first time in his 11 
years as registrar of motor vehicles 
in Rhode Island, Laure B. Lussier 
last week picked up the licenses of 
four Lincoln-Mercury representa- 
tives who had been operating in 
Rhode Island. 

Lussier said he did so as a result 
of an investigation concerning ‘he 
Lincoln-Mercury franchise held by 
Norman R. Gravin in Woonsocket. 

Lussier added that as a result 
of the hearing, he had concluded 


| that the Ford Motor Co. had 


terminated a sales agreement 
with Gravin “unfairly and with- 
out just provocation.” He said 
this was in violation of the State 
Motor Vehicle Code. 

A factory spokesman in Detroit 
said the de-licensing ruling would 
be appealed to the state courts. 
Other representatives will carry on 
L-M business in Rhode Island in 
the meantime, he said. 

Although Ford has 43 representa- 
tives in Rhode Island, only four 
were deprived of their licenses by 
Lussier’s action. He said the num- 
ber was limited to four because in 
his opinion, they were the only ones 
directly involved. 

Ford Motor Co. itself does not 
have a Rhode Island license be- 
cause none of its plants is located 
in the state, Lussier said. The sus- 
pended quartet worked out of Bos- 
ton. 

In reviewing the case, Lussier 
said Gravin earlier this year had 
received without warning a notice 
from Ford to the effect that his 
sales agreement was to be termi- 
nated in 60 days. Lussier said his 
department became interested in 
the case after Gravin had com- 
plained to him that he was unable 
to obtain any satisfaction from 
Ford officials. 

Gravin, according to Lussier, 
even offered to fly to Detroit in 
an effort to straighten the mat- 
ter, but his offer was rejected. 

Lussier said the franchise termi- 
nation, not factory coercion, was 
the central issue in the case. 

In bringing the powers of his of- 
fice into play, Lussier enlisted the 
aid of the attorney-general’s de- 
partment, which was _ represented 

(Continued on Page 6, Col. 1) 


I ndustrial Peace 
Key to Record 
Year, Says Weeks 


WASHINGTON. — The impor- 
tance of current labor-management 
bargaining in the auto industry has 
been underlined by Secretary of 
Commerce Sinclair Weeks in 4 
statement on the economic outlook 
for 1955. 

“Provided we can maintain in- 
dustrial peace in our key indus- 
tries it still appears that we can 
reasonably expect to rate 1955 in 
the record books as the best ever,’ 
Weeks told a press conference. 

“The gross national product for 
the first quarter of this year has 
been reported at an annual rate of 
$370 billion. That matches the pre- 
vious peak reached in 1953. It shows 
that we have caught up after the 
post-Korean letdown that we had 
to go through. 

“Right now it is evident that we 
are above the first-quarter rate, 
even though the official figures 
won’t be available until this quar- 
ter has closed.” 

Weeks said that the latest figure 
for personal income shows another 
substantial rise to $295.6 billion an- 
nually. This is evidence that the 
people have increasing amounts of 
money to spend—and are spending 
it, he said. 

“Last month seems to have been 
the biggest May for jobs in our his- 
tory,” Weeks said. “Unemploymert 
also has declined further. In May 
fewer people were listed as unen:- 
ployed than in April. The figure 
for May is substantially lower than 
it was for that month a year ago.” 
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Slow Death for 1,000 Dealers? 


‘Friendly Factory Bootlegging’ 


Dealers tell me 


By John O. Munn 


WV ANY dealers complain of three 
+'% types of low overhead, unfair 
competition in the present market. 
One is the dealer who is free from 
certain factory-imposed regula- 
tions — a dealer offering new cars 
for sale without the customary in- 
vestment in service facilities, parts 
inventory, showroom space and 
product signs which have always 
been required of factory authorized 
dealers. 

This puts the established serv- 
ice dealer at a distinct disadvan- 
tage. With his higher fixed ex- 
pense he cannot afford to sell at 
prices offered by this type of 
dealer. He can obtain satisfac- 
tory volume if he matches his 
deal but he thins his gross profit 
to such an extent that he can’t 
make expenses. 

If he refuses to match the unau- 
thorized dealer’s prices and insists 
on a satisfactory gross profit on 
each deal, his volume drops off 
while his principal expenses go 
right on and he still loses money. 

x *” 


Troubles Every Dealer 


7s situation is troubling prac- 
tically every regular factory 
authorized dealer even in _ terri- 
tories where non-franchised opera- 
tions account for only a relatively 
small percentage of the total sales. 
They have the effect of making the 
available customer hard to deal 
with and result in a loss of profit- 
able business for the regular dealer 
to a much greater degree than 
sales figures indicate. We usually 
point our accusing finger at the 
independent used-car dealer, but 
there are two other types of deal- 
ers that perhaps do more harm in 
upsetting historical trade condi- 
tions. 

Unlike the independent used-car 
dealer, who buys from authorized 
new-car dealers at usually $25 to 
$50 over factory price and who has 
a negligible overhead, there is the 
newly authorized new-car dealer 
operating from a “temporary loca- 
tion.” His overhead is comparable 
with the independent used-car 
dealer, but he buys direct from the 
factory. 

Another contributor to this 
problem is the established au- 
thorized new-car dealer who de- 
velops volume way out of pro- 

portion to his investment on a 
“wheel-and-deal” basis. His serv- 
ice facilities might be adequate 
for normal volume, but his over- 
head per car sold is very low be- 
cause of the abnormally high 
ratio of sales. He also buys direct 
from the factory. 

A great many dealers believe 
that the latter two types of com- 
petition present more of a problem 
than the independent used - car 
dealer. It is certain, however, that 
no effective solution to the prob- 
lem can be evolved without con- 
sidering the related aspects of 
such operations at the same time. 

* 


Auto ‘Cart’? Upset 


AU three types of competition 
are causing terrific disruptions 
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in the traditional process of retail- 
ing automobiles—a process which 
has served the public interest fairly 
and honestly since the start of the 
industry. Thousands of dealers and 
their families depend upon the 
continuation of traditional selling 
methods for protection of their life 
savings, for their very livelihood. 
It is time for action. Some fac- 
tory men point with pride to the 
established dealers they have 
converted to their “religion” of 
extremely high volume through 
low unit profit. They tell com- 
peting dealers: “You, too, can 
become a volume dealer.” 


The fallacy of such reasoning is 
that there are not that many cus- 
tomers even for ridiculously low- 
cost deals. Every dealer can’t reach 
the high volume necessary to 
achieve the low overhead per car 
required for such operations. In 
other words, this “wheel-and-deal” 
operation is successful at the ex- 
pense of other dealers. In other 
words, their type of operation pro- 
duces losses for dealers as a whole 
far greater than the profits ob- 
tained by themselves. This re- 
versal of factory policy that sacri- 
fices the service dealer to the price 
cutter is, of course, perfectly legal 
but it lacks moral responsibility. 


Dealers made their big invest- 
ments with confidence in the manu- 
facturer’s integrity to continue 
policies in their relationship with 
dealers that had been developed 
over the years. One of these fun- 
damental understandings had to do 
with the ratio of the dealer’s in- 
vestment to his volume. Each fac- 
tory always used a figure of so 
many dollars per car in determin- 
ing the appropriate investment at 
any particular dealer point. This 
figure varied with different makes. 


m * * 
A Lot at Stake 
T ALSO varied somewhat ac- 


cording to locality. A dealer 
with an estimated annual] potential 
of, say, 200 cars, might be required 
to show an investment of $300 a 
car, or $60,000 exclusive of land 
and buildings. Until recently such 
a dealer could feel sure that his 
factory would not supply another 
dealer in his area with 200 cars 
unless the other dealer also in- 
vested approximately $60,000. Such 
an understanding between factory 
and dealer has always been de- 
pendable. Otherwise factories would 
have had considerable difficulty in 
persuading dealers to make the 
large investment. 


When a factory tells an estab- 
lished dealer he must build a new 
salesroom or buy more tools or 
take more cars than he can sell 
profitably, the dealer has little 
choice but to comply. With all 
the money and many of his 
years invested in the dealership 
representing that make of car in 
his community, he can’t afford to 
risk the factory’s displeasure. 
Often his whole economic life 
depends on continuing the rela- 
tionship, so he is repeatedly 
faced with the necessity of choos- 
ing the lesser of two evils—either 
give in to the factory or give up 
the contract. 

It is obvious that such relation- 
ships cannot continue. The funda- 
mental difficulty is the type of con- 
tract which a dealer signs. A per- 
manent contract, which is a per- 
formance contract, would solve the 
bootlegging problem in a satisfac- 
tory way to all concerned. 

There is evidence that more and 
more dealers are concerning them- 
selves with the type of contract 
under which they work. The first 
step is to decide on the type of 
contract that will best serve public 
interest, as well as be beneficial to 
the entire industry, and then get 
together unitedly and negotiate 
with the factory. 


Dishman Elected Mayor 


BRYAN, Tex.— Harry C. Dish- 
u.an (Pontiac), has been elected 
mayor. 


OXFORD, Mich. — Factory em- 
ploye discount plans have grown to 
such proportions that they threaten 
to wipe out 1,000 dealers in trading 
areas of auto manufacturing towns, 
it was charged last week by Dealer 
Lee Anderson before the Oxford 
Rotary Club. 

Anderson handles Pontiac, 
Buick and Chevrolet in Lake 
Orion, which is in the Pontiac 
(Mich.) trading area. 

The Anderson dealership was es- 

tablished at Lake Orion in 1908 by 


son took over during the depres-| also threatens the factories, Ander- 
sion years of the 1930s, and, with| son asserted: 


the exception of 1938 and one war 
year, had an unbroken record of 
profitable operation until 1954, In 
that year, he said, factory discount- 
ing put him in the red. 

A more accurate term for the 
discount practice, said Anderson, 
“would be factory bootlegging by 
friendly factory employe and ex- 
ecutive bootleggers.” 

While some executives realize 

that a practice which endangers the 


Lee Anderson’s father. Lee Ander-| equities and solvency of dealers 





Picked by Washington State Dealers— 


New officers of the Washington State Auto Dealers Assn. confer at the convention 
in Seattle. From left (seated) are Henry Backstrom, Arlington, retiring president; 
James M. H. Gilchrist, Tacoma, president; Roy Rofinot, Spokane, first vice-president, 
and Arnold Reading, Tacoma, second vice-president. Standing are Don Seaberg, 
Pasco, third vice-president; Warren Simmons, Olympia, executive committee member; 
Fred K. Eells, Seattle, association manager, and Leon E. Titus, Tacoma, secretary- 


treasurer. 





Dealer Insurance Sales 


HARTFORD, Conn. — The Sen- 
ate, by a standing vote, last week 
killed a bill which would have pre- 
vented Connecticut auto dealers 
from selling insurance in connec- 
tion with car sales. 

Senator Joseph Bonaquisto, a 
Hartford Democrat who owns an 
insurance and real estate agency, 
charged that “one of the most ef- 
fective lobbying jobs in the history 
of the Legislature had built up op- 
position to the bill” and led only 
five senators in support of the 
measure. 

Senator Paul Amenta, New Brit- 
ain Democrat and an auto dealer- 


Dealers Cautioned 
About Employing 


Minors in Buffalo 


BUFFALO.—With summer vaca- 
tions at hand, the Buffalo Automo- 
bile Dealers Assn, has warned its 
members to be extremely careful 
in employing minors. 

The association noted that for 
purposes of employment, boys and 
girls under 18 are considered 
minors and must furnish dealers 
with working papers to be legally 
employed. 

It was emphasized that auto 
dealerships are classified by the 
Department of Labor as “factories” 
and may not employ youngsters 
under 16. Members were urged to 


secure documentary proof of the, 


age of any young worker. 





Texas Licensing Bill 


Killed by Single Vote 


AUSTIN, Tex.—By a vote of 59 
to 58, the Texas Assembly last 
week rejected the Senate-ap- 
proved dealer licensing bill. 

Tom Blundell, manager of the 
Texas Independent Automobile 
Dealers Assn., acclaimed the As- 
sembly’s action. The bill was 
originally sponsored by the Texas 
Automotive Dealers Assn. (new- 
car) but was amended in the 
Senate to allow used-car dealers 
to get new-car selling licenses. 











ship sales manager, argued that 
“dealers have made the public more 
insurance-conscious than any other 
class of businessmen.” He said that 
during 1954 only 39 complaints had 
been received by the State Insur- 
ance Department from buyers of 
220,000 cars. 

“And we provide protection im- 
mediately for the motorist,” he 
added. 

Senator Bonaquisto countered by 
saying the 39 complaints involved 
the eight companies who write 80 
percent of auto insurance and are 
closely affiliated with the dealers. 

“Compare this with the single 
complaint registered against the 
276 other insurance companies who 

sell auto insurance but are not 
tied in with the dealers,” he said. 

Senators Elmer Watson and 
Stephen J. Sweeney, both insur- 

ance agents, opposed the bill. Wat- 
son said it was class legislation 
and Sweeney maintained that the 
State Insurance Department “can 
correct abuses under present stat- 
utes, making the new measure un- 
necessary.” 





fiscal 1956 . . 











Wemhoff 


On the House .. . 


It’s not too early to start organizing against fur- 
ther extension of auto excise taxes next April. 
NADA notes that the Secretary of the Treasury’s 
annual report serves notice that the Treasury in- 
tends to maintain current rates for excises through 
. Chicago Ford dealers report a 16 
percent decrease in used-car sales during May, but 
suburban dealers show a 1.6 percent increase .. . 

Minnesota dealer association has raised mem- 
bership dues; now range from $20 to $125 (old 
range was $16 to $100), bringing them into line 
with sister states . . 
state convention Sept. 19-20 in Peoria, with Fred 
Bell scheduled as speaker .. . It’s New York City 
for NADA convention in 1959, after parleys in Washington (56), 
San Francisco (57), and Miami (’58). 

Kentucky association has appointed the following dealers to head 
various committees: Guthrie Wilson, Orville Harrod, Fred Koster, 
B. W. Whitaker, Gene Baker, Robert Marcum, Dallas Queen, Howard 
Pearce and C. B. Wilson . . . Minnesota dealers will attend a series of 
district meetings, starting June 14... Bruce Burnett heads the new 
group formed by Saline-Gallatin county dealers in Illinois. 


“Factory discounting of auto- 
mobiles, either direct to the con- 
sumer or by no-profit deliveries 
forced through dealers, has at- 
tained such proportions that it 
is rapidly establishing a new na- 
tional merchandising level for 
nearly all cars at a point ap- 
proximately 20 percent below 
normal dealer delivered prices.” 


Anderson said that an analysis 
of registrations showed that one 
factory through controlled delivery 
to consumers out- registered the 
eight dealers in its area 10 to one 
in the period of Oct. 29 to Jan. 13, 
1955. That was the period immedi- 
ately following its new-model an- 
nouncement. 

“In the 18 months from Jan. 1, 
1958, to June 30, 1954,” Anderson 
said, “this factory put 6,708 cars 
on the road compared with 1,258 
by the eight dealers in its 
area... 

“Here we have been forced to 
compete at retail prices with whole- 
sale competition by the factory, 
which, in order to dominate the 
market, or for whatever other rea- 
son, has been giving full 24 per- 
cent discount to retail customers 
in our area. . 

“Who is going to pay the retail 
price for a new car if, by simply 
contacting a friend or neighbor, he 
can get one at a discount?” 

Anderson said that his protests 
to the factory have resulted in 
some revisions but added that the 
situation continues to deteriorate. 

Addressing the group from its 
persona] standpoint, Anderson said: 

“(I) suggest to you that you stop 
and think before you buy a car 
from a friendly factory bootlegger 
. . . Those who buy a discount car 
from whatever source except a 
legitimate dealer get no follow-up 
service on that car and they have 
to handle the sale of their own used 
car, which normally would be 
traded in, a procedure that usually 
eats up whatever savings might be 
effected by getting the new car 
wholesale.” 


Mich. Convention 


Schedule Posted 


LANSING.—The program for the 
three-day Michigan Automobile 
Dealers Assn. convention at Mack- 
inac Island, opening next Sunday 
(June 19), has been announced. 

Sunday afternoon the line group 
meetings will be held, with dinner 
following at 7 p.m. At that time 
the dealers will hear “What Is 
Happening in Washington” from a 
representative of NADA. 

Other events scheduled include 
talks on Monday by Joseph Leo- 
pold, Tax Equality League, and 
Edward Payton, a dealer consult- 
ant. On Tuesday there will be a 
discussion panel and at the closing 
banquet that evening Dr. Tennyson 
Guyer will talk. 





H oosiers Step hu P 


MICHIGAN CITY, Ind.—Auto 
dealers held a spring dance at Pot- 
tawattomie Country Club. 













. Illinois dealers will hold 















—Pertre Wemuorr, Editor, 
Automotive News 
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Likely to Affect °56 Models .. . 


Cost Spiral Spells Higher Prices 


(Continued from Frage 1) 


gram of unemployment benefits, 
had this stock answer to price 
queries after the union finally ac- 
cepted the far-reaching plan: 

“We can’t make any comment 
on prices until we’ve had more 
time to study the situation.” 

Ford’s new three-year contract 
adds an hourly package of 20 cents 
to the wages of workers covered 
by the historic agreement. But, to 
borrow a UAW phrase, this is only 
the beginning. 

Should the Ford settlement be- 
come a pattern for all or most of 
this industry, and for other indus- 
tries as well, car makers will be 
forced to pay more for the goods 
and services of their contractors. 

* * * 


OR the last year, the prices of 

raw—and consequently finished 
—materials have been spiraling. 
Aluminum is up, copper is up, and 
so is rubber. 

Also, purchasing executives 
complain, steel costs have been 
creeping upward. Though basic 
prices remain unchanged, they 
say, the steel companies have 
been slapping on “extras”—fees 
for special shapes or composition 
—left and right. 

The car makers have been ab- 
sorbing these additional costs, 
along with the periodic “improve- 
ment factor” raises to labor. 

They can and do find ways to 
absorb cost increases within the 
auto industry, but they don’t have 
much say about what happens in 
other fields. 

* * * 

HE CIO United Steelworkers 

has laid its demands before the 
steel industry, and there have been 
predictions that this booming busi- 
ness may settle for as high as 25 
cents an hour. 

And the mills are unabashed in 
following up any pay boost with a 
price boost. They don’t face the 
same public resistance as would 
autos, which are sold direct to the 
consumer. 

It is unlikely that all of the 
makers’ higher costs will be 
passed on to the new-car buyer, 
however. 

“Today’s setup is sheer murder,” 
said one auto executive. “But we'll 
just have to find corners to cut the 
way we always do, and so will our 

suppliers. The efficient ones, who 
can keep their own costs in bounds, 
will get the business. It’ll mean a 
lot of staying up nights, though.” 
* * * 
—— factory officials are known 
to favor an immediate price 
hike on cars so that the connec- 
tion between cause and effect will 
be fresh in the public’s mind. 

Others caution against haste 
on grounds that the industry is 
in its slackening-off season any- 
how. They say that any price in- 
crease now would jeopardize sales 
of ’55s at a time when field stocks 
are extremely high. 

Although cars now in inventory 
at dealerships probably would not 





Danny Joins Dealers— 


Danny Thomas, star of the Dodge tele- 
vision show, “Make Room for Daddy,” 
joins barbecue which concluded a drive- 
away of 100 Dodge Lancers in Memphis. 
Dealers and their wives from Tennessee, 
Arkansas, Mississippi and Lovisiana at- 
tended. From left, front row, are Thomas 
and his wife and dealer John Wellford. 
Back rqw, dealer Tom Hutton and Ray E. 
Baver, Dodge Memphis regional manager. 











be affected by any price revision, it 
is argued that early boosts would 
induce potential buyers to hold off 
until '56s hit the floor. 


* * * 


ESIDES, it is said, car makers 

themselves won’t feel the full 
impact of wage increases until 
these are reflected in purchased 
supplies months from now. 

What does all this mean to the 
dealer? Here’s one appraisal: 

“Every time management and 
the union negotiate, the union 
carries off a prize. But what does 
management have left for the 
dealer? Nothing but the promise 
of higher prices when price-cut- 
ting is the only thing that keeps 
cars selling. 

“Maybe the union fellows will 
benefit, and maybe they won’t. The 
way I see it, these wage settle- 
ments will only set off a round of 
inflation that will devalue the dol- 
lar and harm more little people 
than it helps, especially those with 





Dealer Groups Warned 


Antitrust Chief Cites ‘Price-Fixing’ Associations; 
Gives Senators Bootlegging Defense 


|fixed incomes or those who have 
|put away something in the bank.” 
* * * 


] | ree seped regarding a new ad- 
justment in freight rates have 
been cropping up in widely scat- 
tered places. 

NADA officials in Washington 
reportedly have been presenting 
evidence to Government men in an 
attempt to prove that car makers 
continue to profit from “phantom” 
freight charges. 

On the West Coast, in the 
| Rockies and in Detroit, word is 
being passed around that a re- 
vamped freight schedule is im- 
minent. 

Detroit driveaway companies are 
concerned, saying they can’t see 
any reason for such action in view 
of the fact that new-car bootleg- 
ging from the Motor City has 
slowed to a trickle. 

But many dealers see a reason. 
Manufacturers’ freight rates, they 
declare, still are unfair and dis- 
criminatory. 





(Continued from Page 1) 


dealing resulting in unreasonable 
restraint of trade.” 

Colbert agreed with Barnes that 
the Little Three mergers, as well 
as the Chrysler purchase of Briggs, 
were serving to promote competi- 
tion. 

“They (mergers) may bring about 
more efficient use of facilities and 
talents,” Colbert stated. “They may 
furnish opportunities for bringing 
costs more nearly into line with 
those of competitors.” 

* * 


ENATOR ESTES KEFAUVER 

asked the witness whether GM’s 
subsidiaries charge the parent cor- 
poration less for parts than they 
charge Chrysler for similar sup- 
plies that the competing firm may 
order. 

Colbert replied that he had no 
knowledge of what GM charges 
itself. He added, however, that 
Chrysler once was GM’s largest 
parts customer and was concerned 
that the prices charged were too 
high. Consequently, he said, Chrys- 
ler gave its electrical parts busi- 
ness to Auto-Lite when that com- 
pany began competing with GM’s 
Delco. 

An interesting by-play took 
place between Colbert and Sena- 
tor Alexander Wiley when the 
latter asked the witness whether 
Chrysler was doing anything in 
the atomic energy field. Colbert 
replied that he would rather not 
talk about what the company 
was working on in the way of 
future developments. 

“That answers my question,” 
Wiley said. 

Asked by Senator Kilgore to com- 
ment on Barnes’ statement that 
“producer concentration lies at the 
heart of the antitrust problem” in 
the auto industry, Colbert replied: 

“I'm not sure just what Judge 
Barnes meant, but I don’t think 
there is a concentration of produc- 
tion that interferes with competi- 


tion.” 
- = ~ 


: T= Chrysler president also 


answered “I do not” to a ques- 
tion by Kilgore as to whether he 
thought legislation should be en- 
acted to break up the larger auto 
companies into smaller units. He 
said that as an example in his com- 
pany Plymouth could not operate 
separately because it is too closely 
tied to other segments of the cor- 
poration. 

Kilgore recalled that in testi- 


Correction 


Through error, Automotive 
News reported June 6 that Wil- 
liam Bliss, grandson of the late 
Charles Nash and formerly a 
Nash dealer in North Hollywood, 
Calif., had opened an Oldsmobile 
dealership in West Palm Beach, 
Fla. Bliss is owner of a super 
service station in West Palm 
Beach. 


mony several weeks ago Barnes 
had asserted that the auto industry 
was competitive in everything ex- 
cept price and asked for Colbert’s 
comment. 

The witness said he disagreed 
with the Justice Department of- 
ficial and called pricing a “major 
——- facet” in the indus- 
ry. 

While pointing out that the mak- 
ing of cars requires extensive cap- 
ital outlays that place the under- 
taking outside the category of 
small business, Colbert declared 
that it is not an “insuperable 
obstacle” to the entry into the field 
of new companies. 

” * + 


= Chrysler president empha- 
sized that auto makers do not 
enjoy guaranteed market positions. 
He added: 

“No company in the automobile 
business is so deeply dug in, so well 
placed, that it lies beyond the reach 
of an able and determined competi- 
tor.” 

Colbert exhorted the Kilgore sub- 
committee to “give full considera- 
tion to sustaining and promoting 
the forward momentum of the 
competitive system.” 


Besides Chrysler and Ford, the 
subcommittee planned to hear 
testimony by officials of the four 
other auto companies. President 
George Romney appeared Friday 
(June 10) for American Motors. 
Barnes testified that he had been 
reluctant to prosecute price-rigging 
dealer associations because of “the 
disparity of economic power as be- 
tween the manufacturer and the 
dealer.” 
“Nevertheless,” 


he asserted, “I 


wish to take this opportunity to 
issue a warning that if local as- 
(See MONOPOLY, Page 57, Col. 5) 






Used-Car Bulletin from Detroit... 


Latest Auction Prices 


(Copyright, 1955, by Automotive News) 


(Aptco Auto Auction. Sale every Wednesday.) 


June 8 
(Raining today, but sale very good. 
Sold 80 percent of 144 cars entered.) 


BUICK—’'55 Super Riviera coupe, §$2,- 
850° (ps); Special Riviera coupe, $2,- 
480°. '54 Super conv., $2,170*; Spe- 
cial Riviera coupe, $2,050*. '53 Super 
Riviera coupe, $1,380* (ps), $1,315*; 
conv., $1,200*; 4-dr., 2 at $1,050; 
-RM Riviera coupe, $1,300*%; Special 
2-dr., $950. °52 Super 4-dr., $910*, 
$550*; Special Riviera coupe, $790*. 
’51 Super Riviera coupe, $750*; 4-dr., 
$510*. ‘50 Special 2-dr., $255*. 

CADILLAC—’53 (62) coupe, $2,440*; 
4-dr., $2,060*. '51 (62) 4-dr., $1,450°*. 
"50 (62) 4-dr., $1,060*. 

CHEVROLET—’55 Bel Air (6) 2-dr., 
2 at $1,565. '54 Two-ten 4-dr., $1,- 
145; 2-dr., $1,140; Bel Air 2-dr., $1,- 
125. '53 1 Air 2-dr., $1,030*, 2 at 
$950; Savoy 4-dr., $845, $830; 2-dr., 
$840*. '52 SL Deluxe Bel Air, $770*, 
$700*. '51 SL Deluxe Bel Air, $620°*; 
2-dr., $480*, $460*, $400°; 4-dr., 
$440*; SL Special 2-dr., $390, $375*, 
$350. '50 SL Deluxe Business coupe, 
$385; 4-dr., $230*; 2-dr., $210*. ‘49 
SL Deluxe 4-dr., $210. 

DeSOTO — '53 Fire Dome (8) 2-dr., 
$960*. ‘52 Custom 4-dr., $525. ‘51 
Custom club coupe, $440. '50 Custom 
4-dr., $275. 

DODGE—’53 Coronet (8) 4-dr., $875*, 
$755*. °52 4-dr., $455; 2-dr., $345. 
’51 Coronet club coupe, $430. ‘50 4- 
dr., $215. '49 4-dr., $310. 

FORD—’'55 Fairlane (8) Victoria, $2,- 
195*, $2,170* (ps); 4-dr., $1,710*; 
Custom (8) 4-dr., $1,675* (ps). ‘54 


Crest (8) conv., $1,470*; club coupe, 
$1,300*; Main (6) 2-dr., $945. ‘53 
Crest (8) conv., $1,260*; Victoria, 
$1,150*, $1,135*; Main (6) 2-cr., 
$710; %-ton pickup, $635. '52 Main 
(6) 4-dr, §$700*; 2-dr., $600°. 
Custom (8) Victoria, $510*; ir, 
$475*, $460°; Custom (6) 2-dr., $400, 
50 Custom (8) 2-dr., $400; Deluxe 
(6) 2-dr., $265; 4-dr., $225. 

HUDSON—’53 Hornet 4-dr., $855; Jet 
4-dr., $585. °52 Hornet 4-dr., $645. 

KAISER—’53 Manhattan 4-dr., $610. 
"51 4-dr., $300. 

LINCOLN—’ 50 4-dr., $290. 

MERCURY—’'54 Monterey coupe, §i,- 
675*, $1,630*. '53 Monterey 4-dr., $1,- 
215*; Custom 2-dr., $980 $930. ‘52 
Monterey Sport coupe, $960"; 4-dr., 
$905. 

NASH—’54 Rambler 2-dr., $1,165. ‘53 
Statesman 4-dr., $780. '52 Rambier 
club coupe, $500. °51 Rambler conv., 
$390, $360, $205 

OLDSMOBILE—’53 (88) 4-dr., $1,510* 
(ps); 2-dr., $1,350*. '51 (98) Holi- 
day, $730*; 4-dr., $275; (88) 4-dr., 
$620*, $515*. ’50' (76) 4-dr., $250*. 

PACKARD—'53 (200) club coupe, $930. 

PLYMOUTH—’54 Belvedeie conv., $1,- 
465* (pe); Savoy station wagon, $1,- 
210*; club coupe, $860. °’53 Cran- 
brook club coupe, $750; 2-dr., $625. 
’52 Cambridge 4-dr., $400. '51 Cran- 
brook conv. 


, $500; Cambridge 4-dr., 
$315; 2-dr., $225. °49 Special Deluxe 
coupe, $235. 

PONTIAC—’53 Chieftain (8) 2-dr., $1,- 


125*; 
4-dr., 


4-dr., 
$800. 


$940. °52 Chieftain (8) 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auction Reports are on Pages 48, 50, 52 





Used-Car Volume, Prices 
Show Seasonal Strength 


(Continued from Page 1) 


the other hand, allowed the vast 
majority of dealers to slice their 
used-car inventories in May and 
early June. They received help to- 
ward this end from stepped - up 
factory merchandising programs. 
(See roundup story elsewhere in 
this issue.) 
* x * 

ASeomunsvs NEWS’ overall 

average for used-car prices rose 
to $808 last week, compared with 
$807 the week before. The only 
model losers were ’54s ($10) and 
53s, ($21), while '55s and the older 
categories all showed gains. 

A concensus of new-car dealers 
in every section of the country 





GM a Bus Monopoly? 


Trust Unit Checking 


WASHINGTON.—Antitrust di- 
vision chief Stanley N. Barnes 
told the Senate Antimonopoly 
subcommittee last week that his 
staff is investigating charges that 
General Motors monopolizes the 
production and sale of motor 
buses. 


Barnes observed that GM builds 
more than 70 percent of all U. S. 
buses. He said several GM com- 
petitors had gone out of the bus 
business in recent years. 

The inquiry is being pressed 
“with utmost vigor” and should 
be concluded within the next sev- 
eral months, he added. 











Bay State Dealer Aids Handicapped— 


Deaf and dumb giris at the Clarke School for the Deaf, Northampton, Mass., take | ports, 


reported used-car inventory re- 
ductions averaging five to 10 days 
during May. The descriptions 
“good” and “strong” were used 
by most dealers to portray the 
condition of the early June mar- 
ket. 


May sales off the used-car lots 
reflected the seasonal uplift in a 
month when new-car sales may 
have surged to a new alltime 
record. 

* x * 


yw April’s final total revealed 
last week as 651,855 new-car 
registrations, it would take only 4 
5 percent gain in May volume to 
push last month’s total above the 
previous peak. That was the 683,995 
new-car sales racked up in August, 
1950. 

The May sales trend, ag well 
as the volume to date in June, 
however, has been decidedly 
spotty. The contract negotiations 
and strike threats in the auto 
industry jarred the market in 
large cities with heavy auto 
worker concentration. 

Offsetting this was a reported 
“souping up” of Chevrolet’s drive 
to oust Ford from the No. 1 posi- 
tion in net new-car sales. An all- 
out renewal of the 1954 sales duel 
between the two volume giants 
could easily result in record-break- 
ing spring volume, belying fears 
that the unexpected winter boom 
sapped the traditional spring mar- 
ket. 

* * * 
(aevactat edged out Ford 
in new-car registrations for 
April by 135,482 to 134,908. Ford 
had claimed the first-quarter lead 
on the basis of net totals, omitting 
cars registered in dealers’ names. 

The third-place race wound up 
in Buick’s favor in April, with the 
GM make topping Plymouth, 69,236 
to 61,689. 

April registrations, as computed 
by R. L. Polk & Co., snared the 
alltime third-place berth by sur- 

passing the 636,534 new cars 
titled in March, 1955. Last De- 
cember’s 656,611 total still occu- 
pies the official runner-up berth 
behind August, 1950. 

The April total of 651,855 again 
pointed up the disparity between 
“projections” based on factory sales 
reports and actual registrations 
tabulated by Polk. 

Some observers, using factory re- 
insisted that April sales 


a driver-training course with the approval of the State. Those girls who are Massa-| would exceed 700,000. Their “pro- 
chusetts residents have already passed their driving tests and are licensed operators. | jection” for March was similarly 
The training car was donated by Blyda Motor Saies (Ford), Northampton. 


| excessive. 
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Styling Sells...a Finance Plan 


as well as a Car 


The very first time your customer is introduced to the 
Universal C.I.T. protective plan, he receives an impres- 
sion of real value—service—reliability—and quality. 


Consider the documents —Welcome Letter, Coupon 
Book, Insurance Policies, Credit Card, etc.—the tan- 
gible “products” the customer sees when his dealer 
arranges the protections of the Universal C.LT. finance 
plan for him. Because they represent our dealers in 
the closing room and in the home, and Universal C.I.T. 
as well, we spared no expense to give the documents 
the modern styling that characterizes modern cars. 


One of the leading typographical designers in America 
designed every document. The printing had to conform 
to the very highest standards of the trade. Even the 
paper must crackle with a new “money-like” quality. 


This modern styling is prompted by our belief that 
every detail is important in helping dealers protect their 
most valuable asset—the good will of their customers. 


So ask your Universal C.I.T. District Manager to show you 
a set of these documents, Examine them as your custom- 
ers will when they receive them. In your closing room 


they will help you and your salesmen to close sales. 


Universal C.1-T! Credit Corporation 


One Park Avenue, New York 16, New York 


OVER 


440 OFFICES SERVING THE 


UNITED STATES AND CANADA* 


*In Canada, Canadian Acceptance Corporation Limited 
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9 Makes on Texan’s Floor... 





‘Crossing’ Car Lines 
Defended by Dealer 


(Continued from Page 2) 


lease it to him, for a percentage 
rental at that!” 

2. The convenience of a down- 
town location no longer exists. 
“More and more the dealer has to 
pick up and return cars for repair 
jobs. It would mean a much short- 
er haul if he were near where his 
customers lived.” 

3. Operating economy. “A large 
business can operate with fewer 
salesmen in comparison with num- 
ber of cars displayed.” 

4. Customer convenience. “This is 
what has led to the development of 
the grocery supermarket, the de- 
partment store and the community 
shopping center. If a customer can 
see a dozen makes on the same 
floor, that is where he will go.” 

He, like Mitchell, points out 
that the new-car dealer can 
adopt the used-car lots’ methods 
while “cussing the competition 
they offer.” 

The dealer expressed the opinion 
that the auto factories were adopt- 
ing Hitler’s methods: “Divide and 
conquer.” He deplored the fact that 
new dealerships are being started 
while many old and well-established 
dealerships are finding it hard to 
profit. 

The local dealer believed the 
theory behind this was that the 
more dealers, the more sales. “But 
this present profitless prosperity 
cannot continue much longer,” he 
said. 

He cited examples of some deal- 
ers he knew who have lost from 
$30,000 to $50,000 during 1954 and 
who, he said, are losing more 
money each year they remain in 
business. 

“Obviously,” he declared, “their 
accumulated assets soon will be 
eaten up. There will be nothing 
left for them to do but to go out 
of business. Heavy mortality 
among authorized dealers has 
been staved off only because most 
dealers had some money or as- 
sets. These cannot last much 
longer.” 

This dealer said that finally only 


Four L-M Aides 
Lose R.I. Permits 
In Dealer Case 


(Continued from Page 2) 
at the hearing conducted by the 
registrar. 

The principal witness for Ford 
was Joseph Abely, New England 
district sales manager for Lincoln- 
Mercury, who contended that Gra- 
vin's license was suspended for 
poor management, a poor attitude, 
lack of adequate salesmen, failure 
to make reports and a general un- 
profitable business operation. 

When the representative from 
the attorney-general’s department 
sought to determine if Ford had 
given consideration to a not-too- 
healthy economic situation in 
Woonsocket as a reason for the 
slow sale of cars, Abely con- 
tended that good management 
could overcome any economic 
condition. 


Abely further contended that 
Ford has no desire whatsoever to 
suspend a franchise only as a last 
measure because it involves money. 
The Ford official maintained that 
the company is interested in mak- 
ing money for its dealers. 

Abely was one of the four whose | 
licenses were picked up. by Lussier. | 
The other three—all associates of | 
Abely in the New England area— | 
included Peter Smith, assistant dis- | 
trict manager; L. B. Madden, zone | 
manager, and C. R. Drescher, used- 
car manager. 








a oe | 
Teetor Given Degree 


ANGOLA, Ind. — Lothair Teetor, | 
assistant Secretary of Commerce | 
for domestic affairs and former | 
chairman of Perfect Circle Corp., 
received an honorary doctor of 
laws degree at the 75th commence- 
ment of Tri-State College. 


the strongest dealers will be left 
“in this jungle age” that has been 
forced on them by the manufac- 
turers—a case of the survival of 
the financially fittest—and when 
that day arrives, then what was an 
auto dealership today will become 
a “superdealership.” 


“A sales and service emporium,” 
he described it, “covering a city 
block, located in a suburban area 
and handling—we will say—all the 
lines of General Motors, Ford and 
what other manufacturers may still 
be in existence. 


“And why not?” he asked. “Obvi- 
ously it would offer the same ad- 
vantages to the big auto dealers 
that it does to the groceryman. As 
for the pattern, it already has been 
set by the used-car lot.” 
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Choice of Idaho Dealers Assn.— 


New officers, chosen by the Idaho Automobile Dealers Assn. at its 19th annual 
convention at Boise, are, from left, Earle Cranston, Boise, vice-president; W. S. Free- 
land, Coeur d'Alene, president, and Leon Weeks, Boise, secretary. Weeks is serving 
his 12th term. 


The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 














Fla. Turns Down 
Compulsory Auto 
Inpection Law 


TALLAHASSEE.—A bill to com- 
pel semi-annual inspection of mctor 
vehicles at designated garages has 
been defeated by the Florida House 
of Representatives after being ap- 
proved by the Senate. 

The measure would have set a 
fee of 60 cents per car, with the 
state receiving 10 cents. 

Those opposed to the legislation 
said it was “a bill for the relief of 
service stations and garages” and 
would “amount to a retirement act 
for legislators if passed.” 

Meanwhile, Gov. Leroy Collins, 
signed into Florida law a bill pro- 
viding for establishment of driver 
training programs in high schools. 

The program will be financed by 
an increase in driver’s licenses, ef- 
fective Aug. 1, from $1 to $1.25. It 
was estimated the two-year train- 
ing course would cost $900,000. 

Also signed by the governor was 
a bill requiring that space be pro- 
vided on driver's licenses to list the 
blood type of the motorist. 
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Sales, Production Marks Set... 


Makers Report More Records 


(Continued from Page 2) 
in May, 1954. Wolfram said May’s 
sales have been exceeded only once | 
-by the 56,828 new cars delivered | 
in April this year. 
The record May sales brought 
Oldsmobile’s total sales for the | 
first five months of 1955 to 259,955 
new cars. This was 162 percent 
of the 160,646 new cars delivered 
by Oldsmobile dealers in the first 
five months of 1954, which was 
the previous peak for this period. 





Oldsmobile dealers delivered 18,- 
581 new cars in the last 10 days 
of May—or 139 percent of the 13,- 
358 new cars sold by dealers in the 
May 21-31 period of 1954, Wolfram 
said. a - . 


Nash 


new-car sales in May were the 
highest in 24 months and that 
Nash Rambler sales last month 


| were the highest in history. Nash 


last year produced 62,611 cars. 

Abernethy said Nash new-car 
sales in May amounted to 13,163 
units, the highest since May, 1953. 

Nash Rambler sales amounted to 
6,928 units, the highest figure since 
the car was introduced in 1950. 

+ * * 
Buick 

Buick sold 72,320 cars at retail in 
May, the third consecutive month 
dealer deliveries have exceeded 72,- 
000 units, General Manager Ivan L. 
Wiles reported. 

Sales for the last 10-day period 
in May amounted to 24,555 cars, 


| Wiles said, for an average of 


Roy Abernethy, sales vice-presi-| 3,069 deliveries daily during each 


dent of Nash Motors, announces 
that Nash has built more cars so 


of the eight selling days. 


: oe “This is the first time our daily 
far this year than it did in all of|rate of deliveries has exceeded 
1954. He also reported that Nash/ 3,000 units,” he said. “During the 


1999 sos swencert 





| pw Indianapolis Race is more than a 
breath-taking spectacle of speed; 

than a colorful carnival of thrills and 
chills. Ic is not just a stunt. On the 
contrary it is a practical, torturous test 
of new automotive developments before 
they are adopted for regular production. 
Authorities say that 500 miles on the 
Speedway are equal to 50,000 miles of 
Ordinary driving . . . 5 years of average 








The Only Tires Made That Are Safety Proved On 
The Speedway For Your Protection On The Highway 


service crowded into less than 4 hours! 
more For many years, every driver in the 
race has bought Firestone Tires, because 
no driver is willing to risk his life or 
chances of victory on anything less than 
the safest tires that money can buy. Re- 
member ¢hat fact the next time you buy 
tires. Protect your life and the lives of 
others by equipping your car with a set 
of new Firestone Tires. 








last three months our retail sales 
amounted to 218,408 units, more 
cars than we sold in the entire 
first five months of last year.” 

Wiles said dealer deliveries 
through May totaled 331,699 cars. 
Output for the same period 
amounted to 361,634 units. 

“Official registration figures show 
that Buick has increased its third- 
place margin to more than 20,000 
cars,” he said. 

+ + * 
Willys 

Domestic factory sales of Willys 
commercial vehicles in the first five 
months of 1955 were nearly double 
the total of a year ago, it was an- 
nounced by Hickman Price jr., sales 
vice-president. 

Price reported that U. S. sales 


of Jeeps, Jeep trucks and other 


Willys four-wheel-drive vehicles 
totaled 12,243 units, as compared 
with 6,444 for the January-May 


period of 1954. The figures do not | 
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ite to The Firestone Tire & Rubber Co., Akron 17, Ohio, U.S.A. Copyright 1955, The Firestone Tire & Rubber Co. 





Bound in Leather— 


A view of Packard's ‘‘limited-edition” 
Caribbean convertible shows the matching 
of the leather interior to the three-color 
exterior. The car is done in off-white with 


a low belt-line of rose plus a black under- 


include car sales or military and 
export shipments. 


He reported the company’s share 
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of total U. S. retail truck registra- 
tions by gross vehicle weight in- 
creased to 6.57 percent for the first 
quarter of 1955, as compared with 
3.36 percent a year ago. 

* * * 


Lincoln 


Henry B. Daniels, Lincoln sales 
manager, reports that Lincoln sales 
in the last 10 days of May soared 
to an eight-month record of 1,480 
cars. This period’s volume bettered 
the previous period by 40 percent 
and was the highest 10-day stretch 
for Lincoln sales since the third 
period of September, 1954. 

A total of 3,523 Lincolns was re- 
tailed in May, highest month for 
the division since last September. 
Daniels said that Lincoln dealers 
reduced their days’ inventory of 
new models in May. 

+ * * 


General Motors 


Retail deliveries of new General 
Motors cars during May established 
an alltime high for any month in 
the corporation’s history, GM Pres- 
ident Harlow H. Curtice announced. 

Curtice also reported record GM 
retail sales for the final 10 days of 
May and for the first five months 
of 1955. Every GM car division 
posted alltime new-car sales rec- 
ords for May and for the first five 
months of the year. 

GM _ dealers delivered 120,278 
new cars in the U. S. during the 
final 10 days of May, or 132.4 per- 
cent of the figure for the same 
period of 1954, which was the pre- 
vious high. 

For the entire month, total GM 
new-car sales were 354,556, or 137.9 
percent of the figure for May, 1954, 
and 136.2 percent of March, 1955, 
the previous peak. 

GM new-car deliveries for the 
first five months of 1955 totaled 
1,597,653, or 134.2 percent of the 
previous high for the corresponding 
period in 1950 and 141.4 percent of 
the same period of 1954. 

Domestic used-car sales by GM 
dealers. which set an alltime record 
of 431.362 during April of this year, 
rose to a new mark of 452,482 cars 
sold during May. Total used-car 
sales for the year through May 31 
were 1.987.849, or 112.5 percent of 
the best previous corresponding 
period—1941. 

s * + 


Hudson 


Sales of Hudson cars during the 
three-month period ended May 31 
more than doubled sales in the 
comnarable 1954 period, according 
to N. K. VanDerzee, sales vice- 
president. 

During the spring selling period 
Hudson sales were 119 percent over 
the same period last year, he said. 
Sales records fell in most of Hud- 
son’s 21 sales regions, he added. 
Examples cited by VanDerzee in- 
cluded the Milwaukee zone’s cur- 
rent retail rate, the highest since 
1951, and Los Angeles, which regis- 
tered its largest single month since 
January, 1953. 


Cadillac Awards 
2 New Franchises 


In Milwaukee 


MILWAUKEE. — Out of a re-: 
ported 80 applicants, Cadillac last 
week selected two to open dealer- 
shing here. 

The new deals are Nodell Cadil- 
lac, Inc., 3919 N. Green Bay Ave., 
and King Cadillac, Inc., 5232 W. 
North Ave. The owners are Harold 
A. Nodell, a former Oak Park (IIl.) 
Ford dealer, and Frank T. King, 
who held a Chrysler - Plymouth 
franchise previously. 

The Nodell and King appoint- 
ments follow by a month the es- 
tablishment of Metropolitan Cadil- 
lac, Inc., 304 E. State St., operated 
by Glenn and Murel Humphrey 
and Louis E. Siegel. The three new 
Cadillac outlets will share the busi- 
ness formerly handled solely by 
the late Leonard L. Kvam at the 
State St. address as a distributor 
for nine counties. The distributor- 
ship has been disbanded. 

Nodell took on a Ford franchise 
a year ago after handling Chrysler 
in Oak Park. He estimated the real 
estate and business cost of the 
Kvam Green Bay Ave. facilities at 
about $425,000. 

King, a director of the Wisconsin 
Automotive Trades Assn., obtained 
the Chrysler franchise in 1949. He 
had held a Packard franchise and 
served as a Packard factory rep- 
resentative. 















That's what a growing number o 

these days. And the place they'rep: 
Dollar for dollar, it turns up 81% biggert 
medium. Where else ts ut possible for 


much of his market for so little 















of the icing and more of the cake. 


eople seem to want from their advertising 


audiences than the next most efficient 


ia national advertiser to reach so 





ur rtisin re it’s notice ur stor 
ill see it. If you put it in magazines, 277 will see it. If you act it out for the television cameras 
t tell it on CBS Radio, and 643 people will listen... 






rospect for prospect, the biggest buys in all advertising are the programs on Faas fag the CBS RADIO NETWORK. 
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K-W Distributor Fills Block— 


The brightly-lit used-car lot shown above is part of the new, square-block Kaiser- 
Willys operation of Ray Korte, Phoenix, Ariz. Korte is the K-W distributor for Arizona, 
Clark County, Nev., and Blythe and Needles, Calif. The firm, owned by R. E. Korte, 
R. E. Korte jr. and R. R. Tanner, claims it has the largest parts stock in the Southwest. 


Idaho Turnout Hits Peak; 
Freeland New President 


BOISE, Id.—Better than one-half|O. B. Parker (Chevrolet), Sand- 


of the total membership of the 
Idaho Automobile Dealers Assn., or 
about 135 actual dealers, were pres- 
ent at IADA’s recent convention 
here. This attendance figure, ex- 
cluding finance men and guests, set 
an Idaho association record. 
Selected to preside over IADA by 
the newly chosen board of direc- 
tors for the coming year was W. S. 
Freeland (Dodge-Plymouth), Coeur 
d’Alene. Earle Cranston, Boise, was 
named vice-president, and Leon 
Weeks, also of Boise, was reelected 
secretary for a 12th term. 
Coincidental with the IADA 
convention, the Boise Automobile 
Dealers Assn. arranged to have 
its annual auto show. One of the 
streets in downtown Boise was 
roped off, and during the two- 
day convention, the latest models 
of automobiles were on constant 


The newly elected directors are: 
District 1: Clare Walker (Chevro- 
let), vice-president of Kellogg; W. 
S. Freeland (Dodge), Coeur d’Alene; 


Right today, Nash dealers everywhere are reaping the benefits 
of a unique profit-sharing plan announced by Nash less than four 
months ago—the Nash Dealer Volume Investment Fund. 


point; Lloyd Daman (Ford), Wall- 
ace. District 2: Dick Wallace (Chev- 
rolet), vice-president, Potlatch; F. 
A. Portfors (Ford), Orofino; John 
Gortsema, (Pontiac - Cadillac), 
Grangeville; Tom Tobin (Oldsmo- 
bile), Lewiston. District 3: Evert 
Dobbs (Hudson), vice-president, 
Nampa; Herman Evans (Buick), 
Payette; James Murray (Chevro- 
let), Emmett; Earle Cranston 
(Oldsmobile), Bose. District 4: A. 
M. Solomon, (Dodge), vice-presi- 
dent, Burley; Maurice Eckert (De- 
Soto), Buhl; Del Scherer (Chrys- 
ler), Jerome; R. M. Reese (Dodge), 
Twin Falls. District 5: Roy J. Kell- 
er (Studebaker), vice-president, 
Idaho Falls; R. D. Gallafant, (Pon- 
tiac - Cadillac), Pocatello; Osborne 
Call (Chevrolet), Soda Springs; W. 
Earl Cardon (Pontiac), Blackfoot. 

The constitution and bylaws were 
amended to provide for the annual 
meeting each year in May or June; 
the exact date to be set by the di- 
rectors of IADA. 


District meetings are to be called 
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Building Through Human Relations .. . 


Teamwork in the Dealer Shop 


By John O. Munn 


Dear Fellow Worker: 

IN THE process of doing 
some thinking about my 
own job here, and my 
duties and re- 
conan 

ave pondere 

SERIES some things that 
involve each and every one 
of us. Don’t get the idea 
that I was trying to ana- 
lyze myself or anybody 
else, but I think that we 
all are often so occupied 
with the particular thing 
we happen to be working 
on that we overlook the 
whole job—miss seeing the 


by the district vice-presidents with- 
in 90 days of the convention date, 


and it was further provided that 


there is to be a nomination in each 
district of four directors 90 days 
and not less than 20 days prior to 
the annual convention. 

M. R. Darlington, managing di- 
rector of the Inter-industry High- 
way Safety Committee, in a lunch- 
eon address called for the promo- 
tion of teenage driver training, and 


stated that our children must be 


taught “to learn to live so they can 
live to learn.” 

The other speaker addressing 
this luncheon was Charles C. 
Freed, Salt Lake City, past pres- 
ident of NADA, Freed spoke of 
his recent tour of European 
countries, and he stated that the 
auto industry in Europe had 
progressed considerably during 
the past five years, but that it 
was now in a stage comparable 





forest because we are look- 
ing only at one tree. 

Let’s consider for a moment 
just what we are doing. The 
man who installs new brake 
lining isn’t just working on 
rusty wheels, but he is install- 
ing safety into a motor car 
that could easily kill its owner 
or somebody else if the brakes 
didn’t hold. . , 

A lubrication isn’t merely 

a routine job, but an oper- 
ation that—if well done— 
protects a big investment 
from depreciation and high 
maintenance expense. 

+ a * 


ONE COULD continue 
indefinitely, for every single 
thing we do here is more 
important to people than 


to that in the U. S. 40 years ago. 

Fisher Ellsworth, Idaho Falls, 
was the convention chairman. 
Committeemen were Alfred Hahn, 
Blackfoot; Keith Rich, Montpelier; 
C. Ed Flandro, and Angus Lasley, 
Grace. 

* * - 


Idaho Car Stocks Ruled 


Free of Property Tax 


BOISE, Id.— Attorney-General 
Graydon W. Smith has ruled that 
auto dealers need not pay property 
tax on cars in stock, regardless of 
what time of year they acquire 
them, if they are licensed in Idaho. 

The new opinion was made at the 
request of the prosecuting attorney 
of Bonneville County, Edward 
Pike, and contained the following 
language: 

“Automobiles, whether used or 


new, on hand or acquired after 





even to the machine we are 
working on. 

Human life is in the hands 
of the motor car service man. 
We all are making an impor- 
tant contribution to the well- 
being of the whole community 
by supplying one of the most 
essential things in modern life 
—dependable motor car trans- 
portation. 

We should feel pride in 
what we are doing. We 
should feel deeply our re- 

sponsibility to our cus- 
tomer and to our com- 
munity. 
Sincerely yours, 


CAR DEALER & 
COMPANY 


Manager 





sale or exchange, and which are 
subsequently registered in this 
state, and proof thereof timely 
made to the assessor, should be 
removed from the assessment 
rolls.” 

An earlier opinion by Idaho's 
former attorney general, Robert E. 
Smylie, set forth that cars brought 
into the state after the second 
Monday in January, when personal 
property is first assessed, were tax- 
able. 

Attorney General Smith, however, 
in his opinion, stated that he was 
in accord with the opinion of the 
ADA county prosecutor, Blaine 
Evans, to the effect that automo- 
biles were exempt, regardless of 
when they were brought into the 
state, provided they were registered. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 


Jan. 1 of any year, by dealers for | MOTIVE NEWS WANT ADS! Are you? 


N.D.V.1.F. 


Pays off! 


Here is how the Fund works: 


For each 1955 Ambassador, Statesman or Rambler shipped 
to a Nash dealer, American Motors sets aside a substantial 
reserve payable in cash to the dealer at the end of the model year. 
And this program took effect with the very first 1955 model 
shipped to the dealer, not just after a specified volume was 
reached. Every 55 car shipped counts in the payoff. 


But that isn’t the whole story! 


As the grand total of cars shipped to all Nash dealers rises 
through one volume bracket after another, the amount being set 


aside for each car gets bigger and bigger. 





AMERICAN 


on every car being purchased. 


Already total shipments of both the Rambler and the Am- 
bassador-Statesman lines have moved into the second volume 
bracket, so dealers are enjoying newly increased profit benefits 


The Fund was designed to strengthen the finances of every 
Nash dealer and to make it possible for him to make more money 
than dealers in other lines who move a higher volume of cars, 
often on profitless sales. 


Many Nash dealers are already selling at double their rate 
last year, and some will triple last year’s volume before the end 
of the year. The lump sum cash payment they will receive will 


amount to a very substantial return on their total investment. 


We would like to tell you more about the unusual profit 
potential of the Nash Franchise. For full information, write in 


confidence to Dealer Development Department. 


Mata. 


DIVISION OF AMERICAN MOTORS CORPORATION 
14250 Plymouth Road, Detroit 32, Mich. 


MOTORS MEANS MORE FOR AMERICANS 
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A good reliable 


SOUTrCE 


FOR AUTOMOTIVE COMPONENTS 





Over two million square feet of floor space 
at the Bendix Products Division insure the 
manufacturing capacity to meet volume 
requirements, with on-schedule deliveries in 


a wide range of automotive components. 
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BENDIX LOW PEDAL POWER BRAKE—Specified by more car BENDIX LINKAGE TYPE POWER STEERING— Because Bendix* 





manufacturers than any other make, Bendix* Low Pedal Power Steering is of the linkage type, manufacturers find it 
Power Brake makes possible quick, sure stops by merely especially adaptable for production line installation without ex- 
pivoting the foot from the go to the stop control. No need to tensive engineering changes. Manufacturers can now meet the 
lift the foot and exert leg power to bring the car to a stop. ever-increasing demand for power steering more efficiently and 
Result—more driving comfort, less fatigue and greater safety! more economically with Bendix Linkage Type Power Steering. 


*REG. U. S. PAT. OFF. 


BRAKES ¢ POWER STEERING + POWER BRAKING « CONSTANT VELOCITY UNIVERSAL JOINTS + HYDRAULIC REMOTE CONTROLS 


BENDIX oivisccw SOUTH BEND 10144 


Export Sales and Service: Bendix international Division, 205 Eost 42nd Street, N.Y. 17,N.Y¥. AVIATION CORPORATION 











12 
(Established in 1925) 
Member Published Every Monday by Member 
a SLOCUM PUBLISHING COMPANY, INC, @ 
@: DETROIT 26, MICH. 
re Cable Address—AUTNEW, Detroit 
2666 Penobscot Bidg. Telephone WOodward 3-0495 
New York Washington Chicago Los Angeles 
51 E. 42nd St. 912 Colorado Bldg. 360 N. Michigan Ave, 2506 W. 8th St. 
Murray Hill 7-687! National 8-4303 State 2-6273 Dunkirk 3-0303 


Publisher—George M, Slocum (1889-1949) 

Chairman of the Board—Mrs. George M. Slocum 

Business Manager—8. B. Crighton 
Advertising Manager—Edward Kruspak 
Eastern Adv: Rep.—Ray Billingham 
Midwest Adv. Mgr.—J. Goldstein 
Mich, Adv. Mgr.—Richard Webber 
Mich, Adv. Rep.—William R. Maas 
Pacific Coast Mgr.—R. H. Deibler 
Engineering Editor—John T. Benedict Adv. Production—Carol LeVeque 

Editorial Associates—Martin L. Whitmyer, Joseph M. Callahan, Eleanore Whalen, 
W, C, Lockwood 


RESIDENT CORRESPONDENTS: Akron—Joe Kuebler; Aibuquerque—Vede Conner; Atlanta— 
E. C. Bash; Atlantic City—F. W. Schwarz; Austin, Tex.—J. R. Hornaday; Baltimore—Kate 
Savege; Birmingham, Ala.—Stuart Riddle; Boston—Harry Stanton, Guy Livingston; Buffalo— 
G. E. Toles; Chariotte, N. C.—Williem P. Lamkin; Chicago—Wm. M. McCarty; Cincinnati— 


Editor—Pete Wemhoff 

Managing Editor—Robert M. Finlay 

Service and Truck Editor—J. C. Weed 

Washington—William Uliman 
iter—John O. Munn 


Denver—/ 
Fenoglio; Indianapolis—C. L. Kern; Jefferson > 
Los Angeles—Slim Barnard; Louisville—A. W. Williams; Lowell, Mass.—Charies Sampas; 
Madison—John Wyngaerd; Manchester, N. H.—Guy Langley; Marthaville, La.—E. E. Gentry; 
Memphis—Emmett Maum; Miami—G. S. Connell; Milwaukee—John E. Hubel; Minneapolis— 
Donald Lyons; Montgomery, Ale.—William Lynn; New Jersey—Bethune Jones; New Orleans— 
Gordon Hebert; New York City—Ed Brown; Oakland, Calif.—Steve Still; Oklahoma City—M. 
L. Risen; Omaha—A. R. Oleson; Pawtucket, R. 1.—T. L. Forbes; Philadelphia—Norm Shigon; 
Phoenix—Sheidon A. Engel; Pittsburgh—L. M. Leffingwell; Portland, Ore.—E. W. Peterson; 
uth M. Eddy; Richmond, Va.—T. D. Eaton; Rochester, N. Y.—William Hackman; 
Salt Lake City—M. Se Harmer; San Antonio—J. H. Reed; San Francisco—Leon Pinkson; 
Seattie—Martin Trepp; South Bend—L. E. Dunkin; Spartenburg, S. C.—L. D. Bray; Spring- 
field, 11.—C. C. Hall; St, Louls—Sem X. Hurst; Tacoma—Robert E. Sconce; Toledo—Paul 
Hayes; Wamego, Kans.—G. M. Hunholz. 


FOREIGN CORRESPONDENTS: European Correspond 
glum—John W. Ashton; Lethbridge, Alberta—G. A. Yackulic; London, 
Mexico City—Dougles Grahame; Milan, Italy—Antonio Giordano; Montreal—Jules Larochelle; 
Ottawa—M. L. Schwartz; Paris—Henry Altimus; Sydney, Australia—H. Bowden Fletcher; 
Tokyo—Stuart Griffin; Toronto—James Montagnes; Vancouver, B. C.—F. H. Fullerton. 


Subscription: United States and Canada, one year $8, two years, $/4. 
All other countries one year $12, two years $20. No Free List. 
Copyright, 1955, Slocum Publishing Co., Inc. All Rights Reserved. 


Entered as second-class matter Post Office, Detroit, under Act of March 3, 1879. 
Member of Audit Bureau of Circulation and the Associated Business Papers. 
Advertising Rate: See Standard Rate and Data, or write for rate card. 


AUTOMOTIVE NEWS PLATFORM 


¥ 1. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 


{ 2. Every dollar of gasoline and oil taxes, collected by state and federal 
governments, applied to the building and maintenance of highways; 


1 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 


Capsule Comment 


From a low of 0.6 percent for all of 1954, new-car dealer 
profits have risen to 3.1 percent in the first quarter of 1955, 
according to NADA’s survey of its membership. 

Early new-model introductions and successful cost- 
cutting drives are given the major credit. 
* * * 

Field reports indicate that the smaller towns and rural 
areas are keeping alive a still rising spring market in new- 
car sales. 

These areas are the backbone of the auto industry’s 
economy. 


jent—George L. Glaser; Brussels, Bel- 
Eng.—A. E. Jones; 
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* * * 

Dealers using both gimmick and non-gimmick ads report 
that the quality advertisements have brought exceptional 
results while the “no downpayment and 12 cents a day” 
blurbs have been a waste of money. 


Would that all dealers understood this. 
* 2 * 

While the Senate’s passage of the Gore road bill has been 
called a defeat for President Eisenhower’s program, veteran 
Washington observers point out that Ike merely wanted a 
lot more roadbuilding—and Congress seems bent on doing 
just that. 

A successful prod, in other words. 
* * a 

Analysis of the first quarter’s new-car registrations shows 
the Big Three companies accounting for a greater share of 
the market, with Chrysler Corp. making the greatest move 
upward. 

But the smaller companies held their own, despite a 
late start on new-model introductions. 
* * * 

The traffic accident is the third deadliest killer of man- 

kind, declares a Montreal neurologist. 
Is there a Dr. Salk in the house? 








Events 


Dealer Conventions 
June 19-2i—Michigan Automobile Dealers 


ssn., Grand Hotel, Mackinac Island, 
Michigan, 

Aug. 21-23 — 22nd Annual Convention 
Automobile Dealers Association of West 
Virginia, Greenbrier Hotel, White Sul- 
phur Springs, West Virginia. 

Aug. 28-30—Kentucky Automobile Dealers 
Assn., Kenlake Hotel (Kentucky Lake), 
Hardin, Ky, 

Sept. 9-11 — Maine Automobile Dealers 
Association, Samoset Hotel, Rocklane, 
Maine, 

Sept. 16— 24th Annual State Convention, 
Kansas Motor Car Dealers Assn., Broad- 
view Hotel, Wichita, Kansas. 

Sept. 16 — Nebraske New Car Dealers 
Association, Paxton Hotel, Omaha. 
Sept. 16-17 — New Mexigo Automotive 
ue Assn., Nickson Hotel, Roswell, 


Sept. 18-19 — South Dakota Automobile 
Dealers Assn., Sioux Falls, S. D. 

Sept. 1820 — 32nd Annual Convention, 
New York State Automobile Dealers, 
Inc., Saranac Inn, Saranac, N. Y. 

Sept, 19— Minnesota Automobile Dealers 
—_— Radisson Hotel, Minneapo- 
is. 

Sept. 19-20 — Illinois Automotive Trade 
Assn., Pere Marquette Hotel, Peoria, iil. 

Sept. 19-20—Wisconsin Automotive Trades 
Assn., Schroeder Hotel, Milwaukee, Wis. 

Sept. 25-27—Tennessee Automotive Assn., 
wena Vista Hotel, Biloxi, Miss. 

Sept. 25-27 — Texas Automotive Dealers 
Association, Shamrock Hotel, Houston, 
Texas. 

Sept. 26-27—Automobile Dealers Assn. of 
North Dakota, Fargo, N. D. 

Sept. 26-27—Pennsyivania Automotive As- 
sociation, William Penn Hotel, Pitts- 
burgh, Pa 

Sept. 28-30—37th Annual Convention, New 
ersey Automotive Trade Association, 
Hotel Chalfonte-Haddon Hall Atlantic 
City, N. J. 

Oct. 9-10 — New Hampshire Automobile 
Dealers Assn., Mt. Washington Hotel, 
Bretton Woods, N. H. 

Oct. 9-10—Georgia Automobile Dealers 
Serer, Bon Air Hotel, Augusta, 

a 


Oct. 9-I1—Mississippi Automobile Dealers 
Assn., Buena Vista Hotel, Biloxi, Miss, 
Oct, 15-17—Arkansas Automobile Dealers 
Assn., Majestic Hotel, Hot Springs, Ark. 
Oct. 16-17—Oklahoma Automobile Dealers 
Assn., Mayo Hotel, Tulsa, Okla. 
Oct. 16-18—National Independent 
mobile Dealers Association Annual 
vention, Hotel William Penn, 

burgh, Pa, 
Oct. 23-25 — Florida Automobile Dealers 
7. Sans Souci Hotel, Miami Beach, 
a. 


Nov. | — Connecticut Automotive Trades 
Association, 34th Annual Convention, 
Hotel Statier, Hartford Conn. 

Nov. 6-8—Automotive Trade Assn. of Vir- 
ginie Roanoke Hotel, Roanoke, Va. 

Nov. 13-14 i 


Auto- 
Con- 
Pitts- 


cpeneme, Tutwiler Hotel, Birmingham, 


a. 
Nov. 13-15 — Ohio Automobile Dealers 
Assn., Netherland Plaza Hotel, Cincin- 


nati O. 

Dec. 7—Utah Automobile Dealers Associ- 
ation Convention, Newhouse Hotel, Salt 
Lake City. Utah. 

Jan. 26-Feb. |—39th Annual National Au- 
tomobile Dealers Association Conven- 
tion, Sheraton Park and Shoreham Ho- 
tels, Washington, D. C. 

Se &-s 


Dealer Auto Shows 


Jan. 7-15—Chicago Auto Show, Interna- 
tional Amphitheater, Chicago. 

Jan. 7-15 — St. Louis Auto Show, Kiel 
Auditorium St. Louis. 

én. pane Auto Show, Cleve- 
and. 


General 


June 12-15—Directors and County Vice- 
Presidents Spring Meeting and Golf 
Tournament, New York State Automo- 
bile Dealers, Inc.. Hotel Otesaga, 
Cooperstown, New York. 

July 21-22 — Truck Trailers Manufacturers 
Association Convention, Sheraton-Cadil- 
lac Hotel, Detroit, Mich. 

Sept. 6-17 — Production Engineering Show, 

Navy Pier, Chicago. 

(See CALENDAR, Page 55, Col. 1) 


20 Years 


Oeee 


The Big Stories 


A drastic revision of factory dealer contracts in order to preserve 
the principles of the former Motor Vehicle Retailing Trade Code 
through manufacturer co-operation is urged in a letter sent this 
week to all manufacturers over the signature of F. W. A. Vesper, 
president of the National Automobile Dealers’ Assn. 
deliveries for the year to date of Ford V-8 cars, commercial cars and 
trucks passed the half-million mark during the last 10-day period in 
May ... Motor vehicle production in May was 377,754 units... 
“Business as usual during alterations” seems to be the keynote today 
along the nation’s automobile rows as the industry turns seriously 
to the task of adjusting itself to the new conditions created by the 
. . Sale and delivery of the first diesel- 
powered truck-tractor in Minnesota was effected this week by the 
LaFrance-Linn Sales Co. ... The number of states with laws requir- 
ing the installation of safety glass has more than doubled since the 


demise of the Blue Eagle . 


first of the year. 
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‘Auto Memories. ... . 


This is an open forum for the discussion of any subject of interest to our 


readers, and your letters are welcomed. No attention is given to unsigned 


letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


publishing the enclosed message 
that I had published in the Apr. 7 
issue of the Livingston County 

a weekly newspaper in 


Flanders 20 Car 


In the Automotive News 1955 Al- 
manac you have listed on pages 





‘100-101 car makes, past and PreS- | Geneseo, N. Y. 


ent. In checking over the list I no- 
tice you fail to list the Flanders 20, 
but you do list the Flanders Elec- 
tric. 

The Flanders 20 was a gasoline 
car, made by EMF Co. of Detroit. 
The factory was on Piquette Ave., 
east of Woodward Ave. The Flan- 
ders factory was located on what 
I believe is Fort St. It was near 
the Detroit River, west of Wood- 


Prior to the publication of this 
message, I had published the entire 
“delivered in Geneseo” prices of 
all of our present models equipped 
with heater, direction signals, and 
oil filter, along with optional equip- 
ment prices. 

Keep up the good work.—Yatz T. 
Tuomas, Owner, Yale Thomas Sales 
S Service (Studebaker), Geneseo, 

. 


ward. . . 
The Flanders Electric factory Eprror’s Note: Here is Dealer 
was out on Woodward. — E. M.| Thomas’ message: 


A Public Service Message to 
New-Car Buyers from Yale 
Thomas: 

Do you know why some new- 
car dealers offer you two to 
eight hundred dollars more for 
your car in the 18 to 36 hundred 
dollar bracket? The dealer’s 
profit in this price range amounts 
to less than 6 percent if you 
receive the proper new car and 
4,000 miles of free service you 
are entitled to. 

The answer to these fantastic 
allowances is price packs or bal- 
loons. A dealer merely adds onto 
the factory suggested price a 
dishonest balloon of 2 to 8 hun- 
dred dollars which he passes on 
to you wholly or partially in 
order to get you to deal with 


Hoeuter, Louisville, Ky. 
* * * 
Dealer’s Message 


Along with your present com- 
ments on unethical practices, per- 
haps you might be interested in 


. . . Retail 


So you get more for your used 
car than an honest dealer can 
possibly offer you. It has been 
said that some factory repre- 
sentatives suggest this method to 
take business away from com- 
petition. 

Ask your dealer if this is not 
true of some dealers. If he says 

(Continued on Page 55, Col. 1) 





—From the files of Automotive News. 
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FROM START TO FINISH! 





Wherever quality is the keynote . . . wherever pride of 
possession reflects itself in good taste and gracious living . . . 
you will find BLUE CORAL in the picture! For BLUE CORAL 
is traditionally the ‘Finishing Touch" for one of man's most 
cherished possessions . . . a fine automobile! 


Discriminating people the world over have come to recognize 
BLUE CORAL for its matchless all-weather protection for finely 
engineered automotive finishes . . . for its incomparable and 
consistent QUALITY! 


Dealers everywhere agree that BLUE CORAL builds customer 
confidence . . . repeat business . . . profit and prestige the 
year ‘round! 


© 1955 -H.0.T. COMPANY FACTORS, INC 


H. D. T. COMPANY FACTORS, INC. ° Creators of the Blue Coral Treatment ° WHITE PLAINS, NEW YORK 
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Comic View 
Automation Fears Allayed 


By Booklet 


DETROIT. — A sequel to the 
“Adventures of Countersunk J. 
Lathe,” 
signed to allay workers’ feass of 
automation, is off the presses. 

The new booklet, entitled “The 
Adventures of Ripp Vann Twinkle,” 
like the first, was written and car- 
toon-illustrated by M. F. Denyes, 
account executive with Clark & 
Bobertz, Inc., Detroit- based na- 
tional advertising agency. 

Ripp Vann Twinkle is a factory 
worker who worries about the con- 
sequences of automation. He falls 
asleep and dreams of periods in 
history when the introduction of 
machinery was opposed. 


comic-type booklet de-| 
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Floor-Planned by Finance Companies? . 


Bootlegged Cars Still Flood West 


By Bud Harris 

Staff Correspondent 
ALBUQUERQUE, N. M.— Boot- 
legging of new cars is continuing 
full blast in many major Midwest- 
ern and Southwestern cities. 


Large finance firms are reported 
to be floor planning large stocks 
of new cars for used-car dealers 
who can move them in volume. 


The used-car operators appar- 
ently have no difficulty in get- 
ting any make of new car through 
bootleg channels. These are be- 
ing sold on ctedit with low inter- 


est rates and terms as long as 36 
months to pay. 
Finance companies in some cases, 
are reported to be the owners of 


Optimists Cite Perkins 


LOUISVILLE. — Maurice Per- 
kins (Chrysler-Plymouth) hag been 
honored as “Optimist man of the 
year” by the Downtown Optimist 
Club. Other Optimist clubs in the 
area presented gifts to Perkins, the 
second member of the downtown 
organization to be president of Op- 
timist International. 


elitr a! 


PRODUCTION 
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these used-car lots, operating them 
under other names. 

Cities that are hotbeds of boot- 
legging include Indianapolis, St. 
Louis, Tulsa, Oklahoma City, and 
Amarillo and El Paso in Texas. 
One used-car dealer in Albuquer- 
que, N. M., says he sold just under 
1,200 new cars last year, and 69 in 
May of this year alone. 

Authorized dealers along the 
West Coast received some relief 
from price-slashing competition 
when the factories adjusted trans- 
portation rates, but Midwest deal- 


GREY IRON CASTINGS 


ONE OF THE NATION'S 
LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 


a 


ESTABLISHED 


1866 


THE WHELAND COMPANY 


FOUNDRY 


DIVISION 


MAIN OFFICE AND MANUFACTURING PLANTS 
CHATTANOOGA 2, TENNESSEE 


ers in the larger cities still «re 
bucking major bootleg operators 

The smaller Western dealers 
are reported buying new car 
stocks at auctions from small 
brokers, but the large volume 
dealers are said to get their 
stocks from brokers in Chicago 
and Detroit. 

These Detroit and Chicago brok- 
ers claim to have ways of purchas- 
ing cars directly from the factories. 

Bootleg transportation companies 
in the Detroit area play a larze 
part in moving the new cars to the 
West at low cost. They offer free 
transportation to men who will 
drive the cars out without pay. 

The cars are passed off as pri- 
vately owned to avoid paying cara- 
van fees to the states through 
which they are driven. 


Corporations Pay 
$662 Million in 
April Dividends 


WASHINGTON.—Cash dividends 
paid by publicly owned corpora- 
tions amounted to $662 million in 
April, which was up one-eighth 
from the same month in 1954, ac- 
cording to the Department of Com- 
merce. 

For the four months ended Apr. 
30, cash dividends amounted to just 
under $3 billion, which wag 7 per- 
cent more than the same period 
of 1954, 

Automobile dividends were re- 
ported off from 1954. 


Term ‘Wholesale’ 
Voided by Minn. 


ST. PAUL.—A warning to deal- 
ers against the use of the term 
“wholesale” when offering or ad- 
vertising automobiles to the public 
in various mediums was made here 
by Donald M. Sandland, director of 
the trade promotion division of the 
Minnesota department of business. 
A Minnesota statute specifically 
prohibits the use of similar terms 
when offering consumer goods for 
public sale, he pointed out. 

In a letter to Leo Faricy, secre- 
tary of the Minnesota Automobile 
Dealers Assn., Sandland asked that 
MADA members discontinue the 
abuse of this statute by use of such 
terms as “nearly wholesale,” “like 
wholesale,” and “better than whole- 
sale” in advertising. 


'We Deliver' 


Partners Learn Fast 


In Dodge Deal 


FREEPORT, L. I.—Two partners 
in a local Dodge dealership, in 
business only six months, think 
they have posted an unusual rec- 
ord, especially considering the fact 
that half of their 10-man sales 
force had never sold an auto 
before joining the firm. 

George Tunis and Jerry Mac- 
Dougal of Freeport Dodge sold 36 
cars during the first month, De- 
cember, 1954. In January the num- 
ber jumped to 68 and to 74 in 
February. March sales were 105 
and in April they toted up a 166- 
car month. While May figures are 
not available they reported 123 
autos delivered during the first 20 
days. 

Tunis opened the dealership alone 
and MacDougal joined him after 
being discharged from military 
service. “We think our record is 
an unusual one,” the partners 
chorused. 


Dodge Fleet Acquired 


By Avis Rent-a-Truck 


DETROIT.—For expansion of its 
national truck rental service in 
|many metropolitan cities, Avis 
Rent-a-Truck, subsidiary of Avis 
Rent-a-Car System, Inc., has pur- 
chased a large fleet of Dodge 
| trucks—all new C-3s in a distinc- 
| tive color scheme of red, green and 
yellow. 

These will be used for replace- 
ments and expansion of the present 
| 4 Avis truck rental fleet of 1,700 units 
in New York, Detroit, Cincinnati, 
Boston, Worcester, Providence, 
Springfield, Syracuse, ‘Hartford and 
Chicago. 


The AUTOMOTIVE NEWS ALMANAC is 
| @ year-round friend. Use it often for statis- 
tics, buyer information and personnel data. 
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Before you send them off...make sure 


Keep your car buyers and service 
customers satisfied with unmatched 
ACER) 


Nolsy, sticking valves eliminated! 


. . . k 
the different motor oil that: neo ni ih i i 
nt ae . Since chan 
ad enaiiie are over. Valve noises are 
one and the motor runs smooth and quiet. 
yo certain I have more horsepower than 
before.” . 
A. PAUL GARDNER, San Francisco, 
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Se UA ae wet e Frees, Quiets Valves and Lifters 
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Pennzoil with Z-7 is the perfect moior oil to safeguard engines on hard 
summer drives—and to keep your customers satisfied. 

This completely different motor oil with the built-in power ingredient 
keeps vital engine parts free of deposits ... provides smooth, quiet 
operation . . . improves performance so noticeably your customers fee/ and 
hear the difference... 
actually unlocks engine horse- 
power. Most important: 
These benefits last as long as 
Pennzoil with Z-7 is kept in 
the crankcase. 

Feature Pennzoil with Z-7 


in your service department 


Get the full profit story! 
Write direct to 


THE PENNZOIL COMPANY 


Executive Offices - Oil City, Pa. 


and in your new and used cars 
. - see for yourself why it 
develops satisfied car owners, 
more service customers, 
bigger net profit through 
increased service absorption! 








SAN FRANCISCO _>- 


1 





©1955, The Pennzoil Co., Member Penn. Grade Crude Oil Assn., Permit No. 2 
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AUTOMOTIVE WASHINGTON 
Professors Debate 
Bigness of Business 


William Ullman 


Wesingun Correspondent 


ee appearance of Edward Howrey and John 


Gwyme, 


chairman and member of the Federal’ Trade 


Commission, before the Senate Judiciary subcommittee, sev- 
eral university professors testified concerning merger, mo- 
nopoly and anti-trust questions. The Howrey testimony, 


which favored the Little? 
Three auto mergers, was re- 

rted in AUTOMOTIVE NEWS 
ast week. 

Prof. M. A. Adelman, Massachu- 
setts Institute of Technology, voiced 
opposition to attacks on bigness in 
business as such. He said he be- 
lieved hostility to bigness in busi- 
ness must become a serious deter- 
rent to growth and rivalry. 

An opposite view was expressed 
by Prof. Louis Schwartz, University 
of Pennsylvania, who declared that 


very large industrial concentra-! General Herbert 


William Uliman 





_ tions, like Gen- 
eral Motors Corp. 
and U. S. Steel, 
should be broken 
up by Govern- 
ment order. 

Prof. Carl Kay- 
sen, Harvard Uni- 
versity, told the 
subcommittee 
that a standard 
of market power 


trust study committee provided 
none. 


Prof. Kaysen suggested two pos- 
sible standards that might be used: 
The first, and more stringent, 
would say that any market power 
beyond what was necessary for 
efficient production is too much and 
anti-trust policy should aim at re- 
ducing it whenever it exceeds this 
limit. 

The second standard would look 
to balancing the extent of power 
with the cost of reducing it through 
judicial and administrative action. 
The more drastic measures for re- 
ducing market power thus would 
be used only where power is great, 
he said. 

* * * 
Bunting Opposes Curbs 


i limits placed on the 
growth of any firm would tend 
to suppress rather than stimulate 
competition, the House Judiciary 
antitrust subcommittee was told 
last week by the National Assn. of 
Manufacturers. Earl Bunting, for- 
mer president was the spokesman. 

Bunting declared that the gov- 
ernment, through the antitrust 
laws, should not “attempt to super- 


is needed and| vise business decisions on whether 


that Attorney | to grow or not to grow. 


Brownell’s anti- 


“Each company,” the NAM 


spokesman added, “should be 
free to act on its own judgment 
as to what size of enterprise is 
likely to be most suitable for 
serving customers’ needs—and to 
suffer the consequences if its 
judgment is wrong. Customers 
will always make sounder deci- 
sions than government bureaus.” 

Concerning the competitive econ- 
omy, Bunting said: 

“The fundamental purpose of the 
antitrust laws is to preserve a cli- 
mate in which freedom of compe- 
tition can thrive. We rely on the 
forces of competition to prevent 


Flint Factory 
Leased by AC 


FLINT.—AC Spark Plug division 
of General Motors Corp. is expand- 
ing by leasing the Palace Corp. fac- 
tory here for five years. 

The firm announced that it plans 
to use the plant mainly for stor- 
age and warehousing. Part of the 
factory will be occupied as soon as 
loading docks are built, AC re- 
ported. 

The move will give AC an addi- 
tional 120,000 square feet of space 
which, the firm said, brings the 
total here to about 2,300,000. 
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demand 





iT PAYS TO BE A DE SOTO-PLYMOUTH DEALER! 





exploitation, to encourage the 
channeling of economic efforts i: to 
producing goods people really w: nt 
and to spur producers to ever- n- 
creasing efficiency in serving the 
public. 


“When the freedom of choice 
provided by competition exists, the 
individual is under no necessity of 
submitting to the arbitrary acts of 
others. If, for any reason, he does 
not like the goods that are offered 
to him by one producer or the 
terms on which they are offered, 
he has other choices competing ior 
his consideration.” 

* - + 


The C of C View 


N THE current issue of its 

Washington Report, the U. S. 
Chamber of Commerce asks: 

“How would you like to run a 
business where you could charge 
prices that did not reflect costs 
such as depreciation of tools, equip- 
ment and buildings; utility rates 
and contributions to an employe 
retirement plan? 


“Would you like to triple your 
profits by having someone else pay 
the interest charges on your in- 
vestment? 


“If you ran a retail store, would 
you like free use of the mails?” 

A pleasant dream, comments 
the C of C, but no businessman 
can get away with such practices 
in the real world. None but one, 
that is, but the nation’s largest 
—the Federal government. Says 
the C of C: 


“There is one enterprise that can 
and does regularly conduct its far 
flung business activities in such 
manner. For example, the Military 
Air Transport Service does not in- 
clude in its billing prices all the 
costs mentioned above. Seventy 
percent of the so-called “profit” 
which the Tennessee Valley Au- 
thority has shown since 1941 would 
have disappeared had TVA had to 
cover interest charges. The gov- 
ernment’s franking privilege is 
used by the Armed Services’ ex- 
changes. 


“This type of cost accounting is 
standard practice in government 
business activities. The government, 
of course, never pays taxes and 
usually omits such charges as de- 
preciation and interest. 

“If all these indirect costs were 
nonexistent when the government 
conducted business operations, 
perhaps we would have found 
the key to the problem which 
has been bothersome from the 
beginning—how to get something 
for nothing. Unfortunately, how- 
ever, these costs do not disappear 
just by ignoring them in govern- 
ment bookkeeping. Someone does 
pay and that someone is usually 
the taxpayer. 

“Little wonder that a military 
official recently voiced the opinion 
that ‘the Army can best anyone 
manufacturing anything. ...I am 
sure the Army could make automo- 
biles cheaper than anvone else if 
we took over General Motors.’” 

oJ * 


Simplified Customs 


Ne Administration proposals 

to make further simplifications 
in the nation’s complex customs 
laws have been outlined to Con- 
gress by H. Chapman Rose, assist- 
ant secretary-treasurer. 

One of the chief stumbling 
blocks to a realistic customs sys- 
tem has been the U. S. antiquated 
valuation methods, Rose said. 

Proposed changes, according to 
Rose, would—without substantially 
lowering protection for industry— 
simplify the process of valuation, 
make it more certain and approach 
more closely to commercially real- 


istic valuations. 
= * 


Industrial ‘Screen’ Denied 


Ast week both the Departments 
of Justice and Defense denied 
any intention of setting up a na- 
tional security screening program 
for industrial workers. They told 
the Senate Security subcommittee 
they favor legislation to allow the 
government to remove suspected 
persons from plants, but added 
that if granted the power they in- 
tend to remove only a few known 
dangerous persons from a _ smal! 
number of our most vital facilities. 


DeSoto Deal Purchased 
Delmar Donaldson, Berryville. 
Ark., has sold his DeSoto-Plymouth 
Sovteatlp to Kay Sims, Stockton, 
oO. 
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To Help Dealers Avert Glut... 





Auto Makers Pushing 
Used-Car Programs 


By Joseph M. Callahan 
Staff Writer 
——s is a growing realization 
in the auto factories that a suc- 
cessful new-car dealer is usually a 
successful used-car dealer. 


A survey of the used-car mer- 
chandising programs of all the 
factories revealed last week that 
six of the factories have expanded 
old plans, or adopted new pro- 
grams to assist dealers in moving 
their used cars. 

These manufacturers are Nash, 
Packard, Chrysler, DeSoto, Dodge 
and Plymouth. With one excep- 
tion, all the other makers have 
used-car programs of varying 
types. 

Behind the factory assistance is 
the ballooning supply of used cars 
which periodically threatens to glut 
the market. While this is probably 
a natural development in the cur- 











JOHN WOOD COMPANY 


BENNETT PUMP DIVISION 


rent period of strong new-car sales they felt the problem of selling | 


activity, the used-car problem is 
one which the nation’s dealers have 
been facing for some time and one 
which more factories may eventu- 
ally have to face. 

* * + 


Factories State View 


A FORD dealership’s used-car 
manager summed up the situ- 
ation in this way: “If a dealer gets 
loaded up with used cars, he’s go- 
ing to be in a lousy new-car trad- 
ing position and he’s going to find 
himself losing deal after deal.” 

A factory official said the same 
thing in these words: “We want 
our dealers to move their used cars 
because (1) a dealer can get too 
much working capital tied up in 
used cars, (2) if the used cars don’t 
move, the new cars won’t move 


and (3) most dealers can’t survive | 


in today’s competitive market un- 


Mew Tubeless Tires call for frequent 
checks of equal pressure all around 


Say Tiremakers 


ECO ISLANDERS ano 
REMOTE TIREFLATORS 


give you close control of pressures... 


Plus savings in shop time 
=" gavings in maintenance 





cars.” 

This official continued, “It 
doesn’t matter to us whether he 
retails or wholesales his used 
cars. The important thing is that 
he move them at a profit. After 

| all, the franchise is wrapped up 
| in new and used cars.” 


used cars was largely a problem 
| the dealers had to solve themselves, 


‘although most of them expressed | 


jenvy of some of their fellow deal- 
|ers who were receiving help from 
their factories on used cars. 

a * * 


How Systems Compare 


B* AND large, the factory aid 
| on used cars is quite similar in 
these respects: 


|gram which is periodically resur- 
|rected and given a “shot in the 
| arm.” 


|grams is the used-car recondition- 
ing clinics for training dealership 
;mechanics in the latest, cheapest 
jand most efficient methods of re- 
conditioning. 

3. Periodically the dealers are 
sent letters and promotional ma- 








New tire designs 
make equal pressures 
all around even more 
important than ever. 
And ECO remote 
tireflators and ECO 
Islanders are your 
best assurance of 
exact inflation pres- 
sures. Their conven- 
ience—fitting in any- 
where in your shop 
— means savings in 
shop time, just as the 
ECO design means 
freedom from main- 
tenance. The first cost 
is the last cost in 
most cases. Ask your 
John Wood Repre- 
sentative for full in- 
formation about 
ECO Islanders, and 
ECO Remote Tire- 
flators to meet your 
needs. 








Muskegon, Michigan 


1. Most factories have a continu- | 
|ing used-car merchandising pro- | 


2. The backbone of most pro-| 


their used-car inventories. 

4. Periodically the dealers are 
sent banners, signs, advertising 
mats and suggested ads for selling 
used cars. 

| 5. Periodically an effort is made 
| to tie in used cars with new cars 
‘on TV and other national adver- 


| A number of dealers said that | tising campaigns. 


6. Periodically the dealers are 
| sent information on new methods 
|of reconditioning. 
| ” of * 


| Tagline and Tieup 
MOST dealers said one of the 
* biggest assists rendered by the 
factories was the buildup of a used 
|car’s prestige by tying up the fac- 
|tory’s name with the used car. 
| Most factories do this by adopting 
an identifying name for the better 
| used cars sold. For example: 
Ford A-1 Used Cars 
Chevrolet OK Used Cars 
Buick Better Buy Used Cars 
Plymouth Tip-Top Used Cars 
Oldsmobile Safety-Tested Used 
Cars 
Pontiac Goodwill Used Cars 
Mercury Safe Buy Used Cars 
| Dodge 1st-Choice Used Cars 
| Chrysler Sign of Quality Used 
Cars 
DeSoto Top Value Used Cars 
Studebaker Certified Used Cars 
Nash Bonded Select Used Cars 
Packard Heritage Used Cars 
The dealer usually picks out the 
better units of his newest used 
| cars, affixes one of the above labels 


| to it and offers these cars with a/| 


| guarantee or warranty—in all cases 
|backed up by the dealer and not 
| the factory. 
| Principal value of the guarantee 
to the buyer is not that the dealer 
| will pay for a portion of any re- 
| pairs, but that the dealer has care- 
| fully examined the car and is rea- 


;sonably sure that the car is un-| 


| likely to cost the dealership money 
in the future. 


* * 


*50-50’ Deal Common 


_ guarantees vary with each 
dealer, although the “50-50” deal 
is most common. With this warranty 
the dealer pays half the labor and 
parts costs for defects which ap- 
pear within 30 days after the sale. 

A factory official said that one 
of the problems connected with 
used cars was that dealers, in con- 
centrating on new cars, frequently 
neglect their used-car lots, particu- 
larly if they have a competent 
used-car manager. 

This was attested to by several 
dealers who were largely unin- 
formed about the used-car pro- 
grams of their factories. 

This was proved by an Oldsmo- 
bile dealer who, when asked what 
the Oldsmobile guaranteed used 
cars were called, said: 

“Just a minute, I'll have to go 
out in front and take a look at 
what my sign says.” 

One of the newest factory used- 
car programs is the Packard Heri- 
tage program which consists pri- 
marily of a testimonial on the con- 
dition and performance of the car 





engine, differential and transmis- 
sion for 2,000 miles or 45 days. 
| This warranty is backed by the 
dealer and it is restricted to one- 
owner, late-model used cars. 

x * * 


Heritage Plan Helps 


AID one dealer, “This Heritage 

deal is bringing in a few more 
buyers. As a matter of fact, right 
after the announcement I sold a ’54 
Heritage Packard for $3,000. The 
important thing in this deal is to 
make sure you pick out a good 
car when you make the guarantee.” 

Packard recently named Eugene 
B. Rebhan as national used-car 
manager. 

In May Nash launched its Bonded 
Select Used Car program in which 
the factory backs up the dealer’s 
guarantee on any Bonded Select 





used car. The guarantee is doubled | 


if the car is a Nash. 

Nash has backed the program 
with a $1 million indemnity bond. 
What the program actually 
amounts to is that the factory 
stands behind the guarantee if 

| the dealer fails to back it up or 
| if the dealer drops his franchise. 

Purpose of the program is to 


|“promote greater confidence in| 


| used cars sold by Nash dealers, to 
give Nash dealers a competitive 
advantage, to increase resale value 
of Nashes and to accelerate the 
turnover of used cars.” 

A Nash dealer commented that 


and a warranty for repairing the | 


| 
} 





Token of Appreciation— 


Henry Ford Il, right, receives a scroll 
| expressing the appreciation of a group 
‘of California small businessmen for the 
| opportunities Ford Motor Co. has given 
lthem through its western procurement 
| program. Making the presentation is Donn 
| Sigerson, president of Allwork Mfg. Co., 
| Oakland. Ford annually buys $50 million 
| worth of parts in California. 
jhe hadn’t “felt too much effect of 
|the plan as yet—mainly because 
|the strike talk has slowed all busi- 
ness down to a walk.” 

* * * 


‘Worth 50 Cents a Bond’ 

E ADDED, “But I think the 

program is a good idea and 

well worth the 50 cents which we 
| have to pay for each bond. I guess 
that’s just so the dealers won't 
throw them away.” 

Within the past several months 
all Chrysler Corp. divisions have 
been placing increased emphasis 
on the used-car operations of 
their dealers. 

Chrysler division’s program con- 

sists of the following: 

1. The division is in the process 
of naming 22 regional used - car 
|managers who will go “into the 
field to work with dealers.” About 
a dozen managers have been named 
up to the present and all will be 
appointed by July 15. 

2. A determined effort to incor- 
porate more used-car advertising 
with the division’s new-car adver- 
tising. 

3. Within 30 days, plaques will 
be awarded to a number of dealers 
whose used-car operations are con- 
sistent with the factory - recom- 
mended standards. 

4. Currently there is a contest 
with prizes awarded to salesmen 
for used-car sales. 

* * * 


DeSoto Uses Contest 

A™@ Chrysler “Sign of Quality” 
used cars are supposed to be 

fully reconditioned and road tested 

and each carries a dealer guaran- 

tee. 

The DeSoto program consists of: 
1. The appointment of 19 re- 
gional used-car managers in the 
past several months. 

2. A Do-It-Yourself contest in 
which salesmen get points for 
every used car sold. Theme of 
the contest is “What Top Value 
Means.” 

3. Permanent used-car signs 
which have just been sent to deal- 
ers for a nominal fee. 

Commenting on the appointment 
of the used-car managers, Clarence 
Backer, DeSoto used-car merchan- 
dising manager, said: 

“DeSoto plans are to utilize the 
additional manpower in the field to 
assist dealers in management prob- 
lems used-car-wise, instead of sell- 
ing on gimmicks and outmoded 
over-used programs.” 

One of the earliest factories to 
step up its used-car program was 
Dodge which began pushing its 
“1st-Choice” program last August 
with the appointment of regional 
used-car managers. 

. oe Bg 


* 


First an Ad Campaign 


| Fy+ April the factory began a 
$500,000 national advertising 
program for used cars. After June 
10 the advertising began on an 
j}area basis with Dodge assisting in 
the advertising expenses. 

Dodge also conducts a continuing 
used-car educational program for 
its dealers and keeps up a steady 
flow of used-car brochures, posters 
and pamphlets. Permanent used- 
car signs have been installed at 25 

(Continued on Page 20, Col. 1) 
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NOT ON YOUR PAYROLL...BUT, 
HELP YOU SELL USED PLYMOUTHS EVERY DAY! 


Each driver of a Plymouth taxi in your town is a sales- 
man for your used Plymouths. He will attest every day 
to the way a Plymouth taxi will outlast other types. 

To sell a greater number of used Plymouths faster with 
less expense, use him this way: 





Point out to your customers the fact that 
there are more Plymouths used as TAXI- 
CABS than all other makes combined. If a 
car will hold up under taxi driving, it will 
hold up under any driving! 


Part-by-part comparison* proves Plymouth engineering leads the lowest-price field 
Plymouth Car A Car B 


RESISTOR-TYPE SPARK PLUGS 
EXHAUST VALVE SEAT INSERTS 
CHAIN-TYPE CAMSHAFT DRIVE 
OILITE FUEL FILTER 


ROTOR-TYPE OIL PUMP 


OIL BATH AIR CLEANER 
SAFETY-RIM WHEELS 


best buy new... 
best buy used! 


2-CYLINDER FRONT BRAKES 
INDEPENDENT PARKING BRAKE 
ELECTRIC WINDSHIELD WIPERS 
ORIFLOW SHOCK ABSORBERS 
WIDEST, MOST RIGID FRAME 
COWL VENTILATOR 
BAKED-ENAMEL FINISH 


This is explained by the fact that, 
through the years, Plymouth has 
“out-engineered” every other make 
in its price class. Here’s the proof 





BROTHER, DOES HE 


to show your customers: 


Plymouth Car A 


YES 
YES 
YES 
YES 
YES 
YES 
YES 


NO 
NO 
NO 
NO 
NO 
NO 
YES 


Car B 


NO 
NO 
NO 
NO 
NO 
NO 
NO 


“Comparison based on 1952 models of the low-price 3, which you will be getting as trade-ins in great measure this 
year. Most of these Plymouth engineering advantages apply in other model years as well. 


PLYMOUTH 








./ 
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| boon trading, we need to do more |My used-car men are used for ap- 


To Help Dealers Avert Glut... 





Factories Press U. C. Programs 


(Continued from Page 18) 


percent of the Dodge dealerships. 

An unusual feature of the 
Dodge program is that dealers 
are also furnished free phono- 
graph records of Dodge commer- 
cials. The dealer puts his adver- 
tisement on the end of the rec- 
ord and turns them over to his 
local radio station. 

Widely advertised is the claim 
that a Dodge ist-Choice used car 
is (1) fully reconditioned, (2) road 
tested, (3) owner - recommended, 
(4) guaranteed for 30 days by the 
dealer, (5) fairly priced and (6) 
sanitized. 

Last year Plymouth began em- 
phasizing used cars in these ways: 

1. By employing 19 regional used- 
car managers. 

2. By hiring eight used-car re- 
conditioning clinic instructors. 

8. By advertising in trade pa- 
pers—to let other dealers know 
“what good used cars Plymouths 
are. 


4. By occasionally advertising 
them on network TV. 

5. By supplying dealers with 
commercial movie shorts for drive- 
in theaters and small-town movies. 

* * * 


Classified Ad Manual 


PLrMouTe also makes availa- 
ble to its dealers a classified 
advertising manual which contains 
ads for 2,592 different cars, cover- 
ing most available makes, models 
and vintages. This is designed to 
save the dealer time in making up 
ads. 

To help dealers sell used cars 
Buick utilizes the GM recondition- 
ing program, supplies dealers with 
merchandising aids and advertises 
the Buick “Better Buy” Used Cars. 
Used-car training films are also 
available to dealers. 

Like most other factories, Buick 
periodically makes a_ systematic 
evaluation of each dealer’s used- 
car operations, particularly scru- 
tinizing his sales force, appraisals, 





Only General Tires 


offer so much 


...1n extra protection 


for motorists and truckers 


...1in extra profits 


for car and truck dealers 





inventory, display area, advertising 
and reconditioning. 

Buick urges its dealers to let 
these six principles govern its 
used-car advertising: 

1. You have to spend big money 
to get big results. 

2. You have to establish your 
identity. For instance, a Buick 
dealer named Kelly always has a 
shamrock in his advertising to dis- 
tinguish him from all other Buick 
dealers. 

3. Concentrate advertising in one 
medium. 

4. Advertise frequently and con- 
sistently. 

5. Give the reader some real in- 
formation about your product. 

6. Offer the public something of 
real value. This is based on the be- 
lief that the public can’t really be 
fooled for long. 

x ~ 


More Retailing Urged 
AID a Buick dealer, “Right now 
we're wholesaling about 75 per- 
cent of our cars. But the way we’ve 









the most to offer. 


or write: Mr. Larry 
Sales Manager. 


used-car retailing to make money. 
The factory used to give us more 
promotional help than they do 
now. I think we need more assist- 
ance.” 

The Oldsmobile used-car pro- 
gram, which recently has been in- 
tensified, consists of the following 
features: 

1. Reconditioning clinics. 

2. Periodically the factory sends 
each dealer a special used-car sales 
publication, Used Car Activator, 
which contains suggestions on 
used-car merchandising. 

3. Special kits on used-car ad- 
vertising which are furnished to 
dealers. 

In addition, O. C. Farnsworth, 
used-car merchandising manager, 
travels continually about the coun- 
try, discussing used-car problems 
with Oldsmobile dealers. 

An Oldsmobile dealer asserted, 
“I don’t pay too much attention to 
the stuff we get on used cars. Like 
most Detroit Oldsmobile dealers, I 
wholesale 85 percent of the cars I 
take in. 

“We have two used-car lots, but 
we just use them for storing cars. 
I don’t even have them manned. 





Only Generals have Nygen 





Today, motorists and truckers are con- 
vinced more than ever before of their 
need for extra-protection. Through 
national advertising that reaches 3 out 
of every 4 car owners in the country 
they are learning that Generals have 


This increased demand for Generals 
can mean extra profit for you. Investi- 
gate the profit advantages of selling 
Generals to your new car and truck 
buyers and service customers. Contact 
your local General Tire Distributor 


Higbee, Trade 


THE GENERAL TIRE & RUBBER COMPANY 


Akron, Ohio 





praising tradeins.” 
* 


Problems All Different 


ADILLAC furnishes its dealers 

with used-car signs at a no?i- 
inal cost and information on re- 
conditioning used cars. Of cour:e, 
Cadillac mechanics can go to tiie 
GM reconditioning clinics. 


Clarence J. Staufenbeil, Cadilliuc 
used-car manager, and his two as- 
sistants travel continually, conduct- 
ing reconditioning and sales meet- 
ings with dealers. 

“Selling used cars is pretty 
much a dealer problem,” a Cadil- 
lac dealer stated. “Each dealer 
has different problems. For in- 
stance, our problem is to sell 
people who like Cadillacs but 
can’t afford a new one. They 
would rather buy a second-hand 
Cadillac than a new cheaper car.” 


The Studebaker program con- 
sists largely of providing dealers 
with used-car signs and banners. 
Dealers report that the factory 
watches the used-car inventories of 
dealers very closely and urges deal- 
ers to hold down their inventories. 


One of the pioneer factories in 
used-cars merchandising has been 
Ford Motor Co., which for many 
years has urged its dealers to move 
their stocks every 30 days. Re- 
cently an effort has been made to 
cut this to 20 days because of the 
rapidly sliding used-car prices. 

* ad 


Ford U. C. Setup Changed 


7 Ford division program con- 
sists of reconditioning training 
for mechanics, used-car merchan- 
dising kits, national advertising 
and a staff of used-car field men to 
assist dealers. 

Recently the Ford -division used- 
ear department was abolished and 
its functions are now being per- 
formed by the sales promotion and 
training department. A spokesman 
denied that this meant that used- 
car merchandising is being de-em- 
phasized. 

Lincoln-Mercury, now being di- 
visionalized, has had a used-car 
program with these features: 

1. Last January a used-car train- 
ing program was begun to train 
dealers in merchandising used cars. 

2. Special used-car kits were 
made available. More than 1,100 
dealers purchased them. 

3. Used-car sales managers in 
each of the 23 districts work with 
dealers. 

4. Mobile units for training me- 
chanics in reconditioning. 

5. Dealers are offered banners, 
brochures and other sales aids. 

6. Various promotional and ad- 
vertising program to boost Safe 


Buy used cars. 
* * ” 


What Chevrolet Offers 


A MERCURY spokesman said 
the functions of the former 
L-M used-car department are now 
being carried out by the sales and 
the sales promotion departments. 
He said that this would result in 
“added emphasis” on used cars. 

In operation for many years, the 
Chevrolet “OK Used Car” program 
consists of the GM reconditioning 
training program, an advertising 
and promotional program to estab- 
lish the label “OK” as a sign of 
dependability, a low-cost monthly 
used-car poster service for dealers 
and the issuance to dealers of OK 
tags, warranties and classified ad- 
vertising instruction booklets. 

The Pontiac program includes 
the GM reconditioning training 
program, national used-car ad- 
vertising in magazines and news- 
papers, a used-car ad mat serv- 
ice, merchandising kits and fac- 
tory assistance in laying out 
used-car lots. 

This fall Pontiac is planning 2 
series of regional seminars for 
dealers on used-car merchandising. 

At the present time Hudson does 
not have a used-car merchandising 
program for dealers but a program 
will be available this fall, a spokes- 
man said. 


Pacific Automotive Show 
Shifts Headquarters 


LOS ANGELES. — The Pacific 
Automotive Show has moved its 
headquarters to a new location, ac- 
cording to J. Leonard Gibson, ex- 
ecutive manager. 

The show headquarters is now 
504-505 Petroleum Bldg., 714 W. 
awe Blvd., Los Angeles 15, 
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“ederal Reserve Bank Reports: 
Auto Business Pacing 


U.S. Business Boom 


CHICAGO. — Paced by automo- 
ile business, steel output, building 
eonstruction and retail sales, busi- 
1esg continues to boom all across 
the country, the Federal Reserve 
Bank of Chicago reports in its 
monthly review Business Condi- 
‘ions. 

The report notes, though, that 
employment has not increased as 
rapidly as other business measures 
in recent months. However, the 
number of people at work is con- 
tinuing to rise. 

Wage and salary employment, | 
the Reserve Bank says, has | 
moved up about one million from 
the recession low of last August. 
The Midwest, dominant in dura- 

ble goods production, has benefited 
more than most other areas from 
the improved labor picture. Sharp 
output gains have been chalked up 
in autos, steel, farm machinery and 
electrical goods—the same lines 
which sagged the most in the 1953- 
54 recession. 

Accompanying the rise in busi- 
ness activity in the Midwest and 
elsewhere has been a marked in- 
crease in the use of consumer ‘in- 
stalment credit and mortgage loans. 

Booming auto sales helped to 
boost total instalment credit to a 
record $23 billion at the end of the 
first quarter of 1955. This repre- 
sents an increase of $500 million 
since the beginning of the year, 
the Reserve Bank says, compared 
with a decline of $800 million in 
the first three months of 1954. 

Yet, the report observes, new 
hirings would have to rise sharply 
before workers became as scarce 
as they were in most postwar 
years. 

Estimated unemployment na- 
tionally still hovers around three 
million, or 5 percent of the labor 
force. In the 1951-53 boom period, 
unemployment fluctuated be- 
tween 2 and 3 percent. 


Among the larger Midwest cen- 
ters, Detroit has enjoyed a sub- 
stantial employment pickup. As a| 
result of record auto assemblies | 
and the improved position of Chrys- 
ler, unemployment totals in the 
Motor City are only half of what 
they were in March of last year. 

The number of employed work- | 
ers in Chicago, Milwaukee and In- 
dianapolis, meanwhile, just about 
equals year ago despite recent im- 
provement. All four major Mid- | 
west cities still lag 1953 figures by | 
about 4 percent. 

During the past two years, Flint, 
the home of Chevrolet and Buick, 


7 
Fawick to Make 

Ye + 
Girling Brake 

NEW YORK. — Fawick Corp., 
Cleveland, has been licensed to| 
manufacture and sell the Girling| 
brake in the U. S., it was jointly | 
announced by Thomas L. Fawick, 
president of Fawick, and Alex | 
Fraser, managing director of Girl-| 
ing, Ltd. Birmingham, England. | 
A subsidiary of Joseph Lucas In-| 
dustries, Ltd., Girling is the largest 
producer of brakes in the United) 
Kingdom. 

In addition to brakes, the agree- 
ment covers the manufacture and 
sale of master, wheel, slave, trans- 
verse and pusher cylinders, hy-| 
draulic brake hose, handbrake con- 
trols and all equipment involved in 
complete brake and actuator instal- 
lation. 


Pentel Fire Loss 


Totals $100,000 


MINNEAPOLIS. — Two persons | 
were injured and 30 cars lost in a/ 
$100,000 fire at Pentel Motor Co. | 
‘Chrysler-Plymouth), according to| 
Ervin Pentel, owner of the firm. 

The fire is believed to have 
started in the paint shop. Employes | 
managed to drive eight new and 
used cars out of the area. 

The flames did not penetrate the 
front portion of the building, but 
smoke and water damage was 
neavy. 








has been the strongest labor mar- 
ket in the Midwest. Continuing em- 
ployment gains over a year ago 
were recorded in that city right 
through the 1953-54 business down- 
turn. 

But the most improved Midwest 
center is Kenosha, which was se- 
verely depressed in 1954. Increased 
output of Nash autos and the shift 
of Hudson assemblies from Detroit 
to Kenosha, the bank says, have 
been mainly responsible for this 
good showing. 

Other Midwest cities which 
were reported to have a favor- 
able or “balanced” labor picture 
are Lansing and Saginaw, Mich.; 
Madison, Wis., and Cedar Rapids 
and Des Moines, Ia. 


People on the move in search of 
more income or better living con- 
ditions are serving as an impor- 
tant stimulus to the nation’s econ- 


omy. The bank points out that the 
shift from the farm to the city is 
continuing at a fast pace. At the 
end of World War I, 30 percent of 
the U. S. population lived on farms. 
By 1955, this proportion was below 
| 14 percent. 

| Even within the Midwest, the 
off-the-farm movement is evident. 
While population in industrial 
Michigan, for example, has grown 
at an annual rate of 2% percent in 
recent years, Iowa’s population has 
remained almost constant. 

The low income rural] counties in 
Iowa nearly all lost population dur- 
ing the 1940's. On the other hand, 
Iowa counties with cities over 
25,000, which typically have above 
average family incomes, gained in 
population. 

The farm-to-city migration has 
been made possible by the mechan- 
ization of agriculture, which per- 
mits vast gains 
worker, the report noted. 

Another type of massive popu- 
lation shift currently under way 
is the movement from the cores 
of large metropolitan areas to 
the suburbs. This movement, the 
bank points out, is taking place 
throughout most of the country. 

In fact, were it not for the cur- 
rent migration from farming areas, 








RIGHT UNDER HIS NOSE... 


in output per) Motors, Inc., Martinsburg, W. Va., a GMC dealership. Owner Dailey has found that 





They're Busy on Three— 
This is a view of the bustling 9,000 square-foot service department of Dailey 


parts, service and accessory sales for trucks account for over one-third of his parts 
and service sales, although trucks represent but 20 percent of the unit sales volume. 





particularly in the South, some of | expansion which took place in the 
the nation’s biggest cities might 1940’s. During that decade, the na- 
actually be losing population while | tion’s 18 largest metropolises grew 
their suburbs are bursting at the only 8 percent, whereas their sub- 
seams. |urbs and adjacent unincorporated 

The present pattern of suburban | areas grew more than three times 
growth is a continuation of the’ as fast. 
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ONLY SOCONY MOBIL OFFERS ALL THREE: 


@ America’s Favorites — Mobilgas and Mobiloil 
@ World’s Greatest Lubrication Experience 
@ Exclusive “On-The-Job” Training 


SOCONY MOBIL OIL COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM CO., GENERAL PETROLEUM CORP. 


Oa RADIATOR HOSE REPLACEMENT— 
Socony Mobil will help train your 

lubrication men to find extra business like this 

for your other service departments! 


“EXTRA-MONEY” 


he see it ? 






als 
“> 


It will pay you handsomely to take full advantage of 
Socony Mobil’s lubrication training program. It includes 
training centers, a staff of experienced instructors and 
salesmen to train your men on the job. 


Your men learn proper lubrication techniques, with em- 
phasis on the make of car you sell . . . how to point out 
the need for parts and services to your customers. 


Result to you: high absorption ratio, more customer con- 
tacts, satisfied car owners. 








WORLD'S LEADING car-stylist, Pinin Farina of Italy, okays the wood mock-up for 
an experimental Nash model. His long, low “‘continental look’’, introduced in the 
1952 Nash, started an industry stampede to European school of design. He is 
under exclusive American contract with American Motors, 


SHEIKS, ATOMS & SHRIMP 


ATOMIC RESEARCH, TOO, is part of American Motors’ interest. Under 
its auspices, at the University of Michigan, atomic radiation is being 
applied to the preservation of foods, with fascinating possibilities for 
the future. It is part of the famous Michigan Memorial Phoenix Project. 


THE BOX THAT COOLS. Revolutionary changes in living habits are occurring in 
yesterday’s “forgotten lands’. And Kelvinator, with its many overseas subsidiaries, 
is participating in the booming demand for refrigerators and air conditioners. 
Kelvinator ranks second in the world export market for appliances. 


YEAR AFTER YEAR Hudson cars sweep the boards in stock car racing. In the first 
1955 Grand National Race, at West Palm Beach, Hudson cars finished first and second. 
Proof of stamina and American Motors’ leadership in engine design. For 1955 Hudson 
offers a new V-8 engine, as well as the famous Championship 6-cylinder engine. 


SELLING REFRIGERATORS in the arctic or the tropics is an old story to Kelvinator. 
For instance, in booming Canada, Kelvinator is fast becoming the most popular 
appliance line. Since the acquisition of famous Altorfer Brothers Company, pioneer 
builder of automatic washers, the appliance divisions of American Motors are 
expected to forge even further ahead in the American appliance industry. 








PARCHED DESERT LANDS, that once knew only brackish 
© water, have now become markets for the American soft 
drink, thanks in part to that silent salesman, the beverage 
cooler. Kelvinator is one of the world’s largest builders of 
beverage coolers and supplies the mechanisms for many 
major manufacturers in the United States and abroad. 


WORLD’S LARGEST BUILDER of double-strength, integral unit cars, American Motors offers 
the most spacious, most comfortable automobiles in America. Even the modestly priced 
Hudson Wasp and Nash Statesman have wider front seats, wider wrap-around windshields and 
more shoulder room, front and rear, than any of America’s highest-priced cars. Airliner Reclining 
Seats that become day bed, chaise longue or Twin Travel Beds are among the 7 exclusive 
American Motors features not available on ordinary cars. 


Part of the Daily Job at American Motors 


It would be a rare day that was not made better for you in some 
way by American Motors. 

For American Motors is more than two of the most respected 
names in automobiles. 

American Motors is more than the pioneer in electric refrigeration 
in the home. 

American Motors is more than a world leader in home appliances 
and commercial refrigeration. 

American Motors’ roots are deep in plastics, in thermodynamics, in 
aircraft fabrication. Its 100-million-dollar Refrigeration Discount 
Corporation has helped hundreds of thousands of families finance 
their needs. 

In field after field, American Motors is a major supplier to American 
industry. The food you eat, the beverage you drink—even the heated air 
you breathe in your car—was probably preserved, or cooled, or warmed 
by one of the thousands of products of American Motors. 

Yes, American Motors is big—not only a dynamic force in American 
industry, but a power in world trade—and each of its many activities 
add new meaning and new value to the franchise for Hudson or Nash, 
for Kelvinator or Leonard. 

Backing it all—the solid determination to make more and more 
meaningful the words: American Motors Means More For Americans. 


| AMERICAN MOTORS MEANS MORE FOR AMERICANS 
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FRESH WITH THE TANG OF THE OPEN SEA, and fresh from the good earth 
of farms, frozen foods are bringing new taste delights to the American home. 
Kelvinator was the first to make low-temperature cabinets for the frozen 
food industry—and today leads in the development of frozen food display 
cabinets and freezers for the frozen food industry, 
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HUDSON DIVISION: Hornet « Wasp e 
Rambler e Metropolitan. 

KELVINATOR ... LEONARD DIVISION: 
Electric Refrigerators e Electric 
Ranges e Home Freezers e Bever- 
age Coolers e Ice Cream Cabinets 
Frozen Foods Merchandising and 
Display Cabinets e Commercial 
Refrigeration Systems e Commercial 
Condensing Units e« Compressor 
Packages oe Washing Machines 
Ironers e Clothes Dryers e Air 
Dryers e Kitchen Cabinets and 
Sinks e Waste Disposers e Electric 
Water Heaters e Electric Water 
Coolers e¢ Room Air Conditioners. 


NASH DIVISION: Ambassador « States- 
man e Rambler e Metropolitan. 


HUDSON SPECIAL PRODUCTS DIVISION: 
Hudson automobile engines and a 
wide variety of defense products. 


MAJOR SUBSIDIARIES 


Refrigeration Discount Corporation— 
Finances distributors, dealers and retail 
purchases of their products. 


ReDisCo of Canada, Ltd.— Performs the 
same function in Canada. 


Nash Motors of Canada, Lid.— Manu- 
factures and sells Nash automobiles and 
replacement parts in Canada. 


Nash-Kelvinator, Ltd. (England) — Manu- 
factures refrigerators, ice cream cabinets, 
condensing units, and replacement parts 
for sale in the British Isles and in export 
transactions. 


Kelvinator of Canada, Ltd.— Manufac- 
tures and sells refrigerators, ice cream 
cabinets, electric ranges, home freezers 
and frozen foods merchandising cabinets 
for the Canadian market. 


Altorfer Bros. Co.—Manufactures and 


sells automatic and wringer type wash- 
ing machines, ironers and clothes dryers, 
and replacement parts therefor. These 
products are distributed under trade 
name “‘ABC’”’, 


Ranco Incorporated— Manufactures and 
sells heater controls used by almost all 
automobile manufacturers, and is a 
large producer of refrigeration controls, 
including automatic valves, thermostats 
and relays. 


Ranco Limited (Great Britain) — Manufac- 
tures and sells refrigeration controls, in 
England and in export markets, to manu- 
facturers. 


Hudson Motors of Canada, Ltd.—Sells to 
Canadian distributors and direct dealers 
Hudson cars and service parts. 


Hudson Motors, Ltd. (England) —Servicing 
of cars and sale and service parts and 
miscellaneous contract work. 
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TURNINGS 


by 


John T. Benedict 


Engineering Editor 


7 oer developments in | 
motive interior trim materials 
point to a rapid growth in popu- | 
larity for the new materials made 
of a vinyl plastic coating on a non- 
woven web (synthetic fiber) back- 
ing. This was the prediction made 
by Lee Mara, Textileather division, 
General Tire & Rubber Co., as we 
made the rounds of exhibits at the 
recent gathering staged to intro- 
duce the company’s new Nygen 
Tolex material. 

Mara anticipates that the “supe- 
rior properties” and favorable cost 
position of this new material make 
it a good bet to supplant the widely 


used vinyl plastic coated fabrics in 
many automotive applications. 

Nygen Tolex already is in use 
for car headlining material. Indi- 
cations are that it will appear 
soon on a variety of other inte- 
rior trim items —including seat 
upholstery material. 

One of the principal advantages 
claimed for the material is “bal- 
anced stretch.” The Nygen web, 
which is the supporting base of 
the viny] film, is composed of nylon 
and rayon fibers bound together by 
an elastic synthetic binder. This 
construction of the base material 
allows the finished product to be 
stretched in any direction. Conven- 


tional coated fabrics have only uni- 
directional stretch properties — 
which means that, for equal ten- 
sion loads, these materials stretch 
varying amounts according to the 
direction in which the force is 
applied. 

A Textileather engineer hinted 
that there also are laboratory proj- 
ects under way for a commercial 
product which will be a competi- 
tive answer for the “ventilated 
vinyl-coated fabrics” with so-called 
discontinuous coatings, which re- 
cently have begun to make their 
appearance in seat trim materials. 
We were told that experiments 
indicate the “ventilation” principle 
is entirely feasible for materials 
made of vinyl coated non-woven 
synthetic fibers. 


Editor Meets Salesman: 
Somebody’s Overmatched 


Cemented Broaches— 


through on previous arrangemen:s — 
for me to take a one-week familia ~- 
ization course in the Studebak:r 
President, Detroit zone car dii- 
tributor William Flemming took 
me over to Davis Motor Sales, 
where the car was being wash d — 
and checked. a 
Upon arrival, we were told tha: 
service manager Booker Hawkins 
was out road-testing the car, bui 
would be back in a few minutes. 
Davis then appeared, and aske:! 
me if I had seen the new Speed- 
ster yet. He just happened to 
have one on the showroom floor. ~ 
Within the space of two min- 
utes after I started to look over 
the violet-and-black two-tone 
beauty, Davis had found out what 
kind of car I am driving—and its 
year and mileage. I thought he 
was kidding about “working out a ~ 
deal to put me in the Speedster”— ~ 


Shifting to broaches coated with Car-| until he reached for the order pad. ~ 


DIDN’T know I was in the! boloy cemented carbide is said to have 
market for a new car. My 1954 | increased bearing cap broach life at returned about that time, and I © 
is in perfect running condition. | Studebaker by 2,500 percent. Fixture in| escaped. Now, after driving one of © 
Total mileage only about 11,000.| open position shows work and exposes|the liveliest cars it has been my © 
But Ed Davis thinks I should turn | flat and round broaches, used to perform | nleasure to experience, and observ- 5 
it in on a Studebaker Speedster. | both flat surface and radius cutting simul- | ing unsurpassed driver visibility, I _ 


Fortunately for me, Hawkins © 





Who’s Davis? Well, he operates a /| taneously. 





local Studebaker dealership. 


Here’s how this unwary editor| the smoothest salesmen he’s _en- 
wandered into the lair of one of|countered to date: Following|sneak up on me with his relaxed, 





What does it mean 


to sell 


a modern truck ? 


GMC dealers know. It means having the trucks with the 
answers to the biggest problems truck-users face Today 
—and knowing you'll have them to meet Tomorrow's 


problems, too. 


Take the increasingly critical traffic situation. GMC has 
developed the only complete line of Hydra-Matic haulers 
—cutting the time loss of stop-and-go truck-work— saving 


wear and tear on truck and driver alike. 


Or take the need for bigger payloads in highway route- 
work. GMC has created new dual-purpose cab models that 
swing both bigger bulk and extra tonnage within legal limits 
—and give operators easy, inexpensive servicing to boot. 


Then there's the modern farmer's search for a vehicle that 
could double as both husky truck and smart family car. 
He's certainly found it in GMC's new Blue Chip runabout. 


Even L'Universelle—GMC's “truck of the future” of recent 
Motorama fame—is being engineered for actual produc- 
tion. Tomorrow's truck-world has already arrived —in the 


development laboratories at GMC. 


What about you? Wouldn't prospects look brighter teamed 
with the truck-maker with the habit of turning out just what 


the truck-world needs— when it's needed? 


If you're in open GMC territory, write us for details. 


GMC TRUCK & COACH — A General Motors Division 


The better you know GMC... the better the truck business looks 


must confess, that I’m afraid to 
return the car to Davis. I don’t 
dare give him another chance to 


hard-sell technique. So I just 
phoned Flemming and told him I'll 


return the car to his Zone office. 
* 2 * 


Aluminum and Stainless Steel 


In New Trailer Designs 


—— a huge, -gold-colored 

box on wheels — big enough to 
hold a house-full of furniture. This 
experimental moving van with 
gold-anodized aluminum sides was 
just one of the new ideas in trailer 
equipment shown me by general 
sales manager Fred Neumann 
when we made the rounds during 
a recent open house at the Frue- 
hauf plant. 

This “furniture moving van of 
the future” fits right in with the 
trend to glamorize hauling opera- 
tions and dress up rolling equip- 
| ment to make it a mobile adver- 
tisement for the owner. You may 
expect to see widespread use of the 
anodized aluminum exteriors in a 
variety of color as soon as current 
problems are overcome. 

Right now, aluminum suppliers 
are having difficulty producing 
uniform colors and obtaining a 
| finish that is weather and fade- 
| resistant. 

Neumann also pointed out an 
interesting new development in 
aluminum tank-trailers for hauling 
liquids such as gasoline and oil. 
The advantage of this trailer is 
that it has approximately one-third 
less vehicle weight per gallon of 
gasoline. The aluminum trailer has 
a capacity of 7,700 gallons — and 
weighs 1.14 pounds per gallon of 
gasoline. Unit trailer weight for 
conventional high-tensile steel con- 
struction is about 1.72 pounds per 
gallon. 

The all-aluminum “volume van” 
is another significant development 
in the works at Fruehauf. With 
aluminum structural parts and sid- 
ing, this trailer is said to offer 
maximum cubic foot capacity for 
hauling dry freight and for use 
with refrigeration equipment. 

The above comments are largely 
concerned with experimental ideas 
that have not yet reached the pro- 
duction stage. However, the actual 
occasion for our get-together at 
Fruehauf was the announcement of 
two new trailer models now in 
production. These new trailers—the 
stainless steel “volume van” and 
stainless steel tank trailer—are the 
first of stainless steel construction 
in the company’s line. 

Primary advantages of stainless 
steel in such equipment evidently 
is that its strength facilitates de- 
sign of units providing maximum 
carrying capacity while staying 
within size and weight restrictions 
applicable to highway hauling 
equipment. 





Society Invites Entries 


In Methods Competition 


CHICAGO.—The Industrial Man- 
agement Society is accepting en- 
tries in its fifth annual methods 
improvement competition to be helc 
in conjunction with the 19th annua! 
National Time and Motion Study 
and Management Clinic, Nov. 9-11 
Companies are invited to submit 16 
mm. movie films showing “before 
and after” phases of methods im- 
provement. 
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FLAT CONTACTS HUG PAVEMENT WHEN ‘‘DOWN’’ 
PERMITTING FREE CROSS-TRAVEL 
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SPEED SERVICE JOBS 
25% to 60% 


GREATEST ACCESSIBILITY TO é 
fp ENTIRE UNDERCAR (CYLINDERS 39" APART) \ 
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FAST, ONE-VALVE CONTROL 
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QUICK WHEEL SPOTTING 


ee 


Trade Mark Reg. U.S. Pat. Off. Globe “Frame-Kontact” Hoists are made under 
one or more of the following U.S. Patents: 2458986—2593630—2593635 
—2612344—2612355—2654443. Other U.S. and Foreign Patents pending. 





Yr TETURTERTC 


' Write for new LIFT PROFITS MANUAL explaining 
=, actual time savings now possible on each un- 
= dercar job. Globe Hoist Company, East Mermaid 
Lane at Queen Street, Philadelphia 18, Penna. 
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**FRAME-KONTACT” HOISTS FREE WHEEL TYPE ROLL-ON TYPE TWO POST NO POST FOUR POST ELECTRIC WHEEL TRANSMISSION 
SINGLE POST TWO POST AUTO HOISTS AUTO HOISTS AUTO HOISTS hd K HOISTS AUTO HOISTS DOLLY DOLLY 


WORLD’S MOST COMPLETE LINE OF AUTOMOTIVE AND HEAVY-DUTY TRUCK HOISTS 





U. S: Savings Bonds average 
3% interest, compounded, 
when held to maturity. Start 
investing in them today! 


. S. Government does not pay 
for this advertising. The Treasury 
Department thanks, for their patriotic 
donation, the Advertising Council 
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2666 PENOBSCOT BLDG. 
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AUTO TURNTABLES 


Here is a rugged, all steel turntable, 
scientifically balanced to take all cars. 
Just plug in. For indoor or outdoor 
display. Write for free literature. 


Also 
avail 
able 


ROPE 
RAILINGS 
Write 
for 
prices. 


AMERICAN STAGE EQUIPMENT 
805 East 134 St., Bronx 54, N. Y. 


WOULD YOU SPEND 
$29.75 


To Fill Your Showroom 
and Lot with Live 
Prospects? 


More Than 3,000 Dealers in the 
United States and Canada are 
now using our “Profit Sharing 
Bird Dog Plan" to increase Sales. 


Write or Wire for Free 
Samples and 
Details of this AMAZING PLAN 
SANZO SPECIALTIES 


Box 68-A Endicott, N. Y. 


We desire to purchase 
AUTOMOBILE 
LEASING 
COMPANIES 


or Leasing Contracts 
if interested in selling 
Write, wire or phone 
Cc. W. Klein 


ROTHSCHILD FUNDS 
208 S. LaSalle St. 
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News to Note... 


Auto World in Brief 


DENVER. — The Allied Finance 
Adjusters Conference, Inc., have 
announced the new officers elected 
for 1955. 

President is Bickford Slack, Am- 
arillo, Tex.; vice-president, Charles 
S. Pratt, Denver; second vice-pres- 
ident, Thomas C. Mapother, Louis- 
ville; executive secretary, R. S. 
Dosenbach, St. Louis, and treas- 
urer, A. R. Glassey, Indianapolis. 

+ a im 


Pierce Arrow Parades 


BUFFALO.—A 1912 Pierce Arrow 
roadster, once used as a truck, was 
the oldest car in a parade of 
antique and modern American and 
foreign cars. The “Parade of Auto- 
mobiles, 1905-55,” was sponsored by 
the Albright art gallery as a part 
of its 50th anniversary celebration. 

* * 


Arvin Expands Production 


Of Automotive Parts 


COLUMBUS, Ind.—The manu- 
facturer of automotive parts in 
quantity will be started here 
about Sept. 1 by Arvin Indus- 
tries, Inc., Glenn W. Thompson, 
president, has announced. 

The firm’s Fifteenth St. plant 
here has been converted to auto- 
mobile products production and 
its Orinoco factory here will be 
modernized and used for mak- 
ing electrical and electronic 
items. 

Frank Mattox, an employe of 
Arvin’s since 1932, will manage 
the auto parts plant. 

* 


Inland Steel to Expand 


CHICAGO.—Inland Steel Co. has 
announced a multimillion - dollar 
construction program at its Indiana 
Harbor (Ind.) works. Major item 
in the expansion program will be a 
seventh battery of coke ovens and 
by-products facilities. 

+ * *K 


He Knows a Bargain, 


Drunk or Sober 


HOLDREDGE, Neb. — A loud 
clattering awoke Walter Good at 
1:30 a.m. He went to the front door 
and found a half tipsy man stand- 
ing there. 

“T’ll take it,” the stranger said. 

“Take what?” asked Good. 

“That car out front.” 

Good had picked up a card as he 
left his store to put against the 
windshield to keep it from frosting 
over. The card read: “Special—98 
cents.” 


Bg EJ x 
GMAC Opens Coast Office 
INGLEWOOD, Calif.—General 
Motors Acceptance Corp. has 
opened a field branch here. R. B. 
Webb, formerly dealer relations 
manager in the southern Califor- 
nia-Arizona region, has been named 
manager. a 
* 


Nash Dealers Pick Collignon 


CHICAGO.— The Nash Dealers 
Assn. of Cook County has elected 


new officers. They are Roy Collig- 


non, Collignon Nash, Inc., presi- 
dent; Joe Novicki, Tourist Nash 
Sales Co., vice-president; and M. 
Metnick, Downtown Nash, secre- 
tary-treasurer. 

* * + 


Westinghouse Expands 


Lamp Sales Department 


BLOOMFIELD, N. J.—The 
miniature and automotive lamp 
sales department of Westing- 
house has been expanded to in- 
clude six new products, it was re- 
vealed in a joint announcement 
by F. M. Sloan, general manager, 
and C. E. Erb, sales manager. 

C. W. Flood jr. will head the 
new department, assisted by Rob- 
ert M. Harris. a 

* 


Peckat Heads GM Juniors 

CHICAGO. — Walter Peckat jr. 
son of Buick dealer Walter Peckat, 
Maywood, Ill, has been elected 
president of the General Motors 
Junior Executive Club. It consists 
of sons and sons-in-law of Chicago 
GM dealers. Other officers are Jack 
Levy, Northwest Auto Co. vice- 
president; William Winkler, May 
Motor Sales, secretary; and, Joseph 





Perlin, Logan Square Buick, treas- 
urer. 
* + + 


Canadian Battery Sales 


MONTREAL.—S ales of electric 
storage batteries and parts by Ca- 
nadian producers were lower for 
March at $1,887,000 against $1,934,- 
000 for the corresponding month 
last year. However, cumulative 
sales for the January-March period 
were slightly higher at $5,836,000 
against $5,817,000. 

* * * 


Dealers Honor Ford Aide 


PALO ALTO, Calif. — William 
A. Abbott jr., plant manager of 
Ford’s new San Jose assembly 
plant, was honored at a luncheon 
given by Ford dealers of this area. 
Abbott has been with Ford Mo- 
tor Co. for 40 years, the last 25 
years in the San Francisco Bay 


area. 
* * * 


Division Renamed 


ST. LOUIS—American Ther- 
mometer division of Robertshaw- 
Fulton Controls Co. has been re- 


named American controls division, | Gonoral Motors Corp. for 21 years 


the company has announced. 
* * 


1902 Employe Retires 


KENOSHA, Wis.—Herbert W. 
Devine, the only remaining em- 
ploye of American Motors Corp. 
who worked on the original one- 
cylinder Rambler car in 1902, has 
retired. His fellow workers pre- 
sented him with a watch and 
George Romney, president, sa- 
luted the 53-year-veteran with a 
personal letter. Devine started 
as an assembly line worker. His 
last position was in the cost de- 
partment. 


* 2 * 


Popovic Heads Line Assn. 


CLEVELAND.—Nicholas Popovic 
has been elected president of the 
Cuyahoga County Chrysler Dealers 
Assn.; Philip Fleishman, vice-pres- 
ident, and Frank Condon, secre- 
tary. 

* * + 


36-Day Car Supply 


HYDERABAD, India.— The Ni- 
zam of Hyderabad, considered one 
of the world’s wealthiest men, owns 
36 autos, seven buses, two trucks 
and one auto-rickshaw. None of the 
vehicles is taxed by the state. 

* * * 


Northeast Plymouth Dealers 
Choose Scott as President 


BOSTON.—The Northeast Plym- 
outh Dealers Assn., Inc., has elected 
Harry B. Scott, Cambridge, presi- 
dent at its annual meeting. 

Other officers elected were 
Charles Hurwitz, Brighton, vice- 
president; Fred Cain, Wilmington, 








treasurer, and Sidney Goldberg, 
East Boston, secretary. 

New directors are Frank H. 
Wing, Boston; George Pemstein, 
Worcester; Chandler Hall, Brock- 
ton; Myron D. Smith, Norwood; 
Paul S. Rochford, Medford; Albert 
J. Moll, Cambridge; Jackson Fel- 
ton, Malden, and George Kramer, 
Brookline. 

+ * + 


Sports Cars at Boston 


BOSTON.—Residents of the Bos- 
ton area will get their first look at 
bigtime sports-car racing July 4 
when 170 of the nation’s top com- 
petitive drivers will do their stuff 
on a special course at Beverly Air- 
port. 

* * * 
Gerity-Michigan Retains 
Farrell and Associates 


DETROIT.— Thomas A. Farrell 
Associates, managing and market- 
ing consultants, has been re- 
tained by Gerity- 
Michigan Corp., it 
has been an- 
nounced by James 
Gerity jr., presi- 
dent. 

Farrell Associ- 
ates, Detroit, is 
headed by Thomas 
A. Farrell, former 
Ford vice - presi- 
dent, a founder 

bai and former presi- 
T. A. Farrell dent of Dearborn 
Motors Corp., and an executive of 


and of Nash Kelvinator for nine. 
Farrell’s experience in management 
and marketing in the automotive, 
appliance and farm equipment fields 
will be used by Gerity-Michigan for 
expansion, Gerity said. 

* + * 


2 Buffalo Used-Car Dealers 


Charged with Tax Evasion 


BUFFALO.—Two officers of King 
Cole Motors, Inc. — Sydne Cole, 
president, and Carl Frey, treasurer 
—are scheduled to be tried June 28 
in Federal Court here on tax-eva- 
sion charges. 

Attorney Maurice Frey, brother 
of Carl, has filed a motion asking 
that the trial be adjourned until 
Sept. 6. Alexander C. Cordes, as- 
sistant U. S. Attorney, said he will 
oppose the motion before Federal 
Judge Harold P. Burke. Cole and 
Frey operate a used-car lot. 


* * * 


Twigg Plans Expansion 


BRAZIL, Ind.—An expansion of 
W. C. Twigg Industries, Inc., has 
been announced by W. C. Twigg jr., 
president. He said approximately 
23,000 square feet will be added to 
the firms buildings here. The com- 
pany manufactures jet engine com- 
ponents and other assemblies. 

* = * 


National Automotive Fibres 


Opens Forest, O., Plant 
DETROIT. — National Automo- 
tive Fibres, Inc., has completed 
its new $500,000 plant at Forest, 
O., J. R. Millar, chairman, has 
announced. 
Cutting and sewing operations 





Suitably Attired for Anniversary— 


To celebrate his silver anniversary in the automobile business, B. W. Blaushild 
(Dodge-Plymouth), Shaker Heights, O., attired his staff in silver jackets and berets. 
From left are Blaushild, Vaughn Kozar, W. J. Render, Ruth Billip, R. Schwartz, Sy 
Safier, Sanford Miller, E. H. Dell, D. 1. Smith, R. Render, H. Simon, O. Turek, A. E. 
Knoppf, R. Barnhart and G. Friedman. The dealership, located near Cleveland, has 
a “million dollar showroom,” featuring original paintings, ivory figurines and other 


works of art. 





for automotive trim products, 
which were handled in a leased 
plant since last September,. hav: 
been moved to the new plant. 


Utility Names Chaffin 

BUTTE, Mont.— Dean Chaffi:, 
Bozeman, regional NADA vic: . 
president, has been named to the 
board of Montana Power Co., av- 
cording to F. W. Bird, board chai: - 
man. Chaffin founded Northern Au - 
tomobile Co. (Buick-Chevrolet) i 
1926 and is still president. He ha; 
completed his fifth term in the 
Montana House. 

+ * * 


British Industries Fair 


Stages ‘Little’ Auto Show 


LONDON, England.—The British 
Industries Fair last week staged a 
motor show in miniature. The dis- 
play models were nine inches long 
and revolved on turntables, just like 
their big brothers. 

The show was based on Britain’s 
annual display of full-size autos. 
Each little car, fashioned to scale, 
was equipped with an electric mo- 
tor which ran for hours on flash- 
light batteries. They were made by 
Victory Instruments, Guildford. 
The firm is producing 700 per day, 
half for export. 


* * * 


Car Laws Compilation Given 


To Illinois Secretary of State 


SPRINGFIELD, Ill.—A copy of 
Titleguide, a compilation of the Illi- 
nois motor vehicle registration 
laws, driver license law and title 
law, has been presented by the 
author, A. R. Millard, to Secretary 
of State Charles F. Carpentier. 


Millard compiled the book prima- 
rily for auto dealers, banks finance 
companies, currency exchanges, 
notary publics and others who han- 
dle motor vehicle registrations and 
title applications. 

” 


a * 
Northwest Service Assn. 


Plans October Parley 


PORTLAND, Ore.—The North- 
western Parts and Service Man- 
agers Assn. will meet Oct. 28-29 at 
Vancouver, B. C.,, according to 
Claude Mooney, group president. 
Mooney is parts manager of A. C. 
Smith Chevrolet here. 

He also revealed that the group’s 
name has been changed from West- 
ern to Northwestern. The Vancou- 
ver Motor Dealers Assn. is assisting 
in the convention. 

e © * 


Gerity-Michigan Climbs 
Out of ‘Red’ in March 


ADRIAN, Mich.—James Gerity 
jr. chairman and president of 
Gerity-Michigan Corp., has an- 
nounced that after 19 months the 
company returned to a profitable 
operation in March. 

Reasons given for the upturn 
were an improvement in produc- 
tion efficiency in the manufac- 
turing plants, along with price 
increases on automotive parts the 
firm supplies. 

* . 


Crampton Mfg. Co. Acquires 


Conrad, Inc., Holland, Mich. 


GRAND RAPIDS, Mich. Cramp- 
ton Mfg. Co. has acquired, through 
an exchange of stock, Conrad, Inc., 
Holland, Mich., manufacturer of 
low--temperature testing equip- 
ment. 

Crampton, whose operating divi- 
sion is Grand Rapids Brass, states 
that it will add personnel and plant 
facilities to Conrad’s present setup. 

4 + * 


Westinghouse Participating 
In Safety Campaign 

BLOOMFTELD, N. J.— West- 
inghouse Electric Co. has an- 
nounced that it is serving as au- 
tomotive lighting participant in 
the third annual National Vehicle 
Safety Check Campaign. 

The safety drive, now in prog- 
ress, aims at inspecting 3 million 
cars in 311 U. S. cities. 


Outdoor Auto Show Held 


In Clearwater, Fla. 


CLEARWATER, Fla. — The first 
outdoor show ever held in Florida 
was held here under joint auspices 
of the Junior Chamber of Com- 
merce and the Clearwater Auto- 
mobile Dealers Assn. 

Albert Moshell (Lincoln - Mer - 

(Continued on Page 56. Col. 1) 











_ than 1,750 years before 
the birth of Christ, a rich mer- 
chant who lived in Karum, Kanesh, 
a big trading market of Assyria, 
received a sharp letter from his 
wife. She was living among the 
social leaders of Assur, then the 
“center of more civilized culture” 
in Mesopotamia. 

She complained that her 
mother-in-law had locked her out 
of the house when she refused to 
give the “old lady” more money 
for offerings at festival time”... 
(This is according to the writ- 
ings on 6,000 cuneiform tablets, 
unearthed the other day, at Kul- 
tepe, Anatolia, near the site of 
the ancient town. 

These tablets, science believes, 
will reveal the business corre- 
spondence, ledger, bookkeeping ac- 
counts ... in addition to the even 
more anguished personal letters 
from the wives of the merchants 
who were left behind. 

* * ” 
UH know what? ... I, who is 
always giving “advice to young 
men,” might start a correspondence 
school, telling “approved young 
men” how to make a lot of money 
fast . . . of course it would have} 
to be fast or they wouldn’t be in-| 
terested.) | 

I got an idea for the first les- 
son in my course just today. It 
has to do with that golden liquid 

... referred to in Texas as oil... 
In the “1870s,” the fur traders, 
poling down the Athabaska River, 
brought back reports that in the 
area about 300 miles northeast of 
Edmonton, was a sandy soil for- 
mation literally soaked in oil. 
Over the years since then sur- 

veys have shown that the area of 
the tar sands is 30,000 square miles 
with a depth to the formation as 
much as 200 feet. 

Engineers estimate that the area 
contains 100 to 300 million barrels 
of oil. As early trappers reported, 
the oil is there to see. A man can 
pick up the sand .. . squeeze it... 
and find oil on his hand. Flying 
over the Athabaska River for 100 
miles, he can see in the water of 
the river and its tributaries, streaks 
of oil washed from the sandy | 
banks. 

= - * 

HERE have been theories that 

under the tar sands must be a 
reservoir of oil that flows down to 
the great Redwater and Leduc 





fields to the south where orthodox | 
drilling has tapped it. Private com- 


Groundwork Laid | 
For Inspection | 


os a o 
In W. Virginia 

CHARLESTON, W. Va. — West) 
Virginia’s first compulsory inspec- | 
tion of motor vehicles will be con- | 
ducted over a three-month period, 
starting July 1 and ending Sept. 
30, according to R. W. Boyles, State 
Police superintendent. 

To lay the groundwork for the | 
annual inspection program, the | 
state held a series of meetings for | 
the benefit of garage and service | 
station owners whose establish- | 
ments will be inspection stations 
and mechanics will serve as in-| 
spectors. 

Stations will charge a $1 fee for | 
each inspection and 25 cents for a} 
sticker showing the vehicle has | 
been inspected and approved. There | 
are more than a half million vehi- | 
cles registered in the state. 

Brakes, lights, signal lamps and 
devices, steering, mirrors, horn, 
windshield and wipers and exhaust 
systems will be covered by the| 
safety inspections. 

Although the inspection law has | 
been on the statute books since | 
1951, the state did not have the 
means of starting the program 
until the 1955 Legislature provided 
for the 25-cent sticker charge to 
cover the state’s administrative 
cost. 
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panies and the Canadian Federal 
and provincial governments have 
conducted research. Ottawa set up 
a test plant but after the last war 
it was closed. 

NOW ... the Can-Amera com- 
pany has leased 6,000 acres and 
the Alberta provincial plant for 
its own studies. A method, devel- 
oped by Gordon R. Coulson of 
Calgary is to be tried out. I¢ calls 
for adding light oil to the sands 
and applying centrifugal force 
and pressure to the diluted oil, 
sand and water, so as to cause 
the oil to free itself from the 
solids and the water. 

A shipment of 40,000 pounds of 
the tar sands was made to Pough- 
keepsie, N. Y., where a plant for 
the extraction process was built 
and tested. The plant was moved 
out to Bitumont, Canada, late in 
1954, and has started operation. The 
plans now call for a $35 to $50 mil- 
lion plant that would include min- 
ing equipment, separators, and a 
quarter inch pipe line to Edmonton 


where it would join up with the | 
Trans-Canada line that goes east | 


to Duluth, Minn. 
* 


iy 


* * 


Oh well... In one column 
eeT can’t tell any young man 





Kelsey-Hayes helps 
put 20% power bonus into 
Curtiss-Wright engines 


One more example of 
Kelsey-Hayes diversity at work for 


major industries throughout America 


Any way you translate it—20% longer 
range, 20% less fuel, 20% more payload 
—power recovery turbines on the 
Curtiss-Wright Turbo Compound 
engine mean greater operating econ- 
omy. The entire power recovery unit 
— requiring 2000 close tolerance 
machining operations — is manufac- 
tured to highest engineering standards 
by the Kelsey-Hayes Wheel Company, 
Detroit 32, Michigan. 


KELSEY; 





how to make money ... First you 
must be born with a desire to do 
something worth while ... you 
won't find any ideas in any popular 
bar which is always full of “wise- 
cracks” and guys telling why they 
lost that last job. The world today 
is full of the opportunities you 
dream about .. . I said, literally 
“full of ’em” ... It really depends 
upon “keeping your eyes open.” 

I think the greatest handicap 
most young men encounter is 


that they don’t use the brains | 


that God gave them. Then spend 
your time with some girl who 
knows more about mother-in-laws 
than the guy in Anatolia, whose 
wife wrote him anguished letters 


locked her out of his Assyrian 
home when she refused to ad- 


festival. 
If you’re young enough .. . and 
can wangle the plane fare... fly 


out to Calgary and ask to see that 
guy Coulson ... He can give you 
the “low-down” .. . Besides the 
scenery is wonderful. Keep lookin’ 
boy ... you'll get there .. . just 





cidentally. 
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CURTISS-WRIGHT 

Turbo Compound Engines 

are in use by 30 World Airlines 
plus leading military aircraft 





in cuneiform when his mother | 


vance her more money for the | 





ee. 
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Buick Chief Makes Personal Report— 


Ivan L. Wiles, Buick general manager, center, gives a first-hand report on company 
progress to two well-known shareholders, Jack L. Sorensen, Cobb, Wis., left, who is 
GM's 500,000th shareholder, and Charles Stewart Mott, Flint philanthropist and GM 





remember money comes quite in-| director, who was one of the corporation's first stockholders. The meeting occurred 


when the Sorensen family toured the Buick plant. 
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HAYES 


World’s Largest Producer of Automotive Wheels 


Wheels, Brakes, Brake Drums, Special Parts for all industry 
McKeesport, Pa....los Angeles ... Windsor, Ont., Canada... Davenport, la. (French & Hecht Farm implement.and Wheel Div.) 


° 9 Plants — Detroit and Jackson, Mich... . 
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PUR 
NEWS 


GT ESERIES! 
SECTION 


$12,000 and more—in 


extra yearly profits for you 
and a “raise” for all your salesmen! 


Increase your income—increase your men’s 
income with the special new plan offered 
new car dealers by United States Rubber 
Company and its Distributors. No inventory, 
no added personnel required. No service 
problems. Don’t pass up this chance for 
extra profits—get the facts today! 


WRITE, WIRE or CALL 
M. C. CRAWFORD 


United States Rubber Company 
1230 Avenue of the Americas * New York 20,N.Y. 











$8,000 to $20,000 a Year 


Servicing Radiators 


Profits pay for equipment quickly. 


Little space is required.. 

$8,000 . . . $12,000 . . . $14,000 
a year and up—that’s why so many 
dealers and garages are enthusi- 
astic about their radiator servicing 
department. 

Little overhead is required. One 
man handles the work, and he can 
get free training in a prominent 
factory school. 

Little space is needed. One dealer 
reports setting up his radiator de- 
partment in a -wash stall. One 
radiator shop reports using an old 
coal house. A department can be 
started with only 2 pieces of equip- 
ment, others can be added later. 

The potential in radiator servic- 


ing is enormous. Of the 60-million 
autos, trucks and tractors in the 
U. S., over-20-million require radi- 
ator service yearly. More than 
80% of all vehicles, in use 1 year 
or more, have radiators plugged at 
least 25%. That’s enough to cause 
‘trouble on a long hard drive. 
Greater plugging can cause serious 
engine damage. Newly overhauled 
engines will fail prematurely if 
the radiator is partially plugged. 
Besides the jobs that come direct 
from car owners, an added volume 
always comes from other dealers, 
as well as garages, body shops, 
service stations, etc., who have no 
radiator servicing equipment. 





INLAN D—World's Largest Manufacturer 
of Radiator Servicing Equipment 
Offers One Complete Package—EQUIPMENT, 

TRAINING, 
MERCHANDISING! 


Inland's modern equipment and 
free factory training enable you to 





eri | Bla aay seeeeeenaer eee Sie nne ams eemenn sie ony aie ome pew ena 
do professiona wor ost and [ Inland Manufacturing Co., 
easy . . . increase profits. | Dept. AN-6 
Send for NEW 48-page book, ! 1108 Jackson St., Omaha 8, Neb. 


“Blueprint For Profit,” with letters ) Please send NEW free book “Blueprint 








from customers, equipment, prices For Profit.” 
and details of ‘Pays-For-ltself’ | Firm. —— 
payment plan. | Address. abiiepulidip~ndcinenjateonbicass: iE 
Ci <acaiininiasne mg Na SOIR = oe 
INLAND MFG. CO. |.” 
cdi Se 


1108 Jackson St. 
Omeha 8, Nebraska 


“Sold Exclusively By Mail" 


If Dealer, make of car sold... >>> 
| Are you now operating a radiator shop 


j Oo Yes () No 


| 
od 








Lawsuits Affecting Dealers ... 
Court Decisions 


By Leo T. Parker 
Attorney at Law 

URING recent weeks, the writer 

has collected several higher 
court decisions affecting auto deal- 
ers. The outcome of some of these 
law suits shows a surprising lack 
of legal knowledge on the part of 
auto dealers. 

Other suits disclosed that some 
legal knowledge is necessary for 
dealers to be able to avoid ex- 

| pensive law suits. 
Recently I received a letter from 
an auto dealer in which he stated 


API Recommends 
Change in Engine 


Classifications 


| WHITE SULPHUR SPRINGS, 
W. Va.—A revision in the American 
|Petroleum Institute classification 
| system for internal combustion en- 
| gine service hag been recommended 
to the API’s lubrication committee. 

The most important changes rec- 
ommended are (1) a new title 
which emphasizes that the API 
system is one of engine service 
classifications, not all classification, 
(2) emphasis that “Service MS” 
represents the most severe for gas- 
oline engines, (3) the inclusion of a 
third service classification for diesel 
engines and (4) the addition of re- 
marks concerning the use of mul- 
tiple service designations for oils 
used in diesel engines. 

Other changes include consistent 
use of the term “crankcase oil” and 
introductory comments regarding 
gasoline engine service to make 
this section consistent with the die- 
sel section. The suggested revision 
will be submitted to all committee 
members for approval by letter 
ballot. 

On the basis of a panel report by 
J. H. Yater, Esso Standard, the 
committee voted to attempt to se- 
cure on an annual basis the statis- 
tical information on the sales of 
lubricating oils and greases, similar 
to that provided by the U. S. De- 
partment of Commerce for the 
years 1947-1951. 











Service Volume 
Expected to Set 


Seasonal Record 


NEW YORK.—Meeting the motor 
vehicle service needs of the record 
total of 80 million U.S. motorist- 
vacationers expected this summer 
will produce an alltime high sea- 
sonal volume of about $6 billion 
for the nation’s 379,000 automotive 
service establishments, it was esti- 
mated by Zac Drake, general sales 
manager of Permatex Co., Inc. 

His own company’s 1955 pre- 
vacation sales of maintenance 
chemicals are running from 5 to 
30 percent ahead of last year, he 
said. 

The fact that one out of four 
vacation-bound vehicles will be 10 
years old or older this summer con- 
tributes to a substantial share of 
the added summer and vacation 
service requirements, he said. 

Another summer business-build- 
ing factor will be the addition of 
nearly 2,000,000 new cars to the 
55,000,0000 motor vehicles already 
in service. 


Lyon, Inc., Buys 
Into Lamp Firm 


WINDSOR, Ont.—Lyon, Inc., will 
purchase a substantial portion of 
common stock of Canadian Motor 
Lamp Co., Ltd., here from Domin- 
ion Forge & Stamping Co., Ltd., 
according to George A. Lyon jr., 
president. 

A supplier to Canadian automo- 
tive industries for the past 28 
years, the lamp firm will continue 
to produce head lamps, stampings, 
hub caps and die castings, as well 
as Lyon wheel covers which it has 
,manufactured under a licensing 
| agreement. Harry J. Warner, pres- 


|| ident, and other members of man- 


‘agement will continue to operate 
ithe company. 
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that he had read of a case where | 
a seller forfeited his interest in an 
— used by the purchaser to ille- 
gally transport merchandise. 

This reader asked for citations 
of similar new cases. Hence I shall 
briefly review similar higher court 
decisions rendered in 1954. | 


In Colonial Co. v. U. S., 210 Fed. | 
(2d) 531, it was shown that two 
agents of the Federal Bureau of 
Narcotics found some heroin in the 
back seat of an automobile. 

* om * | 


Auto Carrying Narcotics 
bape owner owed money on the) 
car to Colonial Co., which filed | 


suit to prevent the auto from being} 
|confiscated by the government. 


During the trial the govern- | 
ment’s evidence showed that the 
heroin was wrapped in three small | 
tissue paper packages, which was | 
contained in an ordinary paper | 
sack which was concealed under | 
the rear arm rest. Its possession | 
by the owner of the car was not! 
explained. 


It was contended that as the 








‘A 





seller merely had a mortgage on 
the auto and had no knowledge 
that the purchaser of the car 
used it for transportation of 
heroin, the financial interest of 
the seller should be protected. 

The higher court approved the 
forfeiture and confiscation of the 
auto, saying: 

“Possession by the defendant 
(car owner) of the narcotic drug 
is sufficient evidence to authorize 
conviction. In our opinion, the fore- 
going evidence was sufficient to 
sustain the forfeiture.” 

* 7 + 


Seizure of Liquor 


LSO, see Chevrolet Pickup Truck 

v. U. S., 212 Fed. (2d) 662. 

In this case it was shown that a 
truck was seized by Federal offi- 
cers while being used to conceal 
and remove two gallons of distilled 
spirits upon which taxes due the 
U. S. had not been paid. 


A fimance company which had 
an interest in the vehicle by vir- 
tue of a conditional sales con- 
tract, which was acquired in good 
faith, filed suit for remission of 
the forfeiture to the extent of its 
interest in the auto. 

The higher court held that the 
finance company must lose the 
amount of money due on the con- 
ditional contract. 





Tiny Profit Margins Bring 


Woes to Buffalo Dealers 


By George E. Toles 
Staff Correspondent 

BUFFALO.—Despite the current | 
high level of new auto sales, some | 
local dealers have expressed con- | 
cern about the overall state of their | 
business. 

The main worry of the dealers 
is the reduction of their profit 
margin by discount deals and 
higher tradein allowances. 

One dealer said competition in 
the business today means that he 
must sell on a close margin to 
continue to rack up a high vol- 
ume of sales. 

Another said he was under 
“heavy pressure” from the factory 
to move cars on a volume basis. He 
added that this has caused a 
greater stock of used cars than 
usual and that he had considerable 
money tied up in slow moving 
items. 

“In many instances,” he _ said, 
“the buyer can get lower payments 
on a new car than he can on a 
used car. This is because many are 
writing three-year deals for new 
cars but won’t go any further than 
one year or 18 months on a used- 
car deal.” 

One dealer in downtown Buffalo 
fears that things will “get worse 
before they get better.” He said 
new-car stocks of certain makes 
were known to be substantial and 
gave the opinion that manufactur- 
ers had warehoused autos as a 
“hedge” against a strike in the 
summer. 

“If no strike comes,” he ob- | 





served, “these cars will probably 
be dumped into the market at a 
time when sales are in a seasonal 
decline.” 

However, in view of such an 
eventuality, some lending concerns 
are reported ready to move in to 
protect their dealers. This would be 
accomplished by holding the line 
on credit to dealers, it was said. 


155 Champions 


To Race in °55 
Soap Box Derby 


DETROIT.—A record field of 155 
champions will race for $15,000 in 
college scholarships and other 
prizes Aug. 14 in the 18th All- 
American Soap Box Derby in 
Akron. 

The national champion will re- 
ceive a $5,000 scholarship and the 
Chevrolet championship trophy and 
a ring similar to that presented 
each year to the winner of the 
Indianapolis speedway race. 

W. G. Power, executive director 
of the event and advertising man- 
ager of Chevrolet, which sponsors 
the race in cooperation with news- 
papers and civic organizations, said 
the 155 local races scheduled top 
1952’s previous high of 154. 

Scholarships include: Second 
place, $4,000; third, $3,000; fourth, 
$2,000; and fifth, $1,000. Each of the 
155 champions also will be pre- 
sented a 17-jewel wristwatch. 








J 


Ace Motors Wins Fifth Ford Award— 


The Ford Four Letter Award has been presented for the fifth straight year to Ace 
Motor Sales, Woodbury, N. J. From left, are Edward Buck, business manager; Allen 
C. Eastlack, president; Bill Marks, service manager; C. N. Eastlack jr., general man- 


| 


been in Woodbury for 35 years. 


ager; Bill Pines, sales manager, and Bill Human, parts manager. The dealership has 





























Inereased service 
efficiency 


The right parts do the job best. 
It will pay you to do business 
with your Chevrolet dealer. In 
so many ways, he is actually 
your partner in service! 
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©) Technical help in 
<“# service problems 


Booklets like the Repair Manual 
help you solve tough problems 
quickly by showing best and 
quickest installation methods. 
On tricky service problems, see 
your Chevrolet dealer. He can 
help you solve them quickly. 


Take it from a leading 
Independent Serviceman: 





- Dealer is my 
- partner in 
- service ~” 


“My Chevrolet dealer gives me prompt deliv- 
ery, sure; but more than that, the parts I buy 
from him are the same quality as the parts used 
as original equipment. I feel this gives me better 


service jobs and more satisfied customers.” 


FRED B. GIBBS, Owner 
STANDARD AUTO BODY WORKS 
1700 KALORAMA RD., N.W. 
WASHINGTON, D.C. 


Mr. Fred B. Gibbs, owner of Standard Auto Body Works, 
Washington, D. C., receiving delivery of parts from his Chevrolet dealer. 





e A complete line of 
» Chevrolet Parts 


Your Chevrolet dealer is one, 
convenient source for all Chev- 
rolet parts. He can assure prompt 
delivery, helps you give your 
customers better service! 


a Quality you can 
depend on 


Your Chevrolet dealer handles 
parts manufactured to high 
standards of quality, precision- 
built for dependable operation. 
Buy your Chevrolet parts from 
the man who specializes in them 
—your Chevrolet dealer. 


Your Chevrolet dealer is ready, willing 
and able to serve you better than ever! 
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Across the Nation .. . 


Auto Dealer Changes 


Wilson Motors (Chrysler-Plym- 
outh), Dallas, has opened a new: 
sales and service building. The firm 
is owned by Walter and James 
Wilson. ea 


+ 

Ruud to Sell Pontiac 
John Ruud has been granted a 
Pontiac franchise in Albert Lea, 
Minn., and has opened in a new 
building. é 

Chicago Mercury Deal 
Crane Motor Sales, 4808 Archer 
St., Chicago, has opened a Mercury 
dealership. Edward M. Peckwas, 
president, and Larry Laurian, vice- 


president, are co-owners. 
* + * 


Miller Opens Deal 
Bud Miller, formerly associated 
with his father in Miller & Sons 
(Chevrolet), Aliquippa, Pa. has 
opened Bud Miller Chevrolet Co., 


Greensburg, Pa. 
7 


Bracken Buys Wheeler 


Charles Bracken has purchased 
Wheeler Chevrolet Service & Sales, | 
Fullerton, Ky. from Frank | 


Wheeler. 





| 


Ford Appoints Pi 
New Dealerships 


In Pennsylvania 


Seven new Ford dealerships have | 
opened in Pennsylvania. 

The firms and owners are: smith | 
& Miller Ford Sales, Saxton, Ber- 
nard J. Miller and W. J. Smith; 
Dillon’s Garage, Pleasant Unity, | 
Albert W. Dillon; H. W. Alexan- 
der’s Garage, Derry, H. W. Alexan- 
der; Fisher Ford Sales, Ambridge, | 
C. D. Fisher; McCune Motor Co., 
Irwin, John and James McCune 
and Sarah A. Mitchell; Stoltz Mo- 
tor Co., Patton, Harry O., Louis W. 
and Ronald H. Stoltz; Benner Mo- 
tors, Mifflinburg, C. R. and Mary 
B. Shaffer, G. E. and Rosalea B. 
Dagrosky. ‘di 


* * * 


Wallace, McIntyre Sell 


Chevrolet Dealership 

Lew B. Wallace and William L. 
McIntyre, Bellingham, Wash., have 
sold Wallace Chevrolet Co. to Stan- 
ley Nelson jr., owner of Nelson 
Motor Co. (Chevrolet), Sedro-Wool- | 
ley, Wash. Wallace has been in the | 
auto industry 24 years. 

Gordon Fraser, Wallace sales| 
manager, will take over Nelson’s 
dealership. McIntyre has said he 
will reenter business later. 

* + + 


Pontiac Deal Moves 


Chieftain Pontiac Co., formerly | 
O’Donnell-Glover Motors, Balti- | 
more, has opened in suburban Tow- | 
son, ‘Mad. Owners Eddie O’Donnell | 
and Sam Glover have been affili- | 
ated with Pontiac for 22 and 12) 
years, respectively. | 

7” +. 


Dodge Truck Appoints 


3 Upper Midwest Deals 


Three Chrysler Corp. dealerships | 
in the upper Midwest have been | 
granted Dodge truck franchises. | 

They are Reidinger Motor Co. | 
(Chrysler - Plymouth), Mandan, N. | 
D.; Pier Motor Co. (Dodge-Plym- | 
outh), Rapid City, S. D., and Bell 
Motor Co. (DeSoto - Plymouth), | 
Lindstrom, Minn. | 


Madsen Takes eit 


Madsen Motors, Inc., has opened | 
a new Studebaker dealership in| 
East Providence, R. I. Officials of 
the newly-incorporated firm, which 


previously operated a Studebaker 





bi 
100 Feet of 48-12” x 18” Pennants 
All-Weather Durefiim Only $4.50 
Mf net setished. 


retunded 
YRLO Porta cite. 
2168 W. 25th, Cleveland | 


& 


Ohio, dept. W | 





dealership in Pawtucket, R. L., are 
Stephen and EE i — 


Lockhart ‘eu Kilbourne 
Robert Lockhart has purchased 
Kilbourne Chevrolet Co., Hudson, O. 
+ 


* * 


Gray Heads Nash Deal 
Harold O. Gray, as president of 
Harbor Nash Co. Wilmington, 
Calif., signed a Nash franchise with 
L. T. Kouns, western division sales 
manager. Duke Randall is operat- 
ing manager of the new firm. 
+ * + 


Freeman Takes DeSoto 


Bernie Freeman has opened a 
new DeSoto-Plymouth dealership 
in South Gate, Calif. The con- 
tract was signed with D. H. 
Copeland, DeSoto regional man- 
ager, and witnessed by John E. 








Zwahlen, Freeman’s service man- 
ager, and Y. M. Posthuma, De- 
Soto city manager. 


Morris Signs with Buick 
Bill Morris Buick Co. has opened 
in El Monte, Calif., after franchise 
signing ceremonies with Ed Ken- 
nard, Buick zone manager. 
* * 


Buick Firm Set Up in N. C. 


Waldron Buick Co., Concord, N. 
C., has been organized with capital 
stock of $100,000. Principals are J. 
W. Alexander jr., Edythe J. Con- 
way and William H. Booe, all of 
Charlotte, N. C. 

* 


2 * 


It?s Hudson for Donkar 
Jack Donkar Motors, Inc., 12 W. 
Liberty St., Savannah, Ga., has 
been appointed a Hudson dealer- 
ship. 


* * * 


Brodsky Takes Hudson 


In Eugene, Ore. 
Brodsky’s, Inc., headed by 
M. Brodsky, has been named by 
American Motors as the new Hud- | 
son dealership in Eugene, Ore. 


The firm will continue to provide | 








carp 


by Masland 


Albert 


etin 


nd by Mohawk 





Canadians Borrow More 


To Finance New Autos 


OTTAWA. — The average 
amount of financing per new mo- 
tor vehicle sold in Canada last 
year increased to $1,897 in con- 
trast to $1,810 in 1953, but the 
average financing of used vehi- 
cles involved $830 in 1954 as 
against $849 a year earlier, the 
Canadian Government reports. 

A total of 154,104 new motor 
vehicles were financed for $292,- 
259,000 in 1954, as against 189,052 
units ‘for $342,247,000 in 1953. For 
used vehicles, 384,624 units were 
financed for $319,387,000 in 1954, 
down from 451,460 for $383,298,000 
in 1953. 








sales and authorized service for its 
former lines, Willys and Kaiser. 

Gilbertson Motors, which for- 
|merly handled Hudson in Eugene, 
| has gone out of — 

* + 

| Siebold Buys ‘fanerees 
| George L. Livengood has an- | 
nounced sale of a partnership in- | 
| terest in Livengood Motor Co., Clay | 
Center, Kans., to Clarence H. Sie- 











bold. The Oldsmobile dealershi; 
will be known as Livengood-Siebolc 
Motor Co 


* * 


Potzsler Opens L-M Deal 


Potzler Lincoln-Mercury, Inc., i 
a new dealership at 705 E. Jeffer 
son St., Plymouth, Ind. John R 
Potzler is president. 

* . * 


Rogers Buick Opens 
Lehman Rogers has opened Rog 
ers Buick Co. in Douglas, Ga 
Rogers has been in the automobil« 
business in McRae, Ga. and Dodg« 
County, Ga. 


* * + 


Fisher Takes Ford Deal 
In Ambridge, Pa. 


Fisher Ford Sales, Inc. has 
opened a dealership in Ambridge, 
Pa. The firm is being operated by 
Milton L. and Joseph L. Sachnoff 
and Cecil B. Fisher. 

The company formerly was Laris 
Motor Sales, = 

* 


Gibson Buys Out Calhoun 


C. T. Gibson, recently general 
|manager of Capitol Lincoln-Mer- 
cury Co., Tallahassee, Fla. has 

(Continued on Page 31, Col. 3) 





9 ..a blend using 
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Western Cadillac Dealers Talk Sales— 


Cadillac dealers from northern California, Nevada, Utah, Idaho and Wyoming 
attended the recent sales management conference at the GM Training Center near 
San Francisco. Shown, from left, seated, are R. W. Jenson, northern California whole- 
sale manager; J. P. Schaupner, Cadillac assistant sales promotion manager; M. S. 
Lester, San Francisco branch manager; W. Briody, Berkeley, Calif.; H. W. Shepard, 
Oakland, Calif.; L. J. Fazackerly, San Francisco branch general sales manager, and 
M. E. Fields, Cadillac merchandising manager. Standing are E. H. Lindburg, San 
Francisco branch sales promotion manager; L. D. Meara, branch wholesale manager, 
and F. Francis, Oakland, Calif. 


of the firm; Paul A. Lester, vice-| Hunter, A. L. Martin and Waldo 


Across the Nation... 


Auto Dealer Changes 


(Continued from Page 30) 


purchased the interest of B. R. Cal- 
houn in Lincoln-Mercury Motor 
Co., Tifton, Ga. Gibson is general 
manager of the firm. 

* = * 


Opens Showrooms 

New Packard dealership in 
Fort Wayne, Ind., Aldrich-Wil- 
liams, Inc., has opened newly 
decorated showrooms at 215 West 
Wayne. Bruce K. Williams and 
William R. Aldrich are owners 
of the dealership. 


* * * 


Poole in New Building 
Poole Motor Co. (Lincoln-Mer- 
cury) has opened for business in 
its new building at 1100 N. Main 
St., Las Cruces, N. M. Russell Poole 
is president and general manager 


Fairlane 


president and service manager, and 
Don Hill is sales manager. 
+. + * 


Opens in Gulfport 


A new Chrysler-Plymouth deal- 
ership, Moon-Mattox Motors, Inc., 
has opened in Gulfport, Miss. Tom 
Moon is president of the firm, 
which is located at 1812 25th Ave. 
A, E. Mattox is secretary-treasurer. 

* * + 


Nash Firm in Business 


Greenville Nash Motors, Inc., has 
opened for business at 325 Augusta 
St., Greenville, S. C. The firm 
bought out the facilities of the Wil- 
liams Motor Co. used-car lot. It is 
capitalized at $60,000. Stockholders 
include W. H. Arnold, J. C. Leach, 
G. Fred Gregory, Robert W. 


Introduced less than a year ago, the NEW Nylon Staple by IRC is already 
in important use in America’s most important industries. The biggest 
names in the automotive field are featuring blended carpeting using this 
uniquely different staple. Leading mills report that it is a better nylon 

‘ staple in many ways. It has seven new and distinctive features 
capable of producing new and better effects. 
@ MORE RESILIENCY with less CRUSHABILITY ¢ GREATER STRENGTH 
e BRIGHTER LUSTER « BETTER CRIMP e GREATER RESISTANCE TO ABRASION 
¢ LOWER DYE COSTS « NEW ECONOMY FOR YoU 


It P «CG Industrial Rayon Corporation 
Sales Offices: 500 Fifth Ave., New York 36, N.Y. ¢ 627 Guilford Bldg., Greensboro, N.C. 
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N. Leslie. James F. Perley sr. is 
president. : 
* * 


7 New Ford Deals Open 


In Minnesota, Wisconsin 

Seven new Ford dealerships 
have opened in Minnesota and 
Wisconsin. In the latter state, 
Duane Abrahamson has opened 
Bloomer Sales, Bloomer. 

The Minnesota dealerships and 
owners are Morken Service, 
Rushford, Alton F. and E. G. 
Morken; Johnson Motor Sales, 
Clarkfield, Leonard Johnson; Gil- 
bert Motor, Gilbert, Jack F. 
Gentilini; Viking Auto Co., Ken- 
yon, Harland C. Anderson; Schil- 
linger Motors, Hayfield, Arvid 
Eklund and Melvin Fijelbroten, 
and Brink Implement Co., Edger- 
ton, Jerry and Marion Brink. 


Hudeon Appoints 
9 New Dealers 


Nine new Hudson dealerships 
were announced by the Hudson 
sales department in Detroit last 
week, 

They are Midtown Motors, Eliza- 
beth City, N. C.; Dietz and Durk 
Motor Sales, Columbia, Mo.; Brod- 
sky’s, Inc., Eugene, Ore.; Makin 
Motors, Grandview, Mo.; Friend 
Auto Exchange, Friend, Neb. 

McCracken Motor Co., Carlsbad, 
N. M.; McKenzie Motor Co., 
Brownwood, Tex.; Robert R. 
Weaver, Rockford, Ill., and Byron 
S. Alexander, Broadway, Va. 

* +. - 


Triple Cities Traction 
Form Mack Truck Firm 


The major stockholders and of- 
ficers of Triple Cities Traction 
Corp. have formed a new firm to 
sell and service Mack trucks in the 
Binghamton, Endicott and Johnson 
City (N. Y.) area. 

Triple Cities Mack Co., despite 
a similarity in management and 
ownership, will be operated entirely 
separately from the bus company, 
Albert Schreiber, vice-resident of 
both, said. 

President of the company is 
George E. Schreiber, who also is 
president of TCTC. 


Wrenn and Sustare Purchase 


Hines-Mims Ford Deal 


Hines-Mims, Inc. (Ford), Pitts- 
boro, N. C., has been sold to James 
Wrenn, former Ford Motor Co. 
zone manager, and John W. Sus- 
tare, Ford dealer in Nashville, N.C. 

Allan C. Mims, NADA treasurer 
and Ford dealer in Rocky Mount, 
N. C., formerly was president of 
Hines-Mims. The name of the deal- 
erships has been changed to Jim- 
mie Wrenn, Inc. 

* * * 


Barnes and Blickens Buy 


Scranton (Pa.) L-M Deal 


Ray E. Barnes and Robert P. 
Blickens have taken over Moore- 
Blatnick, Inc. (Lincoln-Mercury) 
and will operate the Scranton 
(Pa.) dealership under the name 
of Barnes-Blickens, Inc. 

Barnes started with Ford Mo- 
tor Co. in 1929 and served for a 
while as Philadelphia zone man-. 
ager. He joined the Moore-Blat- 
nick firm in 1950 as sales man- 
ager. Blickens joined the organi- 


zation in 1947. 
* . * 


Milner, Gerrard Buy 


Van White Pontiac 


Van White Pontiac, Inc.,~Little 
Rock, has been purchased by R. E. 
Dumas Milner, Gwner of dealer- 
ships in San Antonio, Tulsa, New 
Orleans and Jackson, Miss. 5 

His partner is Ralph Gerrard, 
president and general manager of 
the firm which will be known as 
Milner Pontiac Co. 


* * * 


Hendrickson Takes DeSoto 


Bob Hendrickson Motors, 417 S. 
Third St.. has been appointed 
dealer for DeSoto and Plymouth in 
Logansport, Ind. 


MORE AUTO DEALERS SPECIFY 


——) BEGG 


PERSONALIZED NAME PLATES 
THAN ANY OTHER MAKE 


WRITE FOR STEMAC 1281 So. Cherokee 


DETAILS— Denver, Colorado 











Rambler gives Hudson dealers 
the highest gas mileage and! 





Are your owners complaining 
about high prices, 
low gas mileage — 
low trade-in value? a A 


Ideal family car, perfect second car. The Rambler’s so easy to buy. Prices start at 


es as * 
eliminates all this... 
i $1585 factory-town delivered. America’s lowest priced 4-door station wagon — 
has no competition because the Cross Country station wagon, illustrated, is only $2111.95 factory-town 


delivered (white sidewall tires extra). It fits the big-volume market perfectly. It’s in tune 


th er e’s n 0 oth er Car like it! with the fast growth of the second-car market. It meets the need for a car that handles 
& 


easier, parks in less space. And, it’s a perfect woman’s car! 





Rambler sets 27.47-miles-per-gallon record in Mobilgas Economy Brilliant line of beautiful, all-new V-8’s and Sixes coversipx% 
Run! “Economy Champ of the U.S.” — that’s what Rambler proved again | 
in the 1955 Mobilgas Economy Run. Over 1323 miles of every kind of 
travel, the Rambler with Hydra-Matic Drive averaged 20 per cent better 
gasoline mileage than any other low-priced car entered — 27.47 miles to the 
gallon! With gas prices on the rise, this important sales point is more 
valuable to Hudson dealers every day. 





Beautiful new cars in the lowest, the medium, and the Wasp is the roo nid 

medium-high-price fields enable Hudson dealers to do busi- price field; the Hommpt 
ness with 95% of the new-car buyers in their areas! The 
Rambler is a great volume potential with its low prices. The cars is showing incites in 


Hudson Motors Division of Americ 














volume car, lowest price with 
top resale value in its field! 





PES [eee Toe ; ar 
(4-Door Sedans, 1954 Models) 
RA CUSTOM $1475 Plymouth Savoy = $1350 
_ Plymouth Belvedere = 1460» Ford Mainline6 = ‘1320 
‘Chevrolet 210 == 1450 = Studebaker Champion (DL) 1295 
Ford Mainline8 = “1430 Chevrolet 1501285 
- Dotige Meadowbrook ©1415 Plymouth Plaza 1235 
ee es : Ci). 7 
a, Willys AeroAce = s*1145 
Comm. DeLuxe V-8 = 1400 Willys Aero Lark = (1085 
*Source: NADA Official Used-Car Guide (Region E), May, 1955 < 4 
: ‘e weal 
Rambler resale price tops 15 competitive models. Used Stronger, safer, rides more smoothly; offers reclining seats, beds,and lowest 
Ramblers are fast-movers at top prices in any used-car market! cost air conditioning. Rambler’s Double Strength Single Unit car construction is 
Their average retail used-car price (’54-model sedans) is higher twice as rigid, twice as safe! Ramblers offer everything people want in cars —style, 
than the average retail used-car price (’'54-model sedans) of the luxury, ample room — and exclusives! No other car in its field has new Deep Coil Ride 
low-price three! Hudson dealers offer in the Rambler low first —3 times softer springing. No other low-priced car offers Airliner Reclining Seats, 
cost and low operating cost plus high trade-in values. Twin Travel Beds, and All-Season Air Conditioning — all at low, low additional cost. 





> of market! TV’s hottest program sells Hudsons! Davy Crockett, Hudson, a major division of a powerful, progres- 
}most luxurious car in the medium- America’s number-one hero, leads a smash-hit program sive, new corporation. American Motors, one of the 
is an all-new, fine car with one of the of Hudson advertising. “Disneyland” reaches 50 million “Big Four” passenger-car producers, has a new deal 
the business! The new Hudson line of people on TV; national magazines, newspapers, and strong — a genuine factory-dealer partnership with the highest 
s in public acceptance every month. local-area promotion are all at work selling Hudson cars gross margin in the industry. For full information, 
for Hudson dealers every day! Hudson advertising is contact N. K. VanDerzee, sales vice president, at the 

stepped-up —in quantity, in impact, in selling power! address below — or your nearest Hudson Zone Office. 


14250 PLYMOUTH ROAD, 


Motors Corporation ccrroir 32, micnican 





Wilbur H. Norton, president of 
R. M. Hollingshead Corp. has 
announced the appointment of 

J. A. Caskey as 
sales Manager 
of the company’s 
automotive divi- 
sion. Caskey for- 
merly was assist- 
ant sales man- 
ager of Hollings- 
head’s special 
brands division. 
Prior to joining 
Hollingshead in 
1952, Caskey was 

J. A. Caskey associated with 
National Cash Register Co., Radio 
Corp. of America, and Philco Corp. 

* 


* * 


Stark Heads Polarad Unit 


Louis Stark has joined Polarad 
Electronics Corp., 43-20 Thirty- 
fourth St., Long Island City, N. Y., 
as general manager of its new 
automotive specialty division. Stark 
will direct engineering, production 
and merchandising of all the divi- 


sion’s products. 
* 


* * 


Plomb Tool Names Jones 


Proto Vice-President 


M. B. Pendelton, president of 
Plomb Tool Co., Los Angeles, has 
announced the appointment of G. E. 
Jones as vice-president and man- 
ager of Proto Tools division, ' 
Jamestown, N. Y. 

Jones, who joined the Proto 
plant in 1947 as comptroller, has 
served as assistant manager for 
the last several years. He assumes 
the manufacturing, distribution and 
other management responsibilities 


of Claude Boring, who resigned. 
* * * 


Judge Given New Post 
In Ford Special Products 


J. Emmet Judge has been ap- | 


pointed merchandising and prod- 


uct planning manager of the | 


Special Products division of Ford 
Motor Co., according to Richard 
E. Krafve, general manager. 

Judge, who formerly held the 
same position with Lincoln-Mer- 
cury, joined the company in 1949. 
He was assistant general pur- 
chasing agent for the division 
from 1953 to 1955, having pre- 
viously been manager of product 
and facilities planning. 

* * € 


L-O-F Promotes Six, 
Expands Engineering 


Promotion of six engineers and | 
expansion of the engineering de-| 


partment of Libbey - Owens - Ford | 


Glass Co., Toledo, have been an- 
nounced by Curtis W. Davis, pro- 
duction vice-president. 

Roy A. Nyquist has been named 
director of engineering, succeeding 
William H. Hasselbach, newly 
elected vice-president; Emmett L. 
Walters and Russell W. Abbott 
have been appointed associate di- 
rectors; Alfred H. Miller, chief 
mechanical engineer; Wayne W. 
Kohn, chief structural engineer, 
and Richard E. Warren, chief serv- 
ice engineer. 

= 


Canterbury Appointed 


Ford Division Manager 
Appointment of John S. Canter- 

bury as manager of Ford division’s 

organization and systems depart- 


* * 


ment has been announced by Rob- | 
man- | 


ert S. McNamara, general 
ager. 

Canterbury succeeds Lowell E. 
Krieg, who has been named assist- 
ant to the general manager of 
Lincoln and operations manager of 
Continental. Canterbury formerly 


MEMO To 


FORD AND CHEVROLET DEALERS 
We are interested in making suitable 
connections for local deliveries on a 


TRADE 


basis throughout the country to supply 
new cars for our leased fleet. (Since 
these cars will be used locally your serv- 
ice shop can benefit also.) 


Contact Ben Geller 


EMKAY, INC. 
6850 Cottage Grove Avenue 
Chicago 37, Illinois 
Phone: Museum 4-6969 
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was manager of quality program- 


ming and controls. 
+ 


* * 


Herman Body Appoints 


Seven Sales Managers 


Herman Body Co., St. Louis, has 
announced the appointment of 
seven new district sales managers. 
They are: 

Jack Allen, south Texas; Sam J. 
Beierfield, Louisville and Cincin- 
nati; William K, Bohn, eastern 
Missouri and southern Illinois; Ray 
H. Keasler, north Texas; Eldon F. 


Miller, northern Illinois and Wis- | tute of America, effective Sept. 1.| for Wade Electric Products C.., 
consin; Robert M. Sanders, west The group’s board of directors also | Sturgis, Mich. 
Missouri and Kansas, and James | renamed George H. Hetley a vice- 2 
L. Taylor, — | president. Lay is treasurer of Whe-| Briggs Names Wanstall 
\land Co., Chattanooga, Tenn., and | F; ° 
: oS aceeeas | Field Representative 

White Motor Names Adams _| Hetley is divisional comptroller of icasauamad of Charles E. Way 
Truck Division Manager |the Harrison Radiator division of| oi as western field representativ c 

Joseph E. Adams has been| cenera! Motors, Lockport, N. Y- | for Briggs Schock Absorber Cc., 
named manufacturing general aes ita Cleveland, has been announced ty 


manager of the Truck division of | Newcomb Joins Soren | L. W. Klein, sales vice-president. 
White Motor Co., Cleveland. For-| 4 ° Sales S g He “teams” with W. K. Shaef: 
merly purchasing and planning di-| 44#omotive Sates taff |who was named eastern represe 
rector, Adams joined White in May,| Harley Newcomb has joined So-| tative with headquarters in Clark 
1944. reng Products Corp., Schiller Park,| burg, W. Va. Wanstall will opera: 
+ * Ill., as automotive sales manager, | from his home town, Tyler, Tex. 
° |G. R. Calkins, vice-president an- 
Automotive Men Named | nownoed. | Mack Shifts Hallam 
By Controllers Institute Prior to joining Soreng, New-| Wallace Hallam has been ap- 
C. C. Lay has been elected a vice-| comb worked on the development) pointed Philadelphia district man- 
president of the Controllers Insti-| of the automotive switch program | (Continued on Page 35, Col. 3) 


- 7 


* 


WE ARE EXPERTS 
IN PROP -SHAFT 
PROBLEMS...... 








DANA CORPORATION, 
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Committee. I. G. Fowler has been 
named director of the development 


Auto Personnel department, Davis added 


Gar Wood Names Peck 


Sales, Advertising Head 


Milton G. Peck has been named 
ager of Mack Trucks, Inc., Elliott|ments departments of Libbey-| vice-president and sales and adver- 
5 | E. Ewell, vice-president has an- | Owens-Ford Glass Co., Toledo, ac-/|tising director of Gar Wood Indus- 
nounced. Previously Mack district | cording to Curtis W. Davis, produc- tries, Inc., accord- 
manager in Pittsburgh, Hallam tion executive vice-president. LE ing to E. F. Fish- 
joined the company in 1922 as &| A new technical service depart-| 4 er, president. 
salesman in Chicago. iment has also been formed, and ; For the past 4% 
* * | will be headed by Frank Rodman, —: = a 2 
| Figo ° Davis revealed. een sales an- 
Five Boosted in LOF Other promotions include that of ‘ ager of the elec- 


| Department Consolidation Dr. Joseph D. Ryan as research . a x tric industrial 
- boxy truck division of 


(Continued from Page 34) 


Five-Car Haulaway Unit Offered— 

Fruehauf Trailer Co. has introduced a haulaway unit which will carry five medium , 
or small-sized cars. The unit is described as particularly adapted to West Coast and Harold M. Alexander has been/ director, succeeding Dr. George B. Fs : Clark Meuieaneas 
Canadian operations, where overall lengths of 60 feet with this type of load are | named supervisor of the newly con- | Watkins, promoted to permanent 


: ; Co., and for 26 
permitted. The fifth car is carried on 9 head ramp over the tractor. ; | solidated research and develop- | chairman of the Technical Policy f years prior to 


Se ee aed that was indus- 
M. G. Peck trial-truck sales 
manager for Yale & Towne Mfg. 


Gar Wood also makes construc- 
tion equipment. 
+ 


Champion Spark Plug Picks 


Research Director, Aide 


Two appointments in the pro- 
gram to centralize and broaden en- 
gineering and research activities of 
Champion Spark Plug Co., Toledo, 
have been announced by R. A. 
Stranahan jr., president. 

Carl J. Eaton, assistant director 
of research, has been named direc- 
tor of engineering and L. R. Lentz, 
of the engineering department, has 
been appointed assistant director. 
Both men will report to Robert K. 
Christie, who became vice-president 
of engineering and research in Jan. 

* * * 


lower frames... engine angle... axle alignment... and Chicopee Mills Ups 
other modern developments in motor, chassis and body Atkison and Birt 


designs .. . are welcomed by Dana. Chicopee Mills, Inc., New York, 

has announced the promotions of 

Dana engineers are working on today s propeller shaft George V. Atkison, formerly sales 
manager on Lu- 
mite Saran, 
are developing efficient Spicer designs to cover many Chixon and Chic- 
opee fiber fabrics, 
to product direc- 


tor on this line, 
Dana engineers have accumulated an invaluable fund of and George B. 


Problems of prop-shafts as related to lower floors . 


problems with every passenger car manufacturer, and 


different and complicated requirements! 


propeller shaft and universal joint design knowledge...the hls succeed 
result of over 50 years experience in this field. Spicer origi- Birt formerty 
nated the automotive universal joint and propeller shaft a gos tn 
BES i sales senta- 
. and Spicer products have been built into practically Sige te indlens. 
" i G. B. Birt 
i ehicle that has been manufactured. Ohio, Kentucky, . 
a West Virginia and western Penn- 
sylvania, serving seat cover manu- 
facturers and trim jobbers. 
* * * 


Lingg Succeeds Calkins 


At Rochester Products 


Promotion of Kenneth F. Lingg 
to service manager of the Rochester 
Products division of General Mo- 
tors Corp., Rochester, N. Y., has 
been announced by F. Dean Low- 
ell, sales manager. 

Lingg, formerly advertising and 
sales promotion specialist, replaces 
Edward H. Calkins, who has been 
named merchandising manager for 
Rochester Carburetors, United Mo- 
tors Service, Detroit. 

” * x 


Allegheny Ludlum Promotes 


Four in Sales Division 


A series of appointments in Alle- 
gheny Ludlum Steel Corp’s sales 
division has been announced by 
Russell M. Allen, sales vice-presi- 
dent. 


Henry N. Anthony has been 
named Philadelphia district man- 
ager, succeeding F. Price Norris 
jr., recently appointed Stainless and 
Special Steels sales director, and 
Royden C. Presley has been named 
Buffalo district manager. He has 
been succeeded as Birmingham 
(Ala.) district manager by Walton 
P. McCord. 


Ask Dana to help solve your prop-shaft problems! 

















AUTOMOBILES 
Ai 
WHOLESALE ONLY 


All makes, models, & years 


SETH-BOYDEN INC. 


‘TPG BL ee hia tis 


ER PRODUCTS: TRANSMISSIONS + UNIVERSAL JOINTS * PROPELLER SHAFTS + AXLES + TTT Tai) Meal ee 
0 T OH j 0 Tosave CONVERTERS » GEAR BOXES » POWER TAKE-OFFS » POWER TAKE-OFF JOINTS + RAIL CAR 
7 DRIVES + RAILWAY GENERATOR DRIVES + STAMPINGS © SPICER AND AUBURN CLUTCHES « PARISH FRAMES ‘Bae a ee re 
| REVERSE CHARGES 


TEE CURR 6 CI 


. 
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Army, Air Force 
Operating 193 
Mobile PXs 


NEW YORK.—The Army and the 
Air Force now have 193 mobile PX 
exchanges operating in domestic 
installations, according to Maj-Gen. 
H. L. Peckham, chief of the Army 
and Air Force Exchange Service. 


A breakdown of the 193 mobile 
exchanges reveals that 116 are 
snack bars, 39 are combination re- 
tail stores and snack bars and 38 
are retail stores. Sixty-seven of the 
PXs are the trailer type and 126 
are self-contained units. 

Peckham said, “Many Army and 
Air Force Personnel are frequently 
assigned to duties on flight lines, 
firing ranges, maneuver areas and 
similar remote places where it is 
impractical to establish permanent 
exchanges. 

“Our solution has been to utilize 
mobile retail stores and snack bars 
to bring such personnel the service 
they require. It has proven to be 
both economical and practical.” 

During World War II, converted 
Army trucks doubled as PX mo- 
biles in the U.S. and overseas. It 
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White Joins ATA Foundation— 


White Motor Co., Cleveland, has joined the American Trucking Assns., Inc. Founda- 
tion, the trucking industry's educational and research organization, and has con- 
tributed $50,000 to be used in advertising the truck's role in the U.S. economy. 
Shown as the announcement is made are, from left, Walter Belson, ATA; J. N. Bauman, 
White executive vice-president; Walter Carey, ATA Foundation president; Robert 
Black, White board chairman, and Neil Curry, ATA president. 





was not until the truck industry|that specially-built mobile ex- 
converted to peacetime production | changes became available. 








1955 








On the Financial Front. . . 


Corporate Earnings 


Head for New Peak 


- Pipszebgpanaiaber profits are running 
at a record-breaking rate. Ac- 
cording to Standard & Poor’s Corp., 
the net income of 675 corporations 
for the first quarter of 1955 was 





Christopher’s Estate 


Exceeds $1 Million 


TROY, O.—The late George T. 
Christopher, former president of 
Packard Motor Car Co., left an 
estate with gross value of $1,117,- 
551.64, according to a State in- 
heritance tax determination. He 
died here last June. 


Most of Mr. Christopher’s hold- 
ings were in stocks, and the total 
value of personal property was 
listed at $989,908.14. Federal taxes 
against the estate were $143,146 
and State taxes, $39,117. 





Let this tag help sell your 





You slip this eye-catching salesman onto the 
battery post easily and quickly. 





It dresses up the battery. 


Tells the customer instantly that the bat- 
tery has the best insulation available. It 
can also be used as a price tag. 


Gives the retail sales person more ammu- 
nition to sell premium grade batteries. 


premium line of 
batteries... 


a 
"IS ae Nis 


ore 


croPOe 
S 





-@® THE TAG REMINDS THE CUS- 
TOMER OF THE ADVERTISEMENTS 
OF Peerless Separators HE HAS SEEN 
IN THE SATURDAY EVENING POST. 


Send today for your free supply of these tags. 
They announce, in the quickest, strongest 
way, that the batteries you sell are loaded 
with protection and long life. 


UNITED STATES RUBBER COMPANY 


BATTERY SEPARATOR SALES DEPARTMENT + ROCKEFELLER CENTER, NEW YORK 20, N. Y. 








28.30 percent above the same period 
of 1954. 

“This excellent showing marked 
a continuation of the vigorous 
recovery that started in the final 
quarter of 1954,” said Bernard 7. 
Frevert, of S&P. 

It was reported that a large vol- 
ume of sales has led to a general 
widening of profit margins, which 
also were bolstered by the operation 
of more efficient facilities under the 
program of recent years. 

oa - * 
ee ase of the busi- 
nesses checked showed first- 
quarter gains, according to S&P. 
An excellent outlook for second- 
quarter business prevails as well, 
the firm said. 

At the same time, Standard and 
Poor’s reported that business activ- 
ity in Canada is likely to follow the 
U. S. pattern and shows a marked 
gain in 1955. ‘ 

* * 


Ex-Cell-O Corp. 

At the annual meeting of share- 
holders of Ex-Cell-O Corp., Detroit, 
an increase was approved in the 
number of authorized shares of 


;}common capital stock of $3 par 


value from two to five million 
shares. However, the firm’s man- 
agement said it had no present 
plans for issuance of any of the 
additional authorized shares. 

+ * * 


Fruehauf Trailer, Canada 


Fruehauf Trailer Co., Canada, 
Ltd., Ottawa, first-quarter report, 
1955 vs. 1954: Sales, $1,792,184 and 
$1,064,301. 


‘Hope’ Motorcade 
Raises $51,500 
For Palsy Fund 


NEW YORK.—A trucking “mo- 
torcade of hope” has raised more 
than $50,000 for victims of cerebral 


|palsy. The motorcade consisted of 


hundreds of scale model vans slot- 
ted in the top so they could be used 
as coin receptacles. 

The campaign extended over a 
period of three weeks and was con- 
ducted in 440 cities by 600 agents 
of Allied Van Lines, sponsor of the 
project. 

Arlene Francis launched the 
drive on her TV show, “Home,” 


|which is seen on 93 stations from 


coast to coast. 

The $50,000 goal was _ reached 
plus an additional $1,500. Agents 
worked with local United Cerebral 
Palsy affiliates, staged parades, held 
auctions and service club lunch- 
eons. The trucks were then filled 
with candy and were given to palsy 


|centers for children. 





Tubeless Tire Mounter— 


A pneumatic mounting band for tube- 
less tires, announced by U. S. Rubber Co., 
is demonstrated by a mechanic. The tire 
is placed over the rim, then the mounting 
band is put in place around the outside 
of the tire and inflated. The band forces 
the tire beads into a seal with the rim, 
and the tire is inflated as a valve slowly 
defiates the band. The device is said to 
fit all cor tires. 
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Get Spring-Cushioned 


Positive Engagements 
in Synchro-Mesh Jobs 


BUICK 


CLUTCHES AND PARTS 


with 





ovide all needed parts for each replacement job— 


BUICK CLUTCH REPAIR KITS pr 
for easy installation. 


individually matched and balanced 
YOU BUILD GOOD WILL by using factory-engineered parts designed 
to fit and function properly. 


BUY EACTORY-WARRANTED PARTS r full discount. 


from Your Buick Dealer—at you 


ENGINEER APPROVED ACCESSORIES 









testing equipment engages 
1,000 times an hour? 


id You Know that Buick scientific 
nd disengages the Buick clutch 1 





FACTORY ENGINEERED PARTS 






ick Parts 


SEE YOUR BUICK DEALER — Your One-Stop Source for Bu 








7 
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Essays Net Free Cars— 


Plymouth dealers of Birmingham, Ala., refunded the price of four Plymouth cars to 
buyers who entered the best essays on what they liked about the Plymouth. As a 
result of the contest, sales increased 20 percent, dealers say. The winners, from left, 
are David J. Smith, Mrs. M. L. Carl, James M. Goree and C. W. Cheatham. 





Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 


from moraine: 
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4 High ways & Safety sae 


‘Slow Down and Live’ 
Theme of Campaign 


The “slow down and live” safety | 
campaign held each year from 
Memorial Day to Labor Day saved 
600 lives in 24 states last year, said 
William M. Greene, chairman, Na- 
tional Conference of State Safety 
Coordinators, last week. 


Traffic Deaths Up, 
sitea ent bell retante ta | APT 2 OFF 2,700 


1955 program. Greene said that 40| Traffic deaths went up in April 
percent of all traffic fatalities oc-|for the second consecutive month, 
curred in the 100 days between the the National Safety Council has 
two holidays. reported. The death toll was 2,700 
The 48 governors have signed |—about 4 percent higher than for 
proclamations endorsing the 1955| April, 1954. 
drive, Greene said. This is the first time deaths have 
le | | gone up two months in a row since 
Traffic Research Gift the downward trend began in Sep- 
A $15,000 grant from the Allstate tember, 1953, the Council said. 
Foundation of Allstate Insurance| The death total for the first four 
Co. has been presented to North-|months of this year was 10,480— 
western University, Evanston, IIl., | Virtually unchanged from the same 
for research and development work | Period in 1954. 
in street and highway traffic by’ On a mileage basis, however, this 


the University’s Traffic Institute. It 
is the third year the foundation has 
aided the Institute. 





bearings that outlast crankshafts 


(Mmoraine-40O 


automotive engine 


Ves, Moxaine-400 bearings 
wore still serviceable after out— 
WEOHing as many as thee 
0S WL ONE CMgne WE 
endurance tests! This toughness comes 
froma special aluminwn bearing 
alloy developed by General 
Motors research. amd ime 
exclusive momupactiving 
and processing, “methods. 
Made by the worlds Largest, 
aman notiner of, original - 
Cguiprtyr aullomotine ongine 
beaxings —the Moraine — 4100 
is proving US toughness euey 





products 


DIVISION OF GENERAL MOTORS, DAYTON, OHIO 


bearings 






With the Moraine-400 bearing, many new engines can be designed 
for higher bearing loads without increasing the bearing area. 


Moraine also produces: 

M-100 engine bearings and Moraine 

conventional bi-metal engine bearings— 
Self-lubricating bearings—Moraine friction 
materials—Moraine metal powder parts—Moraine 
porous metal parts—Deico hydraulic brake 
fluids—Deico brake assemblies, master cylinders, 
wheel cylinders, and service parts— 

Moraine power brakes—Moraine rolled 

bronze and bi-metal bushings. 





year is better than last, he 
Council pointed out. For the first 
three months of this year tra el 
was up 6 percent. For the saine 
period deaths were down 1 percent, 
resulting in a record low rate of 
5.8 deaths per 100 million miles 
* * * 


Texas Dealers Honored 


The Texas Automobile Dealers 
Assn. has honored three dealer- 
ships for their aid to high school 
driving classes by loaning autos for 
training. They are Beaumont Motor 
Co. (Chevrolet), Kinsel Motcrs 
(Ford), and Mid-City Motors (Cad- 


illac), all of Beaumont. 
* + * 


USC Gets Briver Grant 


Forty-two scholarships for high 
school teachers of driving courses 
will be available this summer at 
the University of Southern Califor- 
nia as a result of a $5,000 grant 
to the university by the All-State 
Foundation. Last year 44 attended 
and are now teaching 5,473 high 
school pupils in driver education. 





Congressional OK 
Forecast for 


Expanded Roads 


Congress will eventually approve 
an expanded highway program, 
| John N. Robertson, American Road 
Builders Assn. president, told the 
|recent annual dinner meeting of 
|\the New England Road Builders 
Assn. 

Members of Congress are view- 
ing the deficiencies in the nation’s 
roads with deep concern and are 
satisfied that substantial, even he- 
roic, Measures are necessary to 
correct these weaknesses, he said. 

Robertson also outlined the work 
of the ARBA in arousing public 
|and official interest in better roads. 
| Noting that Congress boosted 
Federal aid for state highway pro- 
grams by 50 percent last year, he 
stated that this expenditure fell 
far short of meeting the real needs 
of the country. 

The ARBA feels that expanded 
Federal assistance to the states 
for highway construction is _ re- 
quired, he added, although how 
this money may be raised must 
still be worked out. 


Iowa Cop Lauds 
Women as 
Better Drivers 


Iowa women are much better 
drivers than the men. That’s the 
verdict of David A. Herrick, state 
highway patrol chief. 

“Our figures show it,” he said in 
an address to a Greater Des Moines 
Chamber of Commerce women’s 
driver clinic. He hastened to ex- 
plain however that there are fewer 
licensed women drivers in Iowa. 

“Maybe it’s concern for their 
| families that causes women to take 
|fewer chances than men,” Chief 
|Herrick said, “but whatever it is 
I wish the men would follow the 
example set by the women.” 
| Herrick and Lt. S. N. Jespersen, 
| assistant chief, addressing the third 
lof four driving clinics arranged by 
the Chamber of Commerce wom- 
en’s division, said they were sorry 
the recent Iowa Legislature failed 
to enact any state highway speed 
limit law. 

A bill proposing a 55 mile an 
hour night time limit passed the 
House, but died in the Senate. 








Darlington Suggests 


Driver School Fees 

M. R. Darlington jr., managing 
director of the Inter-Industry High- 
way Safety Committee, has said in 

soe Syracuse that 
most parents 
probably would 
be willing to pay 
approximately $15 
in “laboratory 
fees” or tuition 
to help schools 
finance driver 
training instruc- 
tion. 

He said lower 
insurance rates 
M. Darlington Jr. 65, graduates of 
the course, plus the knowledge that 
the children will be better ani 
safer drivers should spur parents 
into demanding such courses. Dar- 
lington spoke at the Centra] Nev 
York Safety Conference. 























than any other newspaper 


Philadelphians spend $896.000,000 on automobiles and accessories an- 


nually. Their favorite newspaper is The Evening and Sunday Bulletin. 


In addition to all the contents of a great metropolitan newspaper, The 
Bulletin publishes more than 40,000 local stories each year. This de- 


tailed concern with local happenings is one of the many reasons why 


In Philadelphia nearly everybody 
The Bulletin, in Greater Philadelphia*, delivers more copies to more i 
people every seven days than any other newspaper. Philadelphians buy reads The Bulletin 


it, read it, trust it. and respond to the advertising in it. 
Advertising Offices: Philadelphia, 30th and Market Streets 
The Bulletin is Philadelphia. New York, 285 Madison Ave. * Chicago, 520 N. Michigan Ave. 
Representatives: Sawyer Ferguson Walker Company in Detroit 


*14-County A.B.C. City and Retail Trading Zone Atlanta * Los Anaeles * San Francisco 


HAND SPRAYER—Designed for spraying 
rust-prevention oils or auto wax, the 
“Merry Mister” develops its own hydraulic 


power from the fluid being sprayed. Ex- | 


plosion hazards are said to be reduced 
because no air or gas is used to provide 
spraying pressure. An _ interchangeable 
head makes it useful for spraying any thin 
liquid in a few seconds, the company 
said. N. F. C. Engineering Co., Anoka, 
Minn. 


GLASS SCRATCH REMOVER—Glass-Nu 
is said to remove minor scratches and 
abrasions. The compound is mixed with 
water and applied with a felt power tool 
wheel. Two kits are available, one with 
Glass-Nu, felt wheel and power tool and 
the other without the tool. Van-lee As- 
sociates, P.O. Box 89, Detroit 12, Mich. 

> a 3 


Upholstery Cleaning Kit 


Glamur Products, Inc. 119 S. 
McBride St., Syracuse, N. Y., has 
developed an upholstery cleaner 
and packaged it in a kit. Included 
is a 58 by 20 inch advertising ban- 
er, cleaning concentrate, appliers, 
squeezZe bottle and instruction 
sheet. 


CORRUGATED BOX—Weaver Mfg. Co., 
Springfield, Ill., has adopted a stream- 
lined method of packaging its photo- 
electric headlight tester. A corrugated 
body is placed over the tester and two 
corrugated caps are held in place by steel 
strapping set in pre-cut slots. A smaller 
container holding parts is inserted before 
closing. The box is said to be 60 pounds 
lighter than the crate previously used. 
Gaylord Container Corp., 111 N. 4th St., 
St. Lavis 2, Mo. 

* + m 


Heli-Coil. Makes Inserts 


For Left-Hand Threads 


Heli-Coil Corp., Danbury, Conn., 
has developed inserts for left-hand 
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NEW PRODUCTS 


threads especially for repairing 
threads that receive the wheel} 
mounting screws in Chrysler, De-| 
Soto, Dodge and Plymouth cars. | 

They come in two sizes, 7/16 by | 
20 and % by 20. The company said | 
a three-step method—(1) drill out | 
damaged threads; (2) tap new | 


threads for the insert, and (3) in- 
stall the insert—replaces welding, | 
use of over-sized screws and bush- | 
ings. The firm has made inserts for | 
right-hand threads since 1939. 





DRUM LATHE — The “Speedy Brute"’ 
brake drum lathe features ‘‘Vapo-Jet” 


| dustless grinding, a load compensator and 


16-inch travel. It is said to be able to 
take “big bites" quickly. Van Norman 
Co., 3600 Main St., Springfield, Mass. 

* ¢ *@ 


Literature on P & C Tools 
Is Made Available 


A piece of literature directed to 
businesses selling hand tools has 
been published by P & C Hand 
Forged Tool Co., Portland, Ore. 


The literature explains in detail 
the important self-selling features 
of P & C’s newest tool merchan- 
diser, the “Hornet-100.” A copy may 
be obtained by writing to P & C 
Hand Forged Tool Co., P.O. Box 
5926, Portland, Ore. 


* * * 


BEAD EXPANDER—The Vamco is an 
air-operated bead expander and tire 
spreader for tubeless tires. The unit is 
installed against the wall or may be used 
with overhead expansion on a bench or 
tire removing unit. It comes with a stand- 
ard tire valve for inserting air pressure. 
It revolves to permit tire inspection. Jef- 
ferson Engineering and Mfg. Co., 269 
Walker St., Detroit 7, Mich. 

.: => « 





GASOLINE DISPENSER — The TeleView 
features a picture window with 50 percent | 
more dial space than former models and | 
142-degree angle visibility. The brand- | 
name panel is suspended inside the dial 
window and backlighted to give on effect 
of “floating.” Bowser, Inc., 1365 E. Creigh- 
ton Ave., Fort Wayne, Ind. 


duces Duco lacquer colors in the | 
| proportion of one-to-one and pro-| 
| vides correct film thickness in two | 
| coats. The firm compared this with | 
| shop practice of one and a half gal- | 
lons of thinner to one gallon of | 
Meets | COlor for the usual four or five-coat | 


system. 


BRAKE FLUID DISPLAY—Wagner Lock- 
heed brake fluid is offered in a service 
station display. Various assortments are 
available with the metal-wire merchan- | 
diser. Wagner Electric Corp., Automotive 
division, 6410 Plymouth Ave., St. Louis) 
14, Mo. ‘ 


Wayne Pump Develops 


Auto Washing Unit 


Wayne Pump Co., Salisbury, Md. | 
has introduced a car washing —_| 
which the firm said enables an} 


i i ] an | 
a. a iow te ee | ADDRESSING MACHINE — A portable 


The unit is described as a com- | 9¢dressograph machine, Model 30, fea- 


plete package which includes a | tures a carbon ribbon that is said to pro- 


pumping unit to maintain constant ; 4¥¢e fine-line printing and keeps plates | 
pressure, high pressure nozzles for | 9d hands cleaner. The machine weighs 
. 19 pounds and comes with an automatic | 


cleaning wheels, water hoses and | . 
eeanaent, Complete details can be | feed and refiller. Addressograph-Multi- | 
obtained by writing to Dept. W-1, | graph Corp., 1251 Babbitt Rd., Cleveland 
Wayne Pump Co., Salisbury, Md. | °*’ 


* * 


* * * 


Liquid Plastic Announced 


For Cloth, Leather Repair 
Minneapolis Chemical Co., Min- | 

neapolis, 

plastic called Plastiflex that it said 


TIRE CHANGER—The Cam-Lok Tire- 
master uses cam action to secure wheel 
and tire to the stand. When a rubber- 
covered handle is moved to the left, three 


e | pins of hardened steel are forced outward 


and into the rim by the cams. Mounting 
and dismounting tools are designed for 
tubeless and conventional tires. The Tire- 
master takes rim sizes from 12 through 
18 inches. Salsbury Corp., 1161 E. Flor- 
ence Ave., Los Angeles 1, Calif. 

> 


has announced a pore } 


can be used to repair plastic,| 


leather and canvas. It comes in 10 | 


| St., Los Angeles 23, Calif. 
* ” * 


BRAKE SLIDE RULE—The Servigraph is 
a “slide rule’ printed in three colors 
which shows how to service various brake 
systems. As the wheel of the seven-inch 
disc is rotated, cutouts show and tell 
where and how to make brake adijust- 
ments. They come in sets of four for 
Bendix, Huck, Lockheed and Chrysler two- 
cylinder systems. American Brakeblok di- 
vision, American Brake Shoe Co., 4600 
Merritt Ave., Detroit, Mich. 

* 


Valvoline Distributes 


Folder on Motor Oil 


Valvoline Oil Co., a division of 
Ashland Oil & Refining Co., Free- 
dom, Pa., has completed distribu- 
tion of an envelope stuffer telling 
the story of the firm’s heavy duty 
super HPO motor oil. 

It is printed in bright yellow and 
dark green and is being used by 
Valvoline distributors and dealers, 


the company said. 
* * * 


CANNED REFRIGERANT—The Charg-A- | 


| Can offers freon 12, 22 or 114 or sulfur 


dioxide or methyl chloride refrigerants 
in a throw-away container. A dispenser 
valve is available that acts as a punctur- 
ing device and connector for the Charg- | 
A-Can. Eston Chemicals division, American | 
Potash & Chemical Corp., 3100 E. 26th | 


DuPont Introduces Thinner 


For Refinish Lacquer 


E. I. duPont de Nemours & Co. 
has introduced a lacquer thinner 
for auto refinishing called “Equal 
Mix” thinner. 

DuPont said that the thinner re- 


different colors. 

Additional information may be 
obtained by writing the firm at 11 
S. E. Main St., Minneapolis, Minn. 


* 


HOSE CLAMP—The Fog-O-Scop Jetgrip 
automotive hose clamp is controlled by a 
thumb-screw in a swivel collar. It can be 
installed without removing hose. The 
clamp is made of cold-rolled steel with 
a rust-resistant finish. Mont Clare Mfg. 
Co., 2756 S. Trumbull Ave., Chicago 23, 
ti 

* 


* * 


Bee Line Introduces 
220-V olt. Tire Rounder 


Bee Line has introduced a tire 
rounder with a 220-volt motor 
which it says rounds the tire, either 
on or off the car, by using the 
spindle for a center. 

The firm has published an eight- 
page booklet describing its prod- 
uct and its profit possibilities. 
Copies may be obtained by writing 
Bee Line Co., Davenport, Ia. 


* * x 


REBOUNDLESS MALLET — This rubber 


| composition mallet is available in weights 
| of eight, 16, 24 or 40 ounces with head 


diameters ranging from two to 34% inches. 
The bounceless feature is made possible 
by fiber layers in the rubber composition. 
Miller Products Co., Inc., 29 Warren St., 
New York 7, N. Y. 


PRESSURE CAP TESTER—The Testmaster 
No. 1030 is designed to test automobile 
and truck radiator pressure caps. The cap 
is placed on an adapter and the pump 
is operated to apply the rated pressure. 
Readings show on a pressure gauge. Enell 
Associates, Inc., 9701 Clinton Rd., Cleve- 
land 9, 0. 


Clemco Sandblast Catalog 


Is Published for 1955 


The 1955 “Sandblast with Clem- 
co,” a 20-page catalog, has been 
issued with 14 models from 150-lb. 
to 1,350-lb. sand capacity described 
and illustrated. 

Also shown, the firm said, are 
the latest accessory items to fit all 
existing sandblast units. It can be 
obtained by writing Clementina, 
Ltd., 2277 Jerrold Ave., San Fran- 
cisco, Calif. 





ARC WELDER—The Hobart line of AC 
transformer type arc welders comes in 
two models (with or without capacitators). 
The transformer is of the “saturable leak- 
age path” type and has no moving parts. 


Hobart Bros. Co., Troy, O. 
. 2. oe 


Martin-Senour Primer 
Cuts Sanding Time 


Martin-Senour Co. has developed 
a lacquer primer-surfacer that is 
said to cut down time and labor 
in preparing automobile surfaces 
for painting. 

Called Neu-Sand, the surfacer is 
said to shorten the periods between 
|sanding without the hazard of 
|gumming. The firm said only 20 to 
| 30 minutes drying time is required. 
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BENDIX-WESTINGHOUSE AUTOMOTIVE AIR BRAKE COMPANY »* General offices and factory—Elyria, Ohio. Branches—Berkeley, Calif. afid Oklahoma City, Okla. 
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ADVERTISEMENT 





Great Umbrella Boon to Used Car Sales 


Dealers from Coast to Coast have proven that McFarland Great Umbrellas make their 
lots more attractive and increase their sales. This year the McFarland Company offers 
new Sizes, new Designs and new Colors, all at reduced prices. For complete informa- 
tion on McFarland Great Umbrellas and how other dealers are using them to increase 
their sales and profits write, wire or call McFarland Great Umbrella Company, division 
of McFarland Awning Corporation—742 SW 8th St., Miami, Fla. Phone Miami 2-8153. 








A Wagner 
Changeable Copy Display Will 


¢ move used cars off your lot! 
« sell new cars! 
e increase service volume! 


The lowest cost form of automotive advertising. Effective day 
end night. Messages can be arranged in minutes; changed 
without the use of ladders with a Wagner Mechanical Hand— 
an exclusive with a Wagner Changeable Copy Display! 


Wagner Sign Service, Inc., offers a wide variety of ‘‘Railock’’ 
letters for permanent outdoor identification purposes. Also, 
translucent plastic letters for indoor identification purposes. 


WAGNER SIGN SERVICE, INC. 


Will appreciate 
your complete 
catalog 
describing 
Changeable 
Copy. Displays 


421 S. Hoyne Avenue e¢ Chicago 12, Illinois 


NAME 
FIRM 
STREET __ 

CITY & STATE 
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Auto Market Reports 


Sioux City 


New-car registrations declined 15 | 
percent in lowa’s Woodbury county 
(Sioux City) during May. The 394) 
new-car sales last month compared 
to 465 in April and 330 in May, 
1954. 

The combined Chevrolet - Ford 
total was 51 cars below April's | 
level. The complete May break- 
down: Ford, 94; Chevrolet, 91; 
Buick, 49; Plymouth, 42; Olds- 
mobile, 37; Dodge, 19; Pontiac, 
19; Cadillac, 10; Mercury, 9; 
Chrysler, 8; Nash, 6; DeSoto, 3; 
Lincoln, 2; Studebaker, 2; Hud- 
son, 1; Imperial, 1, and Willys, 1. 
New-truck registrations fell from 

April’s 57 to May’s 49. The May 
totals: International, 19, Chevrolet, 
14; Ford, 9; GMC, 2; White, 2; Dia- 





mond T, 1; Dodge, 1, and Stude- 
baker, 1. Sixty trucks were sold in 
May, 1954. 


o 


Pittsburgh 


New-car registrations in the 
Pittsburgh district increased by a 
larger-than-seasonal total in the 
May 28 week, reports the Univer- 
sity of Pittsburgh. 

For the first four months of the 
year, new-car registrations in Alle- 
gheny county (Pittsburgh) were 
about 15 percent better than the 
same periods of 1954 and 1953, ac- 
cording to the Pittsburgh Automo- 
bile Dealers Assn. 

The January-April totals were 
21,282 in 1955, 18,313 in 1954 and 
18,667 in 1953. These totals in- 
cluded sales of 7,256 new cars in 
April, 1955; 5,275 in April, 1954, 
and 5,983 in April, 1953. 

Sales by makes for January- 


* * 


April, 1955, follow: Ford, 4,115; 
Chevrolet, 3,491; Buick, 2,732; 
Plymouth, 2,674; Pontiac, 1,803; 
Oldsmobile, 1,792; Mercury, 1,044; 


Dodge, 992; Chrysler, 652; Cadillac, 
470; DeSoto, 464; Studebaker, 279; 
Nash, 263; Packard, 180; Hudson, 
107; foreign makes, 94; Lincoln, 78; 
Willys, 40; Kaiser, 8, and miscel- 
laneous domestic makes, 4.—(Leon 


M. Leffingwell.) 
* 


* * 


Tacoma, Wash. 


April sales in Pierce County (Ta- 
coma), Wash., continued their 
steady gain for the best month of 
the year to date, a total of 764 units 
racked up against 689 for March. 

Ford walloped Chevrolet for the 
sales lead 167 units against 152. 
Ford outsold the GM competition 
152 to 134 in new cars, but Chev- 
rolet gained a little ground by mov- 
ing 18 trucks against 15 for Ford. 

Far down the list in third 
place was Plymouth, with a total 
of 76 new units sold. Buick took 
fourth place for 50 new cars. 

Ford holds the lead for the year, 
to date, with 56 units against 
Chev’s 52. First place for the year 
to date in truck sales alone, how- 
ever, is held by Dodge with 60 
units. Chevrolet has sold 339 new 
cars in the county this year to 
Ford’s 280. 

Total breakdown of April sales: 

Austin, 2; Buick, 50; Cadillac, 
14; Chevrolet, 134; Chevrolet 
trucks, 18; Chrysler, 12; DeSoto, 
26; Dodge, 40; Dodge trucks, 3; 
Diamond-T, 1; Ford, 152; Ford 


| trucks, 15; GMC, 11; Hudson, 16; | 


International truck, 10. | 

Imperial, 1; Lincoln, 2; Mercury, 
26; Nash, 17; Oldsmobile, 54; Pack- 
ard, 4; Plymouth, 76; Pontiac, 48; 
Pors Amer coupe, 1; Studebaker, 
26; Willys, 4; Volkswagen, 1. 

Total sales in the county for the 
year to date, 1,631 cars, 260 trucks. 
—(R. E. Sconce.) 

* 


* * j 


San Antonio 
New motor vehicle sales for San 


| Antonio and Bexar county for May 


totaled 1,774—an increase of 279 
vehicles over the previous month. 
New-car sales increased from 1,253 


to 1,509 and commercial vehicles 


from 106 to 144. The only division 
in which a decrease occurred was 
in trucks, a total of 121 trucks be- 


|ing sold as compared with 136 in 


April. 
Ford led in motor vehicle sales 


|for the month, with 351 new cars, 


52 commercial vehicles and 32 
trucks for a total of 42. Chevrolet 


| was a close second, with sales of 


322 cars, 60 commercial vehicles 

and 25 trucks for a total of 407. 
Buick stood in third place, with 

total sales of 153 vehicles, followed 

by Pontiac, with 115 sales; Plym-| 

outh, with 96; Oldsmobile, with 91, | 

and Dodge, with 78.—(J. H. Reed.) 

Y + * 


Yakima, Wash. 


Yakima County officials report 
that 1,842 new cars and 338 new 
trucks were sold in the first five 
months of 1955. 

The figures include 409 new cars 
and 78 new trucks registered dur- | 
ing May, the highest sales month 
thus far this year.—(F. K. Haskell.) 

+ : * 


Milwaukee 

New-car sales in Milwaukee 
shattered April records and pushed 
the total for the first third of the) 
year to a new high, as well. Regis- | 
trations in April, 1955, were 4,277, 
topping the old record for the 
month of 3,703, set in 1953.—(John 
E. Hubel.) 


* * 


Indianapolis 

New-car registrations moved up- | 
ward in Marion County (Indianap- | 
olis) during May. Last month’s | 
4,287 total compared with 3,934 in| 
April. May’s new-truck registra- | 
tions totaled 399. 
Chevrolet led Ford by a com- 


* 


fortable margin in May new-car 
sales. Pontiac was third both in 
May and for the first five-month 
period. 

The May breakdown: Austin, 1; 
Buick, 331; Cadillac, 89; Chevrolet, | 
1,260; Chrysler, 98; DeSoto, 79; 
Dodge, 165; Ford, 838; Hudson, 17; 
Imperial, 8; Jaguar, 2; Kaiser, 2; | 
Lincoln, 19; Mercury, 138; Nash, | 
37; Oldsmobile, 323; Packard, 26; | 
Plymouth, 390; Pontiac, 400; Rolls) 
Royce, 1; Studebaker, 52; Volks- 
wagen, 4; Willys, 7. 

New-truck sales in May by | 
makes: Autocar, 1; Chevrolet, 102; | 
Chrysler, 1; Divco, 1; Dodge, 24; | 
Ford, 132; GMC, 32; International, | 
92; Plymouth, 1; Studebaker, 2; 
White, 10, and Willys, 1.— (C. L. 


Kern.) 
* 


Houston 

May was a better month for 
new-car sales in Harris County 
(Houston) than April. The 5,747 
registrations last month exceeded 
April’s 5,021. 

Here’s the May sales report by | 
makes: Ford, 1,486; Chevrolet, | 
1,437; Buick, 555; Oldsmobile, 533; 
Plymouth, 408; Mercury, 388; Pon- 
tiac, 315; Dodge, 148; Cadillac, 115; 
Chrysler, 77; Studebaker, 74; De- 
Soto, 57; Nash, 50; Hudson, 28; 
Lincoln, 26; Packard, 19; Imperial, 
13; Midget, 4; Volkswagen, 4; Wil- 
lys, 4; Jaguar, 2; Austin, Kaiser, 
Porsche and Triumph, 1 each. 

An even 800 new trucks were} 
sold to Houstonians in May.—(Ruby | 
Fenoglio.) 


* a 


= 


Columbus 
Columbus dealers (Franklin 
County, O.) sold slightly fewer new 
cars in May than in April. New- | 
truck registrations, however, in- 
creased. 
May’s car total was 2,847 and 


* - 


April's, 3,032. There were 277 new 
trucks titled in May, against 237 n 
April. 

Car sales in May by makes 
Austin, 1; Buick, 251; Cadillac 
56; Chevrolet, 609; Chrysler, 59; 
DeSoto, 56; Dodge, 124; Ford 
674; Hudson, 17; Imperial, 4; 
Jaguar, 2; King Midget, 1; Lin- 
coln, 7; Mercury, 150; Nash, 27; 
Oldsmobile, 171; Packard, 36: 
Plymouth, 317; Pontiac, 234; Stu 
debaker, 38; Volkswagen, 5, and 
Willys, 8. 

Truck sales by makes: Chevro- 
let, 96; Diamond T, 2; Divco, 1%; 
Dodge, 21; Ford, 78; GMC, 18; In- 


ternational, 32; Mack, 2; Reo, |; 
Studebaker, 3; White, 6. (Bert 
Strang.) 


* 


Ottawa 

New-car sales during May re- 
corded some spectacular gains for 
some dealers in this capital, where 
it is reported that such sales would 
have been even heavier if deliveries 
could meet demand for certain pop- 
ular models, particularly in the 
sports car field. Dealers report 
gains of 25 to 50 percent over num- 
bers sold a year ago. 

“Our new-car sales in May 
were up at least 30 percent in 
number over last year in this 
month, though we lost quite a 
few sales because we just couldn’t 
get certain wanted models on 
time,” said the sales manager of 
a large dealership. 

Several other dealers reported 
even higher increases in number of 
new cars sold this May and they 
added significantly that there was 
a definite trend for the lower-priced 
models now in sharp contrast to 
the enthusiasm for higher - priced 


|cars earlier this year. 


“We've boosted our new-car 


| Sales at least 50 percent this 


May,” reported one dealer, “but 


| we’ve had to shave our profits 


since we expect a beating on the 
tradeins we got in the deals.” 
Practically all dealers were wor- 

ried over how they will dispose of 


| their tradeins because, as one big 


dealer put it bluntly, “we've 
never had it that bad, that rough, 
with used-car selling.”—(M. L. 


Schwartz.) 
* 7 7 


St. Paul 


Ford led in new-car registrations 
in Ramsey county (St. Paul) in 
May, according to totals published 


| by the St. Paul Legal Ledger. Reg- 


istrations were Ford, 316; Buick, 
202; Chevrolet, 202; Oldsmobile, 
165; Plymouth, 124; Pontiac, 113: 
Mercury, 52; Chrysler, 45; Dodge. 
40; Cadillac, 27; Nash, 24 DeSoto, 


|14; Packard, 8; Hudson, 7; Stude- 


baker, 7; Lincoln, 4; Comet, 1; Mer- 
cedes-Benz, 1, and Willys, 1. 

New-truck sales in Ramsey 
County were Ford, 27; Interna- 
tional, 27; Chevrolet, 19; Dodge, 
17; GMC, 12; White, 12; Mack, 4; 
Diamond T, 3; Reo, 2; Buick, 1; 
Cadillac, 1; Diveo, 1, and Stude- 
baker, 1. 

Totals announced do not always 
represent actual sales. Some dealers 
register new cars at once and 


|others, only when they are sold. 
'dealers explained.—(Donald M 


Lyons.) 





Sacramento Dealership Goes Rustic— 

Modern California rustic style was used in designing the 9,000-square-foot building 
of Country Club Motors, newest Lincoln-Mercury dealer in Sacramento, Calif. The 
showroom is glass-enclosed with masonry walls. A modern service center is of cement 


block construction and extends from the 


rear of the showroom. A patio service 


entrance is featured with a covered section for customer parking in bad weather. 


Dennis Hickey, president, says he expects 


to employ 20 persons. 























When profitable production 
hangs by a thread... 


AUTOMATION in the automotive industry leads the way to a new 
industrial revolution. Wherever sewing thread is involved in the new 
production systems, thread of new and deperidable characteristics and uni- 
formity is essential. But in addition to superior sewability, the appearance 
and serviceability of the finished product are important. 

These factors, plus new developments in thread-making with sewing 
methods, make former thread specifications obsolete. Comprehensive knowl- 
edge of thread-making and sewing techniques is needed in selecting the 
best thread for an end-use. 


COATS & CLARK INC. 


the two famous names in thread 
and 


NATIONAL AUTOMOTIVE FIBRES, INC. 


join to bring to the automotive industry unsurpassed experience and 
facilities for developing and producing the thread—of natural or synthetic 
fibers—for any end-use, that will perform satisfactorily under the most 


strenuous conditions. 














FT. SMITH, Ark.—H. Bertram 
Lewis, veteran retail auto sales ob- 
server, suggests in a bulletin for 
the Merchants National Bank here, 
“the winning formula” for success- 
ful dealers. 

“Not every year will be better 
than the one before, but the dealer 
who has operated soundly will be 
relatively much better off than the 
dealer who has not,” observes 
Lewis. . 

His formula is summed up in the 
following points: 

1. Have sufficient capital and an 
adequate, well-equipped plant. 

2. Hire the best men and women 
that the prospects of the business 
will permit. 


3. Train your personnel with 
care and give staff members in- 
centives for the kind of work 
that increases net profits. 


4. Make every employe realize 
Wende b a tech sect 4 sales are making out? AUTOMO |that yours is a sales organization 
ondering how new-car and truck production and sales ar ? 5 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the | and that no matter what his or her 
automotive industry, every week throughout the year. 


Managers Discuss Management— 


Mercury's southern region business management managers meet in Atlanta to 
discuss programs and policies. Shown, left to right, seated, are W. A. Hanke, southern 
region administrative assistant; L. A. Walker, national business management man- 
ager, and J. T. Burks, southern regional office. Standing are A. W. Jackson, Dallas; 
G. A. Converse, Houston; J. S. Straka jr., Atlanta; B. J. Martin, Memphis, and D. A. 
Archibald, Jacksonville, Fla. 
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looked and read. 


‘The Winning Formula’ 


Veteran Sales Observer Suggests Six Points 
For Dealers to Follow 





| job is, each is a salesman. Get the’ 
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whole organization working allout 
for the public goodwill that does 
so much to increase sales and prof- 
its. Keep your employes’ morale 
high so that they will radiate good- 
will to all with whom they come in 
contact. 

5. Plan your objectives far ahead. 
Set yourself budgets and quotas 
in every department for each 
month of the year. Think out what 
must be done in advance if you 





Low-Interest Financing 


Offered in St. Louis 


ST. LOUIS. — P. F. C. Auto 
Loans, a new company here, ad- 
vertises loans on new Plymouths, 
Fords and Chevrolets at 2% per- 
cent. 

The firm’s ad states: “Arrange 
your financing — buy wherever 
you like. Easy to apply—easy to 
get.” 





This picture of a prospector staking a claim 
pointed up a ParaDE story on the pitfalls and 
promises in buying uranium stocks. 


Eight in every ten PARADE readers stopped, 


Features like this, week after week, make 
PARADE the best read magazine in print 

and give advertisers twice as many readers 
for their dollar as the big weekday magazines, 
according to independent surveys. 


No doubt about it: To give sales 
a shot in the arm, to make dealers happy . . . 
PARADE has what it takes. 


PARADE... The Sunday magazine 
section of 47 fine newspapers in 

47 major markets ... with more than 
14 million readers every week. 















are to meet them. Start doing thc se 
things at once and watch resu.ts 
with care from day to day. 

6. Plan your sales campaig. 
six months ahead and have the 
whole sales force working nct 
only for sales today but for pro:- 
pects who must be cultivated for 
sales in months and years to 
come. 


Study registrations for names of 
owners whose cars will soon hive 
to be replaced. Read the news ca‘e- 
fully for reports of marriages, 
deaths, business promotions and 
mergers. Note every item indicating 
that someone may need a car. a 
truck or have more cash with 
which to buy it. 

Have reporters scattered among 
filling stations, public garages and 
apartment houses, and pay each 
one a stated commission for every 
lead that winds up in a sale. Train 
your own shop and office personnel 
to keep a sharp eye out for pros- 
pects and pay each one of them an 
agreed-upon commission for each 
sale that comes from one of their 
reports. 

Under this kind of a plan, 
Lewis declared, no salesman will 
ever want for leads—and no new 
season will ever arrive when the 
salesman will not know where to 
look for business. 

And, he added, if the institutional 
selling job has been well done on 
every long-term prospect, the pros- 
pect will take a lot less selling on 
the allowance, the price or the time 
payment contract than any mere 
dropper-in will ever be likely to 
need. 


Officers Elected 
For Next Year’s 
Southwest Show 


SAN ANTONIO. — The directors 
of the Southwest Automotive Show 


|have elected John Patrick, of 


Mountjoy Parts Co., Houston, pres- 


|ident of the show in 1956 which is 


scheduled for May 10-13. 


In a complete report on the 1955 
show, held from March 31 to Apr. 


| 3, the directors revealed that an all- 


time high of 362 jobbers were rep- 
resented. Attendance was set at 
16,751. 

Other officers elected were J. R. 
Lawson, Proto Tools, Houston, first 
vice - president; Hubert Braden, 
American Gear & Parts Co., Dallas, 
second vice-president, and Walter 
Frazier, Hirsig-Frazier Co., Dallas, 


treasurer. 


Spokane Dealers 
Elect Bleck 


SPOKANE.—Clay S. Bleck, of 
Liberty Motors, has been elected 
president of the Spokane New Car 
Dealers Assn. 

John D. Moore was named vice- 
president, and Richard W. Axtell 
was reelected secretary-treasurer. 


N. Roy Rofinot and Wayne Ma- 


|dren were elected to three-year 


terms as directors. Others on the 
board are Donald E. Majer and 
Fred B. Utter. 








Lyon Succeeds Lyon— 


George A. Lyon jr., left, is congratu- 
lated by his father whom he has suc 
ceeded as president of Lyon, Inc. G. Al 
bert Lyon sr. has become chairman of the 
board. The younger Lyon entered the com 
pany in 1940. He has concentrated or 
products development and general man 
agement for the past two years and hold: 
several patents. Lyon makes stainless stee 
products for the automotive industry. 











To our 
Favorite Boss! 


From the receptionist at the front door through to the last man 

on the loading platform—all of us here at Great Lakes Steel 

have a very important something in common. It is the knowledge that your 
continued and expanded need for our products determines the future 

and growth of every one of us, regardless of our individual jobs here. 


It is the knowledge that you, Mr. Customer, are the boss! 


That’s why we at Great Lakes are seeing to it that our steel is the kind 
you have a right to expect from a specialist in flat-rolled products. We 
know the importance of prompt shipments, top quality, 

proper packaging and loading, dependable information, and clerical 
accuracy. We think you'll agree that our many satisfied customers are a 
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pretty good indication that this policy is good business for all concerned. 


Next time you have a problem in steel, call on one of our 
representatives to help you solve it. You'll be glad you did! 


GREAT LAKES STEEL CORPORATION = “z:"" 


Ecorse, Detroit 29, Mich. . A Unit of 











HIGH-TENSILE 
STEEL 


NATIONAL STEEL CORPORATION 





SALES OFFICES IN BOSTON, CHICAGO, CINCINNATI, CLEVELAND, HOUSTON, INDIANAPOLIS, LANSING, 
LOS ANGELES, NEW YORK, PHILADELPHIA, PITTSBURGH, ROCHESTER, ST. LOUIS, SAN FRANCISCO AND TORONTO 





Advertising of the American News- 








Affecting Factories and Dealers .. . 


Auto Advertising 


Studebaker-Packard finished in 
llth place, American Motors in 
13th and Kaiser Motors in 64th 
position. Altogether, the six man- 
ufacturers spent $75,957,000 on 
newspaper advertising in 1954, a 
75 percent increase from the 
$70,678,000 spent in 1953. 


General Motors led all 





By Martin L. Whitmyer 
Staff Writer 
The Big Three auto manufactur- 
ers again last year captured the 
top three positions among the top 
100 newspaper advertisers in the | 
U. S., according to figures compiled | 
by Media Records, Inc., and re-' 
leased last week by the Bureau of | othe 
paper Publishers Assn. 


a 


ErRON 


900 ROOMS WITH BATH A 


| Of $37,391,415, a 13.5 percent in 


LAFAYETTE BLVD. 
Lf) ae oe 





Television and 
Radio Available 


No charge 
for 
Children! 


Phone 


WOodward 3-7100 


+, JERRY MOORE 
< General Manager 


ne 






AIR-CONDITIONED 


arts Ty, 
. 


Pe ; 
wi. ee. 





manufacturers with an expenditure 


| crease over the $32,944,248 spent 
|during the previous year. 
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596), as compared with $14,582,794 
spent the previous year, but still 


The largest amount, $10,894,679,| managed to finish in third place 


went for the advertising of Chev- 
rolet cars. Next biggest expendi- 
‘ture, $8,325,588, was used for the 
|advertising of Buick. Other 


among the top advertisers. 


Chrysler cars copped the biggest 
| portion of the corporation’s budget 


€X-| for newspaper advertising with an 


penditures for cars and_trucks| expenditure of $3,093,404. Plymouth 
were: Pontiac, $5,022,861; Oldsmo-| was a close second with $3,047,360. 


Chevrolet trucks, 
$3,126,284; Cadillac, $2,517,148; 
|Chevrolet used cars, $1,029,186; 
|GMC trucks, $886,910; Buick used 
| cars, 
| $84,572; Cadillac and Oldsmobile 
|ears, $17,213, and Cadillac used 
cars, $8,466. The remainder of the 
|}expenditures went for the adver- 
|tising of products of GM’s other 
| divisions. 

Ford Motor Co., which placed 
second among the top 100 adver- 
tisers, spent $17,999,652 for news- 
paper advertising in 1954, a 1.5 
percent drop from the $18,278,304 
| expended the previous year. 


| bile, $3,795,611; 


r 


The majority of the budget, $11,- | 


012,033, went for the advertising of 
Ford cars. Mercury drew the next 
largest expenditure, $2,818,775. The 
remainder of the budget for cars 
and trucks was spent as follows: 
Ford trucks, $1,679,806; Lincoln and 
Mercury, $1,039,859; Lincoln cars, 
$662,258; Ford used cars, $528,538; 
Ford tractors, $18,145, and Mercury 
used cars, $3,324. The remainder of 
the budget went for advertising of 
Anglia and Consul cars, Ford en- 
gines and institutional advertise- 
| ments. 
| Chrysler Corp. took a 19.2 per- 
| cent tuck in its newspaper adver- 
* | tising budget last year ($11,787,- 





Chevrolet wins first and second place 
for another great victory! This offi- 
cial 50-mile NASCAR* competition 
at Atlanta, Ga. is a rugged test of 
acceleration, roadability and han- 
dling qualities. Here, again, Chev- 
rolet beat all comers—including many 
of America’s highest priced cars. 
This record-breaking performance is 
helping Chevrolet dealers win new 
prospects and buyers every month! 


*National Association for Stock Car Auto Racing 





New Products, New Progress Aor for a new era of leadership 


$177,642; Pontiac used cars, | 


| Other expenditures for cars and 
trucks were: Dodge cars, $2,088,- 
999; DeSoto, $1,227,086; Dodge 
| trucks, $823,649; Dodge and Plym- 
outh cars, $224,915; Chrysler and 
Plymouth cars, $137,912; DeSoto 


|and Plymouth cars, $130,445; Plym- 





outh used cars, $74,200, and Chrysler 
used cars, $3,890. The remainder 
of the budget went for institutional 
advertising and the promotion of 
other corporation divisions. 

Studebaker-Packard Corp. spent 
$5,121,118 for newspaper advertis- 
ing in 1954 to take over the 11th 
spot among the top 100 advertisers. 
In 1953, Packard ranked 27th with 
an expenditure of $2,516,846 and 
Studebaker ranked 22nd with an 
expenditure of $2,863,918. So, for 
comparative purposes, the two 
makers spent a total of $5,380,764 
in 1953, or about 4.8 percent more 
than was expended in 1954. 

A breakdown of last year’s news- 
paper advertising is as follows: 
Studebaker cars, $3,112,943; Pack- 
ard, $1,731,929; Packard used cars, 
$44,966, and Studebaker trucks, 
$13,952. The remaining $217,328 was 
used for institutional advertising. 

Of the $4,015,528 spent by 
American Motors Corp. last year, 
$3,543,158 was used for the ad- 
vertising of automotive products. 
In 1953, Hudson ranked 23rd with 
an expenditure of $2,639,495 and 
Nash-Kelvinator ranked 13th with 
an expenditure of $3,799,468. So, tor 
comparative purposes, the two 
makers spent a total of $6,438,963 
in 1953, or 37.6 more than was 
spent for newspaper ads last year. 
A breakdown of expenditures for 
AMC last year is as follows: Hud- 
son, $1,817,592; Nash, $1,675,078, and 
Hudson and Nash cars, $50,488. The 
remaining $425,546 went toward 
institutional advertising and the 
promotion of other AMC products. 
Kaiser Motors dropped from 17th 
| position in 1953 to 64th place last 
| with an expenditure of $1,389,091. 
The previous year it spent $3,286,- 
784, or 57.7 percent more than was 
expended last year. 

The breakdown of Kaiser ex- 
| penditures shows that Willys cars 
| got the biggest share of the budget, 
$727,558, and Kaiser cars the second 
highest with $526,311. The re- 
mainder was spent as follows: 
Kaiser and Willys éGars, $71,691; 
Willys trucks and jeeps, $52,810, 
a institutional advertising, $10,- 
21. 

Other car and truck manufac- 
turers—not finishing in the top 

100— and the amount expended 
for newspaper advertising in 1954 
were: Austin Motor Co., Ltd., 
$56,513; Jaguar Cars, Ltd., $69,- 
579; International Harvester, 
$517,360 ($310,245 for trucks and 
tractors); Reo Motors, Inc., $86,- 
424 ($1,761 for trucks), and 
Rootes Motors, Inc., $66,094 for 
Hillman, Rover and Sunbeam 
cars. 

Altogether, the automotive indus- 

try—including allied fields—spent 
$139,861,000 for newspaper ads in 
1954, a 7.9 percent increase over 
the $129,623,000 spent in 1953. 
; Total newspaper advertising — 
including both general and auto- 
motive—was only $594,120,000 last 
year, as compared with $601,224,000 
in 1953. 





Chrysler Shifts Montgomery 


Appointment of John O. Mont- 
gomery as director of public rela- 
| tions for Chrysler division, on the 
stair eof 2. Ec 
Quinn, president 
of the division, 
has been an- 
nounced by Quinn 
and James Cope, 
public relations 
vice - president of 
Chrysler Corp. 

Montgomery 
has been news 
editor of Chrysler 
Corp.’s press in- 
formation service 
for the past year. He joined the 
staff in April, 1952, and was named 


* 





4. O. Montgomery 


assistant news editor in April, 1953. | 


For two years prior to joining 
Chrysler Corp., he was assistant 
publicity director of Ruthrauff & 





Ryan, Inc. on the Dodge car 
account. 

William E. Stempien has su:- 
ceeded Montgomery as news editor 
of the press information service 

* * * 


Sturm in New Post 


Herman C. Sturm, formeriy 
advertising director of Business 
Week, has been appointed adve:- 
tising director of Nation’s Bus.- 
ness magazine. 

Sturm, who spent 18 years wit 
McGraw-Hill Publishing Co. 
prior to joining his new employe’, 
will direct all of Nation’s Busi- 
ness’s advertising sales activities, 
making his headquarters in th: 
magazine’s New York office. Th: 
magazine is published by the 
U. 8. Chamber of Commerce. 


* * * 


Wyman Dies in Conn. 


Phillips Wyman, publisher of 
Redbook and Bluebook maga- 
zines and vice-president of Mc- 
Call Corp., died May 27 at his 
home in Redding, Conn. He was 
60. 
He joined McCall Corp. in 1923. 

* * * 


‘Disneyland’ Ad Cited 

A Hudson- Disneyland televi- 
sion commercial has been 
awarded a special “certificate of 
merit” from the Art Directors 
Club of New York. In addition 
to the “certificate of merit” 
award, the commercial will be 
included in the “Art Directors 
Annual of Advertising and Edi- 
torial Art and Design,” and wins 
a place in the “grand tour’ 
sponsored by the U. 8S. State 
Department at home and abroad. 

The commercial, a one minute 
1955 Hudson Hornet and Hudson 
Wasp announcement which opens 
with two ballerinas dancing on a 
cloud, skillfully conveyed Hud- 
son’s advertising theme and slo- 
gan, “The Most Beautiful Per- 
formers of Them All,” the club 


said. 


* * * 


Alve with Chrysler Corp. 


Appointment of Arthur J. Alve 
to the staff of the West Coast 
promotion office of Chrysler Corp. 
has been announced by Byron 
Avery, West Coast promotion man- 
ager. 

Alve will act as liaison between 
television and movie studios and 
the corporation in matters pertain- 
ing to the use of the company’s 
automotive products in films. 

Joining the corporation in 1938 at 
the Dodge plant in Detroit, he later 
transferred to Chrysler division. 
Since 1948 Alve has been super- 
visor of field service engineers for 
Plymouth on the West Coast. 


x x * 


Names 


John W. Childress, former assist- 
ant manager of the Washington 
division of the American Automo- 
bile Assn., has been named adver- 
tising manager of the “American 
Motorist” magazine. 

June D. Rightor has been named 
women’s editor of the magazine. 





AUTO 
TURNTABLES 
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Manufactured by 
@ 
Macton Machinery Co. 


DYKE LANE 
Stamford 2, 
Conn. 


Greater Profits with High Quality 


JEEP PARTS 


Write today for NEW Catalog 


Republic Sales Company 
1809-11 S$. State St. 
Chicago 16, Illinois 
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es—more than a million new car 


Alrea dy ~~. more than buyers have chosen the Delco Signal- 


Seeking Tuner. Greatest advance in 
auto radio since the push button, this 


I OOO OOO ld! electronic marvel offers the ultimate 
F 7 si ° in radio reception . . . automatically, 


Delco Signal-Seeking ‘Tuner 


¢ How does it work? Just touch the 
Station Selector Bar and the Signal-Seek- 
ing Tuner goes to work. It will find 


& and bring in any station your car radio 

: ee. can receive, more perfectly tuned than 
e@.. 3 ® you could do it yourself—either manually 

Eo or with ordinary push buttons. Touch 

o & as & the bar again and another station comes 


in... and so on across the dial. 















- “ 
For the greatest listening pleasure, see 
a & ® that the radio in your next car incor- 
ie porates a Signal-Seeking Tuner— 
BE, % a e developed and made by Delco Radio. 
eee Many makes of cars offer it. Ask your 





car dealer for a demonstration. 


DELCO AUTO RADIO 


.DELCO RADIO e DIVISION OF GENERAL MOTORS 
KOKOMO, INDIANA 







net og ak tie: 9 tury atl atlid 


Another Engineering First from General Motors... the Delco Signal-Seeking Tuner, an Entirely New and Advanced Concept in Auto Radio Design and Performance. 





GY 
GENERAL 
MOTORS 


AS ADVERTISED IN THE SATURDAY EVENING POST 
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Used-Car Auction Prices 





Market Trend 


In spite of substantial declines in the values of ’54 and ’53 models, 
the overall average of auctioned used-car prices firmed up last week. 
The average was $808, compared to $807 the previous week. 

The '54 models declined $10 and the ’53s, $21. These were the only 
losers in the yearly bracketings. 

On the up side were ’55s, $5; ’52s, $3; ’51s, $2; 50s, $9; 
"48s, $19. 

On the basis of nine auctions reporting, consumated auction sales 
rose to 71.6 percent last week from the previous week’s 62 percent. 
Offerings averaged 146 cars per auction. 


"49s $3, and 


‘50 station wagon, $270. '48 4-dr., $340. 

DODGE — '53 Meadowbrook 4-dr., e, 
$725, $675; Coronet 4-dr., $810*. ‘51 
Wayfarer 4-dr., $315. ‘49 Coronet club 
coupe, $310. 

FORD—’'55 Fairlane (8) Crown Victoria, 
$2,320*; Main (6) 2-dr., 54 
Crest (8) Victoria, $1,600°; 
station wagon, $1,515; 2-dr., $960. 
Crest (8) Victoria, $1,440*; Custom (8) 
2-dr., $1,060; Deluxe (8) 2-dr., $875*. 
‘51 Custom (8) Victoria, $600. ’50 Cus- 
tom (6) 2-dr., $340. ‘49 Custom (8) 
4-dr., $310. 

HUDSON—’50 Commodore (6) 4-dr., $200. 

KAISER—’52 4-dr., $620°. 

LINCOLN—'53 Capri 2-dr., $1,715% ‘51 
—. $515*. °49 2-di., $275*; 4-dr., 


MERCURY — '54 Monterey 2-dr., $1,420; 
4-dr., $1,320*. ‘53 Custom Sport coupe, 
i 2-dr., $1,070. '50 4-dr., $485, 


$400. 
NASH—’53 Statesman Hard Top, $1,000. 
'52 Rambler station wagon, $665." "51 
Statesman 4-dr., $270; Ambassador 4- 








: ° 9 
Prices marked with an * indicate a unit equipped with an automatic | ofiasisoue” apammbler conv. ease 
transmission or overdrive and (ps) indicates power steering. (ps), $2,850* (ps). '53 (98) Holiday, 
$1,630* (ps); conv., $1,390*. ‘52 (88) 
MANHEM™M PA 625*. "49 (62) 4-dr., $1,280*. Super 4-dr., $1,160*. ‘50 (98) 4-dr., 
9 - CHEVROLET — '55 Two-ten (8) station $470°. °49 (98) conv., $415; (88) 2-dr., 

(Manheim Auto Sales & Auction, Inc. wagon, $2,030*, $1,820; Bel Air (8) 2- $330°. 

Sale every Friday. Prices are for sale of dr., $1,735. '54 Bel Air 2-dr., $1,575°. | PACKARD—’53 Mayfair, $1,330*; 4-dr., 
May 27.) '53 Bel Air 4-dr., $1,080%; 2-dr., $895; $890. '52 4-dr., $740*. 

(Market good. Sold 206 cars out of Two-ten 4-dr., ‘$210; One-fifty club | PLYMOUTH—’55 Belvedere (8) 4-dr., $1,- 
283 offerings.) coupe, $600. '52 SL Deluxe 2-dr., $730. 860*; Savoy (8) 4-dr., $1,800. '54 Bel- 
BUICK—’55 Super Riviera 2-dr., $2,900° ‘51 SL Deluxe 4-dr., $460*. "50 SL De- vedere 4-dr., $1,330; Plaza station wag- 

(ps). 564 Special 4-dr., $1,710*. '53 Su- luxe Bel Air, $625; 4-dr., $545. '47 SL on, $1,110; 2-dr., $1,050. '53 Cranbrook 

per coupe, $1,330*; Special 2-dr., $1,180°. 4-dr., $215. 4-dr., $870. '52 Cambridge 4-dr., $660. 

"52 Special Riviera, $1,250* (ps); Super | CHRYSLER—’'55 NY St. Regis, $2,920° ‘50 Special Deluxe club coupe, $450. 

Riviera, $970*%; RM 4-dr., $800*. ‘51 (ps); Windsor 4-dr., $2,020*. '53 Wind- | PONTIAC—’55 Chieftain (8) 4-dr., §$2,- 

Super 4-dr., $700*. °49 RM 4-dr., $250°. sor 4-dr., $1,080*. ‘52 Windsor 4-dr., 400* (ps); Catalina, $2,375* (ps); sta- 
OADILLAC—’55 Eldorado conv., $6,000* $700. ’50 Windsor 4-dr., $565*. ‘49 NY tion wagon, $1,900. °'54 Chieftain (8) 

(ps); (62) conv., $4,675* (ps). ’54 (60) 4-dr., $160°*. Catalina, $1,855*. '53 Chieftain (8) Cat- 

Special 4-dr., $3,350* (ps). ‘53 (62) | DeSOTO—’52 Fire Dome (8) conv., $950; alina, $1,340*. '48 Torpedo (6) conv., 

4-dr., $2,225* (ps). '51 (62) coupe, $1,- 4-dr., $900*. ‘51 Custom 4-dr., $615* $250°. 
” 
& 
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Average Used-Car Prices 


(Compiled by Automotive News) 


373 
237 
174 


$ 808 $ 827 


155 


Average... 


(The above figures are averages of used-car auction prices, all makes 
and models, carried regularly in Automotive News.) 


STUDEBAKER 
"52 Champion 2-dr., 
’50 Champion 2-dr., $260. 


$710. 
$400. 


‘53 Commander 2-dr., 
$610; 4-dr., 
"49 Com- 


mander conv., $190. 


WILLYS 


Aero sedan, 


$490 


BUICK—’53 Super Riviera, 


200° ; 
$1,225° 


"53 (6) 


2-dr., $500. °52 (6) 


$330. ‘51 station wagon, 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 
Friday. Prices are for sale of May 27.) 
(Sold 192 cars out of 254 offerings.) 


4-dr., 


(ps). 


$1,260* $1,- 
$1,240* (ps); RM 4-dr., 
‘51 RM Riviera, $685*, 








SOUND: Harp... off key 


ANGEL: Hi! I’m a beginner. I checked out my harp 
and wings right after my accident. There I was, driving 
around . . . a nondescript generality. My brakes failed, 
and just like that .. . I’m a statistic! Now, I’m the one 
out of 3 whose brakes failed . . . and I’m one of the 
ones where it was fatal. 


SOUND: Harp .. . strumming 


ANGEL: It could happen to you. I knew brake failure 
was the greatest single mechanical cause of accidents; 
I also knew a better brake was available— Auto 
Specialties Double-Disc Brakes. 
I didn’t do anything about it—and 
look what happened! I was brak- 
ing my car down a mountain and 
when I got about three quarters 
of the way down, there was still 
plenty of mountain left .. . but I 
was out of brake. You could drive 
down two mountains and still have 
plenty of braking power left if you 
had Auto Specialties Double-Disc 
Brakes. I never asked for Auto Specialties Double-Disc 
Brakes. You still can. 





SOUND: Harp 


ANGEL: They cost about as much as power brakes. 
And believe me, they’re a lot cheaper than a harp. 


SOUND: Harp...up and out. a a a 


In three successive trips down a mountain, a car 
equipped with Auto Specialties brakes had ample braking 
power in reserve. The conventional brakes, on another 
test car, faded completely after the first trip. Auto 
Specialties brakes do not ‘“‘fade.’’ They have no drums 
or shoes—are flat aluminum discs which run cool—do 
not distort. Auto Specialties brakes stop cars smoother, 


safer, quicker, and surer under all 
driving conditions. 
Auto Specialties Self-Energized 
Double-Disc Brakes have passed 
the severe testing of major car fac- 
tories. Their cost is comparable to 
that of present automotive brakes. 
Their adoption will be in keeping 
with increased horsepower, speed 
and with the industry’s continu- 


ing desire to give the American mo- 
torist better, safer and more pleasant means of transpor- 
tation. For more information about these brakes, write: 


AUTO SPECIALTIES MFG. CO., INC. 

SAINT JOSEPH, MICHIGAN 

Plants also at Benton Harbor and Hartford, Mich., and Windsor, Ont., Canada 
Manufacturing for the automotive and farm machinery industry since 1908 





$600*; Super 4-dr., $680*. "50 RM 4-cr., 
$330*. '49 RM 4-dr., $170*%. °48 Super 
4-dr., $200. "46 Super 4-dr., $180. 
CADILLAC—’55 (62) coupe, $4,500* (ps). 
‘53 (62) 4-dr., $2,250* (ps), $2,105 
(ps). "51 (62) 4-dr., $1,195*. 
CHEVROLET—’'55 station wagon, $2,550* 
(ps); Bel Air (8) Sport coupe, $1,870; 
4-dr., $1,860, $1,850*; Bel Air (6) 4-dr., 
$1,650*; Two-ten (8) 2-dr., 2 at $1,625; 
4-dr., $1,475. ’54 Two-ten 4-dr., $1,100; 
Bel Air 2-dr., $1,085; One-fifty 4-dr., 
$930. '53 Two-ten station wagon, $1,075; 
4-dr., $810; Bel Air conv., $1,050; Sport 
coupe, $1,050; 4-dr., $990. 
CHRYSLER—'53 Two-ten 4-dr., 2 at $800, 
$770; One-fifty 4-dr., $750; 2-dr., $700. 
52 SL Deluxe 4-dr., $740; 2-dr., $675*, 
$660, $650, $590, $430; SL Special 2-dr., 
$505. 51 SL Deluxe club coupe, $600. 
"50 SL Deluxe club coupe, $260. '49 SL 
Deluxe 2-dr., $280. °48 FL Aerosedan, 
$270; SM 4-dr., $195, $150. 
DeSOTO — ’'52 Custom 4-dr., $550*. ‘51 
Custom club coupe, $495*; 4-dr., $450*. 
DODGE—’55 \%-ton pickup, $850. '53 Cor- 
onet (8) 2-dr., $980; %-ton pickup, 
$475. '52 Coronet 4-dr., $570*. °51 Coro- 
net 4-dr., $495°. '50 Coronet 4-dr., $360. 
"49 Wayfarer 2-dr., $275. 
FORD—'55 Fairlane (8) 4-dr., $2,235*; 
conv., $2,100*; Custom 2-dr., $1,675. ‘54 
- Main’ (8) station wagon, $1,480; 2-dr., 
$805; Custom (8) 2-dr., $1,185; ‘Custom 
(6) 4-dr., $1,000. ’°53 Main (8) coupe, 
$750; 4-dr., $700. '52 Custom (8) 4-dr., 
$360"; club coupe, $785. ’51 Custom (8) 
» $500. ‘50 Custom (6) 2-dr., $450, 
$100" ’49 Custom (6) 2-dr., $300; conv., 
$230. ’36 coach, $200. 
MERCURY—’55 Monterey 4-dr., $2,350; 
coupe, $2,310*, $2,225; Custom 2-dr., 
$2,070. °54 Custom 4-dr., $1,250. ‘53 
Custom 4-dr., $1,125. °50 club coupe, 


$480. 
‘54 Rambler 4-dr., $1,050. 


NASH — 

Rambler 2-dr., $255. 

OLDSMOBILE—’55 (98) Holiday, $3,295, 
$3,190* (ps), $3,190*; (83) 4-dr., §$2,- 
700*; Holiday, 2 at "$2,600° (ps). °54 
(98) Holiday, $2,360* (ps), $2,300; (88) 


"51 


conv., $2,100* (ps). °53 (88) Holiday, 
$1,535* (ps); 4-dr., $1,205; (98) 4-dr., 
$1,450° (ps). 52 (88) 4-dr., $510*. '49 
(93) 4-dr., 


PLYMOUTH—'53 ‘Cranbrook 4- dr., $730. 
"52 ow 4-dr., $525. °49 Deluxe 
4-dr. 

PONTIAC—'55 Star Chief (8) conv., $2,- 

(ps), $2,400*; Catalina, $2,335°; 
$2,265* (ps). °54 Chieftain (8) 

. ‘53 Chieftain (8) a 


, $500. 
ver Streak (8) 2-dr., $265. 
STUDEBAKER — ’51 Commander 4-dr., 
1 


$150. 
WILLYS — '53 4-dr., $530. 
$285. 


"49 jeepster, 


CHICAGO 


(Arena Auto Auction. Sale every Tues- 

day. Prices are for sale of May 31.) 
(Memorial Day with its three-day holi- 

day, caused both a light consignment 

and a soft market. Sold 128 cars out 
of 228 offerings.) 

BUICK—’55 Super Riviera 2-dr., $2,760° 
(ps); Special Riviera 2-dr., 2 at $2,430*; 
Century Riviera 2-dr., $2,335*; Special 
2-dr., $2,150°. °54 RM Riviera 2-dr., 
(ps), $2,050* (ps); Century 

$2,010*; Riviera 2-dr., $2,000°, 

. °53 Super Riviera 2-dr., $1,425* 
(ps), $1,300*%, $1,295*, $1,240*, $1,100°. 

CADILLAC—’55 (62) 4-dr., $4,285* (ps). 
'54 (60) Special 4-dr., $3,795*° (ps). '53 
(62) 4-dr., $2,255%; coupe deVille, $2,- 
195° (ps). '49 (61) 4-dr., $790*%; (62) 
coupe, $475*. 

CHEVROLET—’54 Bel Air 2-dr., $1,570° 


(ps), $1,430. '53 Bel Air Sport coupe, 
$1,260; 4-dr., $1,030; One-fifty club 
coupe, $700; 4-dr., $655. '52 SL Deluxe 
2-dr., $715; 4-dr., $600. '51 FL Deluxe 
2-dr., $490; SL Deluxe 4-dr., $475°, 
$465*; 2-dr., $455; SL Special club 
coupe, $430. '50 FL Deluxe 4-dr., $305. 
CHRYSLER—’54 Windsor 4-dr., $1,525°, 
$1,400* (ps). ’°52 Windsor club coupe, 
$700*; 4-dr., $560*; Saratoga 4-dr., 
$575°. 
‘53 Fire Dome (8) Sportsman, 
$1,500* (ps); 2-dr., $990°. 


DODGE—’54 Coronet 4-dr., $1,290° (ps); 
2-dr., $1,100. ‘51 Coronet Diplomat, 

00°. 

FORD—’'55 Thunderbird, $2,980*; Fairlane 
(8) Crown Victoria, $2,375*, '54 Custom 
(8) conv., $1,710*%; 4-dr., $1,215, 53 
Crest (8) Victoria, $1,400*; Custom (8 
2-dr., $950. '51 Custom (8) 2-dr., $385; 

4-dr., $300*. ‘50 Deluxe (8) 2-dr., $365 

| HUDSON—’55 Wasp t-dr., $1,895°. ‘5! 
Hornet 4-dr., $1,200*; Wasp 2-dr., $985 
’52 Wasp 2-dr., $395. 

LINCOLN—’'54 Capri coupe, $2,550* (ps) 
52 Cosmopolitan 4-dr., $1,165*. 

MERCURY—’54 Monterey coupe, $1,760°: 
2-dr., $1,640* (ps); 4-dr., $1,625°. ‘53 
Monterey Sport coupe, $1,265*%; 4-dr.. 
$1,180. '51 4-dr., $455°. '49 4-dr., $100 

NASH—’53 Rambler station wagon, $895 


Ambassador 2-dr., $725. '52 Statesman 
4-dr., $715*, $615. ‘51 Statesman clu) 
coupe, $345*. ‘50 Ambassador 2-dr 
$255°. 

OLDSMOBILE — '55 (98) conv., $3,200° 
(ps); Holiday, $3,125° (ps); (88) Holi 
day, $2,900° (ps); 4-dr., $2,750° (ps). 


(Continued on Page 50, Col. 2) 
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phat you get where you want 
to go in this automobile business 
pretty fast. But mostly you’re better 
off in the long run if you take your 
time fora while and get a full measure 
of solid, well-rounded experience. At 
least, this is the considered opinion of 
G. K. Kindrick, newly appointed Stu- 
debaker Dealer at Pleasanton, Texas. 

Few automobile men would rate 
Mr. Kindrick as more than a young 
man in years. The fact is, he has just 
turned 36. But he has really covered 
the whole automobile front in a very 
thorough way—in nearby Texas areas 
—as well as in Pleasanton itself. 

Beginning as a salesman for ten 
years in the employ of dealers mar- 
keting a Studebaker competitor, 
G. K. Kindrick branched out and 
went into a small used-car business 
of his own three years ago. More 
recently he opened up a body and 
repair shop that nets an excellent 
annual profit. 

But, he had his heart set on a dealer- 
ship for Studebaker — traditionally 
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among the most popular cars in Texas. 

On January 24 last, this ambition 
was finally realized. That was the day 
on which Pleasanton’s popular Vice 
Commander of the American Legion, 
Assistant Fire Chief and member of 
City Council, proudly became Stude- 
baker Dealer G. K. Kindrick. 


oe che 
Tee oe EN EO aie 


Kindrick Motors, Pleasanton, Texas 


Conspicuously located on Highway 
281 North, the Kindrick Motors estab- 
lishment is already a beehive of activ- 
ity. G. K. Kindrick and Studebaker 
are really going places together in an 
important way. And another success- 
minded automobile salesman has en- 
tered the ranks of Studebaker dealers. 





49 


At busy Pleasanton... 


deep in the 


south of Texas... 


former automobile salesman 


is now operating his own 


Studebaker 
Dealership 


TUDEBAKER has a number of good dealer- 
© ship locations awaiting qualified auto- 
mobile men. This means that your ambition 
to acquire a fine Studebaker franchise of 


your own need not be too long delayed. 


If you have the right kind of experience 
and determination, you may not need a large 
amount of cash capital to win a place for 
yourself on the expanding Studebaker dealer- 
ship team. If you are the man we want, 
we'll see to it that you get the requisite 


financial backing. 


Don’t wait too long before inquiring, 
though. Get in touch with us right away and 
learn what your chances are. Write in con- 
fidence to William A. Keller, General Sales 
Manager, Studebaker Division, Studebaker- 
Packard Corporation, South Bend 27, Indiana. 


STUDEBAKER 


STUDEBAKER DIVISION OF STUDEBAKER-PACKARD CORPORATION ...ONE OF THE 4 MAJOR FULL-LINE PRODUCERS OF CARS AND TRUCKS 














Third in F#. Worth— 


C.. R. Burnham, general manager of 
Milner Chevrolet Co., signs the franchise 
papers making his firm the third Chevro- 
let dealership in Fort Worth. Watching 
are E. L. Alley, Dallas zone manager, 
seated right; V. C. Tinder, Milner Enter- 
prises, Inc., business manager, standing 
left, and Rufus Bedford jr., Chevrolet 
Dallas-Fort Worth city manager. 


Used-Car Salesman 


Held in Auto Theft 

LOUISVILLE.—Roy M. Reddish, 
used-car salesman for Ace Motors 
here, was one of two men arrested 
for driving a car reported stolen 
from the firm’s lot. 

Police said Reddish admitted tak- 
ing the car, a ’55 model, after it 
was found parked near his home. 
Both were charged with operating 
a motor vehicle without. the own- 
er’s consent. 
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Used-Car Auction Prices 





(Continued from Page 48) 


$2,365°. °53 
$1,655*° (ps); 


$2,495°. '54 (88) Holiday, 
(98) 4-dr., $1,660° (ps), 
(88) conv., $1,555°. 

PACKARD — ’54 Clipper Delivery sedan, 
$1,860* (ps). °53 Clipper Delivery se- 
dan, $1,270* (ps); conv., $1,250*. 

PLYMOUTH—’ 54 Belvedere 4-dr., $1,160°; 
Savoy 4-dr., $1,020; Plaza taxi, 2 at 
$545. °53 Cranbrook 4-dr., , $750. 
"52 Cranbrook 4-dr., $445. '50 Special 
Deluxe station wagon, $380. 


PONTIAOC—’54 Star Chief (8) 4-dr., $2,- 
010* (ps); conv., $1,870*; Catalina, $1,- 
865° (ps). '53 Chieftain (8) 4-dr., $1,- 
090°. °52 Chieftain (8) Catalina, $940°, 
$875*; 4-dr., $850°. '51 Silver Streak 
(8) 2-ar., $535°, $425. 

STUDEBAKER — '53 Commander Land 
Cruiser, $1,005*, $875°; Champion club 
coupe, $910*. '50 Champion 2-dr., $210°; 
4-dr., $120. 


FT. WAYNE, IND. 


(Carl Marker’s Auto Auction, Sale every 
Tuesday. Prices are for sale of May 31.) 

(Day after a holiday sale restricted 
our consignment considerably although 
bidding was very active. Sold 83 cars 
out of 99 offerings.) 


BUICK—’54 Special 2-dr., $1,950; Riviera, 
$1,900; 4-dr., $1,800. °53 RM Riviera 
coupe, $1,300*, $1, 235°; $1,270°. 
50 Super 2-dr., $400°. 

CADILLAC—’54 (62) coupe deVille, $3,- 


conv., 


650* (ps). °53 (62) conv., $2,465*. 
HEVROLET — '55 Two-ten (8) station 
wagon, $2,305*, $1,780, $1,760; Bel Air 


(6) 2-dr., $1,700; One-fifty (6) 4-dr., 

$1,650. '54 Two-ten 4-dr., $1,210, $1,030, 

$1,010; One-fifty 2-dr., $1,050. ’53 Bel 

Air 2-dr., $1,190%; 4-dr., $940. '51 SL 

Deluxe 4-dr., $500; Bel Air, $405. °49 

SL Deluxe 2-dr., $350; SL Special 4-dr., 
53 Imperial 4-dr., 


$175. 

CHRYSLER — $990; 
Saratoga coupe, $500. 

— Fire Dome (8) sedan, $1,- 

° 

DODGE—’53 Coronet 4-dr., $800; Meadow- 
brook club coupe, $785. °51 Meadow- 
brook club coupe, $465. 

FORD—’55 Main (8) 2-dr., $1,965*; Cus- 
tom (8) 4-dr., $1,650; %-ton pickup, 
$1,275. °54 Custom (8) 4-dr., $1,015; 
Main (6) 2-dr., $900. '53 Main (8) 2-dr., 


Handle Heavy Materials 
Easily * Safely * Quickly * with 


RUGER CRANES 


These Ruger Hydraulic Truck-mounted cranes will move 
anything you can hang on a hook — always a one man 
crane operation. Capacities from 1/2 to 2 tons. 












629 West Fourth St. 
UHRICHSVILLE, OHIO 


SEND FOR 1955 CATALOG 


Completely illustrated with speci- 
fications for each model. Mobile 
Floor cranes also available. Ca- 
pacities Y to 3 tons. Write now 
for your copy. 








W. K. BRAASCH 


THE BASIC PRINCIPLES OF 


AUTOMOTIVE 
SALESMANSHIP 


By W. K. BRAASCH 
Dean of Automotive Sales Trainers 
EQUIP YOUR SALESMEN WITH NEW SALES 
AMMUNITION—NOT DISCOUNTS AND 
OVER-ALLOWANCES 


THE FOLLOWING SIX MANUALS CONTAIN ALL OF THE FIELD-TESTED SALES 
PRINCIPLES WHICH WE HAVE USED SUCCESSFULLY IN TRAINING OVER 50,000 
AUTOMOBILE SALESMEN. FOLLOW OUR INSTRUCTIONS. AND WATCH YOUR 
SALES GROW. WE'LL GUARANTEE GOOD RESULTS, 


No. 1—The Eight Automotive Success Fundamentals. 


No. 2—The Automotive Selling Process. 


No. 3—Eighty Ways to Find New Prospects. 
No. 4—Personality—the Key to Leadership. 
No. 5—The Technique of Used Car Salesmanship. 


NATIONAL SALES TRAINERS 


EACH 


$2 -00 POSTPAID 


SAVE $2.00! 
Order All Six for $10.00 


Dept. 613 
549 Washington Bivd., Chicago 6, Illinois 








$975; Crest (8) 4-dr., $925. °52 Crest 
(8) conv., $935*; Main (8) 4-dr., $705; 
Main (6) 4-dr., $385. '51 Deluxe (8) 2- 
dr., $645; %-ton pickup, $525. °49 De- 
luxe (6) 2-dr., $190, $185. 

HUDSON—’52 Hornet 2-dr., $650. 

LINCOLN—’52 sedan, $1,240*. 

MERCURY—’55 Monterey 4-dr., 
’54 Monterey conv., $1,750°*. 
2-dr., 

NASH——’52 Ambassador club coupe, $740°*. 
'51 Statesman 2-dr., $245. '49 Statesman 
2-dr., $135. 

OLDSMOBILE—’55 (98) Holiday, $2,800* 


$2,650°. 
’50 Custom 


(ps). °54 (98) Holiday, $2,150° (ps). 
’53 (98) conv., $1,800° (ps). °52 (88) 
Holiday, $1,200°. 

PACKARD—’50 conv., $270; 4-dr., $175. 
'48 4-dr., $100. 

PLYMOUTH—’51 Cranbrook 2-dr., $325. 


PONTIAC—’55 Chieftain (8) 2-dr., $1,650. 
’52 Chieftain (8) 2-dr., $850*. ’51 Silver 
Streak (8) 2-dr., $555*. '50 Silver Streak 
(8) 2-dr., $330, $235. 

STUDEBAKER—’54 Champion 2-dr., $690. 

$550; Champion 


‘52 Commander 4-dr., 
4-dr., $510. '51 Champion 2-dr., $400*. 


MINNEAPOLIS 


(Minneapolis Auto Auction. Sale every 
Wednesday. Prices are for sale of June 1.) 

(Bidding brisk on ’51 through ’53 mod- 
els. Lower consignment today because of 
the holiday. Sold 78 cars out of 104 
offerings.) 


BUICK—’54 Super 4-dr., $1,890*. 
4-dr., $1,285*, $1,275*. 
$690°. °50 Super 4-dr., 
4-dr., $355*, $215, $165*. 

CADILLAC—’51 (62) 4-dr., $1,310*. ’50 
(62) 4-dr., $1,205*. '49 (62) 4-dr., $700*. 
"47 (62) 4-dr., $235°. 

CHEVROLET—’55 Two-ten (6) 4-dr., $1,- 
765. '54 Two-ten 4-dr., $1,145, 2 at $1,- 
100. ’°53 Two-ten 4-dr., $900*, 2 at $850, 
$810. ’'52 SL Deluxe 4-dr., $575*. ’51 SL 
Deluxe 2-dr., $510, 2 at $500, $475. ’50 
SL Deluxe 2-dr., $390. °49 SL Deluxe 
4-dr., $305. ‘48 SL 2-dr., $100. 

CHRYSLER—’51 Windsor 4-dr., $565*. ’50 
Windsor 4-dr., $345*; station wagon, 
$245°*. 

DeSOTO—’50 Custom club coupe, $380*. 

DODGE—’53 Coronet 4-dr., $705*, $600. 

FORD—’55 Rambler 2-dr., $1,990*. °54 
Custom (8) 4-dr., $1,375*, $1,315, $1,- 
255*. '53 Custom (8) 4-dr., $985*, $950; 
Main (8) 4-dr., $785*, $780. 52 Custom 
(8) 2-dr., $705*, $655, $640. ’51 Crest 
(8) station wagon, $560*, $550*; Custom 
(8) 2-dr., ee $520*, $490; Main (6) 
2-dr., $455, 

KAISER—’51 atom 4-dr., $285. 

LINCOLN—’51 4-dr., $405*. 

MERCURY—’54 Custom 4-dr., $1,405*, 2 
at $1,400*°. ’53 Custom 2-dr., $880*, ’51 
Custom 4-dr., $560*. 

NASH—’52 Ambassador 4-dr., $660°*. 

OLDSMOBILE—’55 (98) Holiday, $3,200* 
(ps). °54 (88) Super Holiday, $1,910*. 
’53 (88) Super 4-dr., $1,405*. 

PLYMOUTH—’54 Cranbrook 4- dr., $1,080°*. 
*53 Cranbrook 4-dr., $645*. ’52 Cran- 
brook 4-dr., $515*. "51 Cranbrook 2-dr., 


$350. 
PONTIAC—’54 Chieftain (8) 4-dr., 
’53 Chieftain (8) 4-dr., $970*. 


°53 Super 
‘51 Super 4-dr., 
$475*. °49 RM 


$1,470*. 
"51 Silver 


Streak (8) 4-dr., $570*. 
STUDEBAKER — ’53 Champion 2-dr., 
$705*. 


PLAINFIELD, N. J. 


(Plainfield Auto Auction, Inc. Sale every 

Friday. Prices are for sale of May 27.) 
(Market slow due to holiday week- 
end. Demand good for clean autos, Sold 
50 cars out of 66 offerings.) 

BUICK—’55 Century Riviera coupe, §$2,- 
550° (ps). ’53 RM 4-dr. $1,350* (ps). 
’52 Super club coupe, $840*. '51 RM 

$425°*. 


4-dr., $560*. °50 Special 4-dr., 
’47 Super 2-dr., $210. 

CADILLAC—’53 (60) Special sedan, §$2,- 
450°. '51 (62) club coupe, $1, 290°. "49 
(60) Special sedan, $400*. 

CHEVROLET — '55 Two-ten (8) 
$1,810. ’54 One-fifty 2-dr., $980. 
Air conv., $1,140*; Two-ten 4- dr., 
52 SL Deluxe Bel Air, $850. ’°51 FL De- 
luxe 2-dr., $590. 50 SL Deluxe club 
coupe, $540, *49 SL Deluxe sedan, $280. 
‘47 FL Aerosedan, $200. 

CHRYSLER—’50 Windsor Newport, $590. 
‘47 Windsor sedan, $285. 

DODGE — ’51 Weyfarer 2-dr., $370. ’50 
a" 4-dr., $480. °’48 Custom 4-dr., 

FORD—’55 Custom (8) 4-dr., $1,705*. °54 
Main (6) 4-dr., $930. '52° Custom (8) 
2-dr., $780*. 51 Custom (8) conv., $560; 
Deluxe (6) 2-dr., $295. °50 Custom (8) 
2-dr., $320. °49 Deluxe (6) club coupe, 
$260. '47 Custom (8) club coupe, $150. 

HUDSON—’54 Hornet 4-dr., $1,220*. 

LINCOLN—’48 4-dr., $200. 

MERCURY — '51 club coupe, $660°. 
sedan, $450, ~~ *49 club coupe, $340. 

OLDSMOBILE — (88) 4-dr., $1,590* 
(ps). '52 (98) Honase, ‘ea, 110°: °51 (98) 
Holiday, $720°*. 

PACKARD—’53 4-dr., $1,225*. 

PLYMOUTH—’55 Belvedere (6) 4-dr., $1,- 
680. '54 Savoy 4-édr., $1,050. ’52 Cran- 
brook club coupe, $575. '51 Cranbrook 
oe $500. °'49 Special Deluxe 4-dr., 

PONTIAC—’53 Chieftain (8) 4- dr., $1,120°, 
Chieftain (8) conv., $1,300 "151 Ssil- 
ver Streak (8) club coupe, $605*. ’50 
Silver Streak (6) 2-dr., $430*. 


GRAND RAPIDS, MICH. 


(Grand Rapids Auction, Inc. Sale every 
Tuesday. Prices are for sale of May 31.) 
(A few autos brought top dollar. Mar- 
ket is generally weaker on average 
cars.) 
BUICK — ’53 Special 2-dr., $1,375*. 
Super 4-dr., $400*%; RM 4-dr., $215*. 
CHEVROLET—’55 Two-ten (8) 2-dr., 
635*. °53 Two-ten 4-dr., $770. 
Deluxe 4-dr., $550*, $525; 
$535. °51 SL Deluxe 2-dr., $485*. °50 
ae nae 4-dr., $340; club coupe, $295, 
CHRYSLER—’53 Windsor 4-dr., $940*. 
— — °'53 Powermaster club coupe, 
DODGE—’'53 Coronet 4-dr., $660. °52 Cor- 
onet 4-dr., $420*. '51 Wayfarer 2-dr., 


sedan, 
°53 Bel 
$900. 


"50 


"49 


$1,- 
"52 SL 
club coupe, 


$225. 
FORD—'55 Main (6) station wagon, $1,- 
710. "54 Crest (8) Victoria, $1,465. "52 


Custom (8) 4-dr., $750. '51 Custom (6) 
2-dr., $515; Custom (8) 4-dr., $500, 
$325; conv., $4175; club coupe, $130. 
MERCURY—’50 club coupe, 0. 
OLDSMOBILE—’54 (88) sedan, $1,785*. 
"53 (98) 4-dr., $1,405*. "50 (88) 4-dr., 
$540. 
PLYMOUTH — '53 Cranbrook 4-dr., $865. 
’51 Cranbrook club coupe, $375. 
PONTIAC—’51 Silver Streak (8) 4-dr., 


$405". 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 
nesdey. Prices are for sale of June 1.) 

(Top demand for clean autos; all oth- 
ers slipping a little. Sold 85 cars out of 
122 offerings.) 


BUICK—’52 RM 4-dr., $830*, $805*. ’51 
Special Riviera, $750; 4-dr., $730. ’50 
Super 4-dr., $465; Special 2-dr., $305, 
$300. '46 Super 2-dr., $165. 

CADILLAC—’49 (62) 4-dr., $675*. 


CHEVROLET—’55 Bel Air (6) 4-dr., $1,- 
715*. °54 Two-ten 2-dr., $1,275*; One- 
fifty 2-dr., $905. °53 %-ton pickup, $620. 
’52 SL Deluxe 2-dr., $730, $700, $690; 
club coupe, $670. '51 SL Deluxe 2-dr., 
$545, $535; club coupe, $560, $270; FL 
Deluxe 2-dr., $510, $500, $495. ‘50 SL 
Deluxe Bel Air, 2 at $530; club coupe, 


$480. °49 SL Deluxe conv., $425. °48 FM 
4-dr., $275, $260. '47 FL 4-dr., $280; 
2-dr., $225, $215; club coupe, $125. "46 
FL 2-dr, $155. °'40 club coupe, $160. 
’39 2-dr., $110 

DODGE — ’52 Coronet 4-dr., $575. °51 
Meadowbrook 4-dr., $455. 

FORD—’54 Custom (8) 2-dr., $1,275*. '53 


Custom (8) 2-dr., $870. '52 Crest (8) 
Victoria, $900*, $890*; Custom (8) 2-dr., 
$875*, $635; 4-dr., $760, $710. '51 Cus- 
tom (8) 2-dr., $370, $360; Deluxe (8) 
2-dr., $350, $340. '50 Custom (8) 4-dr., 
£420; club coupe, $355; 2-dr., $395, $350. 
‘49 Custom (8) 2-dr., $270, $165; De- 
luxe (8) club coupe, $200. °'48 Deluxe 
(8) 2-dr., $230. ‘47 Deluxe (8) club 
coupe, $150; Custom (8) club coupe, 
$135. °40 Deluxe (8) club coupe, $160. 
'36 2-dr., $205. 


HUDSON—’52 Hornet 4-dr., $395. '51 Hor- 
net 4-dr., $550. ’50 club coupe, $110. 

KAISER—’47 4-dr., $115. 

MERCURY — ’50 conv., $265. '49 4-dr., 
$220. 

OLDSMOBILE—’50 (88) 4-dr., $675*. °49 
(88) 2-dr., $355*. 

PACKARD—’51 4-dr., $525*. 


PLYMOUTH—’52 Cranbrook 4-dr., $550. 


’50 Deluxe 4-dr., $400, $350. 
PONTIAC—’53 Chieftain (8) 4-dr., $1,- 
005*. “51 Silver Streak (8) 4-dr., $680*. 
"50 4-dr., $305. 
WILLYS—’52 2-dr., $510. 
MISCELLANEOUS — '51 International 
cump, $250. 


NEW YORK, CITY 


(Skyline Auto Auction. Sale every Tues- 
day. Prices are for sale of May 31.) 

(Holiday plus a very heavy rain kept 
both buyers and consignors down. Never- 
theless, 70 percent of all cars entered 
were sold.) 


BUICK—’54 Special 2-dr., $1,450. ’50 Su- 


per 4-dr., $460°, $400°; Special 4-dr., 
$385. 
CADILLAC—’51 (62) 4-dr., $1,400*°. °47 


(62) 4-dr., $275*. 
SS ae Two-ten 4-dr., $1,100; 
» $1,075*, $1,035, 3 at $1,025; One- 
any "4-dr., $1,025; 2-dr., $1,025, $1,000, 
$975. 53° Two-ten 4-dr., $850; 2-dr., 
$825, $815; One-fifty 4- -dr., $700. '52 SL 
Deluxe 2-dr., $585, $565; SL Special 
4-dr., $515. °50 SL Deluxe 2-dr., $480; 
4-dr., $225. 
CHRYSLER—’50 Town & Country New- 
port, $400*. 


DODGE—’50 station wagon, $350. °47 club 
coupe, $130*. 

FORD—’52 Delivery sedan, $400°*. 

LINCOLN—’50 Cosmopolitan 4-dr., $300*. 


MERCURY—’53 Custom 4-dr. $980. 52 
fine $630. °50 4-dr., $275. °47 4-dr., 


OLDSMOBILE—’48 (76) 4-dr., $110*. 
PLYMOUTH—’53 Cambridge 4-dr., $700. 
’51 Cranbrook 4-dr., $405. °50 Special 
Deluxe station wagon, $550. 
PONTIAC—’54 Chieftain (8) station wag- 
on, $1,590*; 4-dr., $1,430*. °50 Silver 
Streak (8) Catalina, $575*; 4-dr., $460*, 
$400*, $335*. 49 Silver Streak (6) 2-dr., 
$350*, $330°. 
STUDEBAKER — 
Top, $900* (ps). 
WILLYS—’53 (6) station wagon, $710. 


DYER, IND. 


(Dycr Auto Auction. Sale every Friday. 
Prices are for sale of May 27.) 
(Sold 178 cars out of 264 offerings.) 
BUICK—’54 Super Riviera, $2,035*, $1,- 
970*, $1,940* (ps); Century 4-dr., $1,- 
840°; RM 4-dr., $1,895*. °53 Super 
Riviera, $1,300*; Special 4-dr., $990. ’52 
RM 4-dr., $865*; Special 4-dr., $735*. 
"50 Super 4-dr. $340*%, $320°%, $245*. °49 
Super 4-dr., $190. 
CADILLAC—’53 (62) 4-dr., $2,260* (ps), 
$2,175*, $2,035*; coupe deVille, $1,565*. 
CHEVROLET—'55 Bel Air (6) 2-dr., $1,- 
720; Two-ten 2-dr., $1,600. '54 Two-ten 
4-dr., $1,055, $1,050; One-fifty 4-dr., 
$975, $950. °53 Bel Air conv., $1,115; 
Two-ten 4-dr., $880, $825, $780. '52 FL 
Deluxe 2-dr., $645*; SL Deluxe 4-dr., 
$640; %-ton pickup, $520. '51 SL Deluxe 
4-dr., $535*, $460*, $410*. ’50 SL Spe- 
cial 2-dr., $365; FL Deluxe 2-dr., $215. 
’49 SL Deluxe 2-dr., $360. 


CHRYSLER—'53 NY 4-dr., $970*. 
4-dr., $410* (ps). 

DeSOTO — '51 Custom 4-dr., 
conv., $210. 


DODGE—’53 Coronet 2-dr., 
owbrook 2-dr., $625, $360. ‘52 Way- 
farer coupe, $280. °51 Coronet 4-dr., 
$350. ’50 Coronet 4-dr., $330. '49 Coro- 
net 4-dr., $250. 

FORD—’55 Crest (8) conv., 
075. °54 Custom (8) station wagon, 
$1,730*; 4-dr.. $1,255. ‘53 Crest (8) 
Victoria, $1,256; Custom (8) 2-dr., $970; 
Custom (6) 4-cr., $810, $770*. '52 De- 
luxe (8) club coupe, $610. °51 Deluxe 
(6) 2-dr., $305, $300. ’50 Custom (8) 
2-dr., $160, $155. '49 Custom (8) 4-dr., 
$250, $225, $215, $210, $145, $115. 

HUDSON —'53 Hornet 4-dr., $850*. 
Commodore (6) 4-dr., $165*. 


KAISER—’51 Deluxe 4-dr., $300*. 


"53 Commander Hard 


"51 NY 


$400. °49 


$825; Mead- 


$2,015, $2,- 


"50 


LINCOLN—’52 Cosmopolitan 4-dr., $935*; 
coupe, $860*. °49 4-dr., $100*. 

MERCURY—’54 Monterey coupe, $1,940*; 
2-dr., $1,505*. ‘51 2-dr., $625*, $520°; 
club coupe, $510. '49 club coupe, $180; 
4-dr., $150. 

NASH — ’'53 Statesman 4-dr., $775. 


"50 
| 


— 


Statesman 2-dr., $130*. '49 (600) 4-ir., 
$100. 


OLDSMOBILE—’55 (98) Holiday, $3,110* 
(ps); « (88) Holiday, $2,700*, $2,675*; 
$4-dr., $2,440*. °'54 (98) Holiday, 52,. 
575*, $2,550*. '53 (98) 4-dr., $1,555* 
(ps); $1,475*, $1,415*. °50 (98) 2-dr., 
$145*. 

PACKARD—’50 4-dr., $210*. 


PLYMOUTH—’ 54 Belvedere coupe, $1,3/5*, 
’53 Cranbrook club coupe, $720*, $380; 
Cambridge 2-dr., $625. ‘51 Cambr dge 
4-dr., $325. °49 Special Deluxe ciub 
coupe, $210. 

PONTIAC—’55 Star Chief (8) conv., §2,. 
650*; Chieftain (8) Catalina, $2,220°. 
'54 Chieftain (8) station wagon, $1,5°0*. 
’53 Chieftain (8) 2-dr., $1,110. '52 Chiet- 
tain (8) 4-dr., $585. ‘51 Silver Streak 
(8) 4-dr., $580*. °50 Silver Streak (8) 
2-dr., $305*. 

STUDEBAKER—’55 Champion 4-dr., §1,- 
750*. °'53 Commander 2-dr., $1,075*; 
Champion coupe, $845. °51 Commander 
4-dr., $375*; Champion club coupe, 
$350*. ‘50 Champion club coupe, $195. 

MISCELLANEOUS — ’'53 Hillman Minx, 
$500. 50 Van Gard 4-dr., $185; Austin 
sedan, $125. 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction. Sale every Wed- 

nesday. Prices are for sale of June 1. 
(Prices steady except on ‘55s and 
fron, Sale very active. Sold 81 cars out 
of 128 offerings.) 

BUICK—’55 Century Riviera coupe, $2,- 
500* (ps); Special Riviera coupe, $2,570. 
’53 RM Riviera coupe, $1,350* (ps); 
Super Riviera coupe, $1,330*. '52 Super 
sedan, $975*; Riviera coupe, $800°; RM 
Riviera coupe, $970*; Special Riviera, 
$800; sedan, $650. ‘50 RM Riviera coupe, 
$520*; sedan, $350*; Super sedan, $285. 

CADILLAC—’53 (62) conv., $2,575* (ps). 
’52 (62) sedan, $1,720*. '50 (61) coupe, 
$1,000*. ’49 (62) sedan, $730°*. 

CHEVROLET—’54 Bel Air 4-dr., $1,325°; 
Two-ten sedan, $1,200; One-fifty sedan, 
$895. '53 Bel "Air 4-dr. $1,050*; Two- 
ten station wagon, $1,210; sedan, $930, 
$870; One-fifty station wagon, '$1,080. 
"52 SL Deluxe sedan, $625, $620; SL 
Special sedan, $510. ’51 SL Deluxe se- 
dan, $550*. ’50 SL Deluxe sedan, $390, 
$325. °49 SL Deluxe sedan, $300. 

CHRYSLER—’53 Windsor sedan, $1,100*. 
’52 NY conv., $800*. '49 Windsor sedan, 


$350. 
DeSOTO—’ 54 Powermaster sedan, $1,315*. 
’53 Custom sedan, 2 at $1,100. 


DODGE — ’52 Wayfarer sedan, $400. ‘50 
Wayfarer sedan, $320. 

FORD—’55 Custom (8) sedan, $1,800*. 
’54 Crest (8) station wagon, $1,610°*; 
Main (6) station wagon, $1,350. '53 Cus- 
tom (8) sedan, $1,030*, $970, $890. ’51 


Custom (8) station wagon, $625; sedan, 
$580, $490. ’50 Custom (8) sedan, $405, 
$360, $135. '49 Custom (8) sedan, $160. 
’48 Custom (8) sedan, $190. 

HUDSON—’51 Hornet sedan, $390; Super 
(6) sedan, $275. 

MERCURY—’55 Custom sedan, $2,150. '54 
Monterey Sport coupe, $1,885*. °53 se- 
dan, $1,080, $840. ’51 sedan, $550, $525. 

NASH—’51 Statesman sedan, $225. °48 
(600) sedan, $105. 

OLDSMOBILE—’55 (98) Holiday, $2,925* 


(ps); (88) Holiday, $2,365* (ps). ‘53 
(88) Super sedan, $1,330*. '52 (98) Holl- 
day, $950°. ’49 (76) sedan, $125. 


PACKARD—’53 sedan, $1,125°. 

PLYMOUTH—’53 Cranbrook sedan, 
°51 Cranbrook sedan, $425; 
sedan, $400. 50 Deluxe sedan, $350. 
Special Deluxe sedan, $215. 

PONTIAC—’53 Chieftain (8) sedan, $1,- 
080*. °52 Chieftain (8) Catalina, $960*. 
’51 Silver Streak (8) sedan, $700*. '49 
Silver Streak (6) sedan, $195. 


$780. 
Cambridge 
"48 


STUDEBAKER — ‘52 Champion sedan, 
$440, $380. "50 Champion sedan, $280. 
WILLYS—’53 jeepster, $740. 


(Flint Auto Auction, Inc. Sale every 
Wednesday. Prices are for sale of June 1.) 

(Activity of the buyers very encourag- 
ing indicating that the used-car market 
is still good, Sold 45 cars out of 78 
offerings.) 


BUICK—’54 Super 2-dr., $2,035*; Special 
4-dr., $1,825*; 2-dr., $1,620. °53 Special 
2-dr., $1,190*. °52 Super 2-dr., $905*; 
RM 4-dr., $700*. ’51 Super 4-dr., $585. 
50 Super 4-dr., $390*, $300°. 

CHEVROLET—’54 Bel Air conv., $1,470. 


°53 Two-ten station wagon, $1,025; 4-dr., 
$865; 2-dr., $850, $760; Bel Air 4-dr., 
$990, $985*. °52 SL Deluxe Bel Air, 
$665*; 2-dr., $640, $580*; 4-dr., $500°. 
’51 SL Deluxe 4-dr., $455; 2-dr., $390; 
club coupe, $290. ’°50 SL Deluxe 4-dr., 
$370*, $280. 

DODGE—’52 Coronet 4-dr., $405. °51 Coro- 
net 4-dr., $400*. ’50 Meadowbrook 4-dr., 
$245. 

FORD—’55 Custom (8) station wagon, 
$2,190* (ps). ’53 Custom (8) 4-dr., $740. 
"51 Custom (8) 2-dr., $425; 4-dr., $375. 
’50 Custom (8) 2-dr., $205. °49 Deluxe 
(8) 2-dr., $150; Custom (8) 2-dr., $115. 

MERCURY—’55 Monterey 4-dr., $2,350°*. 
’51 club coupe, $340. 

NASH—’52 Statesman 4-dr., $600°. 

OLDSMOBILE—’53 (88) 4-dr., $1,290°. "52 
(88) club coupe, $1,015*. "51 (98) 4-dr., 
$700°. 

PLYMOUTH—’53 Cranbrook 4-dr., $650. 

PONTIAC—’53 Chieftain (8) Catalina, $1,- 
200°. ’51 Silver Streak (8) 4-dr., $495°, 
$450°. 


FARGO, N. D. 


(Tri-State Auction Co. Sale every Thurs- 
day. Prices are for sale of June 2.) 

(Consignment down over previous 
week, however, bidding good on clean 
autos. Sold 60 cars out of 83 offerings.) 


BUICK—’53 Super Riviera Hard Top, $1,- 
350°; Special 4-dr., $1,025*. °52 Super 
Riviera, $850*. ’'51 Super 4-dr., $650°. 

CADILLAC—’52 (60) Special 4-dr., $1,610* 


(ps). 

CHEVROLET—’54 Two-ten 4-dr., $1,205, 
$1,140. °53 Two-ten 2-dr., $860; 4-dr., 
$850. 52 SL Deluxe 4-dr., $560. ’°51 SL 
Deluxe 4-dr., $595°; 2-dr., $455°. 

CHRYSLER —’'53 NY Newport, $1,459° 
(ps). 

DeSOTO—’50 Custom club coupe, $410°. 

DODGE —’54 Coronet 4-dr., $1,350. °52 
Coronet 2-dr., $545*. '51 Meadowbrook 
4-dr., $465°. 

FORD—’ 54 Custom (8) 4-dr., $1,400; Main 
(62) 2-dr., $900. '53 Custom (8) 4-dr., 
$1,070*; 2-dr., $900. °52 Crest (8) sta- 
tion wagon, $1,025; Custom (8) 4-dr., 
$775*; 2-dr., $690. °51 2-ton truck, $735, 
$665; Custom (8) 2-dr., $590, $585°. 


(Continued on Page 52, Col. 2) 
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; | We aim to please everybody, Mr. Auction Owner: 


: | NOW: Fidelity Check Insurance for Auctions TWO WAYS..... 





5°. 

0 Ey On cars actually sold &} On all cars consigned 

0°. 

p*s 

i Only Fidelity (and no other company) offers you this choice of policies! 

60. 

per 

4 COVERAGE FOR CARS ACTUALLY SOLD: Many of ALL FIDELITY POLICIES GIVE YOU THESE EXCLUSIVE FEATURES: 

. 5 . F © Fidelity pays all claims immediately . .. you keep no 

48 you have asked for a check insurance policy with ensh on hand. 

5° . © Fidelity pays all legal expenses in claims and collections. 

: premiums based on the cars you actually sell. Well, © Fidelity advertises your auction in national dealer publi- 
ask and you shall have . . . We aim to please. cations. 

30 ®@ Fidelity supplies you up-to-date credit information on 

8 over 50,000 auto dealers. 

L,- COVERAGE FOR ALL CARS CONSIGNED: Still others © Fidelity offers you an auction consulting service based 

a : aphee on years of auction and insurance experience .. . 
of you like Fidelity Check Insurance to cover all cars at no cost fo you. 

| consigned to your auction. Here again we aim to ONLY FIDELITY OFFERS YOU THIS TAILOR-MADE 
please. If this plan fits your operation best, we’ve got INSURANCE: No matter what your type of operation, 

.) it for you. we've got a check insurance plan tailored to fit it like 

t a glove — a plan based on autos actually sold at your 

auction (with or without title insurance), and a plan 

a TITLE INSURANCE ALSO OPTIONAL: A lot of you based on all autos consigned (again with or without 

" will want to offer guaranteed titles to the dealers who title insurance). And no other insurance company 

0. : } vee on this green earth can match it. 

he buy through your auctions. Still aiming to please, 

‘ Fidelity writes title insurance into either of the above Which size fits your auction, Mr. Auction Owner? Coverage on 

® autos actually sold? or Coverage on all autos consigned? Take 


plans at your pleasure. 


| FIDELITY INSURANCE CO. OF TENNESSEE 


STAHLMAN BLDG., 


eeeseveeeveeveeveeeveeeeeeeeeeeeeeeeeeeeeeeeeeeeeee eee eee eee eweeeeeeeeeeeeeeeeeseeeeeeeeeeeeeeeee eee e ee ee et le 


eee 
. 
. 
- . 
. FRIENDLY AUTO AUCTION* Monday COLUMBUS AUTO AUCTION* Thursday 
‘ Municipal Airport, Daytona Beach, Fia. 2603 Cussetta Rd., Columbus, Georgia 
a ° APTCO AUTO AUCTION Wed. & Fri. CONCORD AUTO AUCTION, INC.* Mon. & Fri. 
° 19241 Dix-Toledo Hwy., (U.S. #25), Melvindale, Mich. 29 Sudbury Road, Concord, Mass. 
. ARLINGTON AUTO AUCTION, INC. | Wednesday pony dg ri eee ae INC. Monday 
a Hwy. 51 Intersection with Hwy. 60, Arlington, Wis. or ixie, Dayton, Ohio 
e ° CAPITAL AUTO AUCTION, INC.* Thursday Sar bem ae / Monday 
: State Fairgrounds, Columbus, Ohio Highway 48, N., Decatur, Illinois 
* . 
4 - CARROLLTON AUTO AUCTION Tuesday yp MOTORS ert AUCTION* Tues. & Fri. 
5, . Carroll County Fairgrounds, Carrollton, Ohio ngier Ave., Atlanta, Ga. 
L, . CENTRAL STATES AUTO AUCTION Wednesday § ®- PG GOFF AUTO AUCTION __ Monday 
. 125 South Delaware, Mason City, lowa New Tampa Hi-Way, Lakeland, Florida 
, ; COFIELD AUTO AUCTION* Monday GRAND RAPIDS AUCTIONS, INC. Tuesday 
° Boaz, Alabama 0168-M21, Jenison, Michigan 
: ° COLUMBIANA AUTO AUCTION Friday GREATER SHREVEPORT AUTO AUCTION Thursday 
; R. D. #2, Columbiana, Ohio 1310 N. Market St., Shreveport, La. 
n 
7 7 *auctions offering both check and fitle insurance. 
- 7 
Sas o 
yy 
. . 
; . 
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NASHVILLE, 


your pick. We aim to please everybody. 


TENNESSEE 


GREENVILLE AUTO AUCTION, INC. Tuesday 
(Formerly Mauldin Auction Sales, Inc.) 
1227 New Buncombe Rd.,Greenville, S. C. 


INDIANAPOLIS AUTO AUCTION, INC. Wednesday 
4501 West 16th St., Indianapolis, Ind. 


LEBANON AUTO AUCTION, INC. Wednesday 
Highway 22, N. Plainfield, N. J. 

LEITCH MOTOR SALES, INC.* Thursday 
1450 E. Main St., Owosso, Michigan 

MANEY AUTO AUCTION* Friday 
Jordan Lane, Huntsville, Alabama 

MIDDLE GEORGIA AUTO AUCTION* Wednesday 
Eastside Highway, Macon, Georgia 

MONTPELIER AUTO AUCTION CO. Monday 
Route #1, Montpelier, Ohio 

MUNCIE AUTO AUCTION Friday 


3344 So. Madison St., Muncie, Ind. 


AUTO DEALERS: SELL ONLY THROUGH THESE FIDELITY CHECK-INSURED AUCTIONS 


PAGE BROS. AUTO AUCTION* Wednesday 
35th at Divine St., Chattanooga, Tenn. 

QUINCY AUTO AUCTION Friday 

3220 South Broadway, Quincy, Ill. 

ROCKFORD AUTO AUCTION Thursday 
6402 Forest Hills Rd., Rockford, lil. 

SKYLINE AUTO AUCTION, INC.* Tuesday 


Greenpoint Ave. at Provost St., Brooklyn, N. Y. 


SOUTHERN AUTO SALES* Wednesday 
Route 5, Warehouse Point, Conn. 

SYRACUSE AUTO AUCTION* Wednesday 
R. D. #1, Lafayette, New York 

TOLEDO AUTO AUCTION CO. Thursday 
5902 Telegraph Rd., Toledo, Ohio 

TRI-STATE AUCTION CO. Thursday 
3021 W. Front St., Fargo, N. Dakota 

TRI-STATE AUTO AUCTION, INC. Friday 


Valley Springs, S. Dakota 
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Baltimore Wholesalers 


Hold Automotive Show 


BALTIMORE. — (UTPS) — Bal- 
timore automotive wholesalers last 
week held their annual three-day 
show and clinic for car dealers, 
repair-shop operators, service sta- 
tion men and industrial equipment 
dealers, 

Featured were the exhibits of 
176 manufacturers in the automo- 
tive field and 50 clinics, as well as 
hundreds of demonstrations of new 
products and methods. 


More than 100,C00 persons read AUTO- 
MOTIVE NEWS every week! 
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Used-Car Auction Prices 


(Continued f 


$575; Deluxe (8) 2-dr., $485, $430. '50 
1%-ton stake, $460; Custom (6) 2-dr., 
$160. ’49 1%-ton stake, $550; Custom 
(6) 2-dr., $175. 

LINCOLN—’53 Capri Hard Top, 
’51 Lido coupe, $725*. 

MERCURY—’54 Custom 4-dr., $1,525. '53 
Custom 4-dr., $1,085. ’51 station wagon, 
$735; 4-dr., $525. °49 4-dr., $290. 

NASH—’53 Rambler station wagon, 
000*. 


$1,555°. 


$1,- 


OLDSMOBILE—’51 (88) 4-dr., $600*. ’50 | 





ASK THIS IMPORTANT QUESTION 
BEFORE BUYING BAKING EQUIPMENT 


Fancy reflectors can't hide the 
fact that infra-red bulbs burn 
out . . . are too fragile for 
rough existence in an auto paint 
and body shop. Dry Quick Infra- 
red Baking Equipment has no 


% 
OR DOES IT USE 
OLD-FASHIONED 


BULBS THAT 
BURN OUT? 





bulbs, but has lava-coated ceramic type infra-red generators that 
last for many years, that generate infra-red rays more efficiently 
than any other known type of generator. You get an even field of 
baking energy with Dry Quick ceramic type generators. No hot 
spots; no cold areas. Bake a little spot job, or a complete car or 


truck quickly and efficiently. 


YOU CAN LEASE IT FOR JUST A 
FEW CENTS A DAY! 


Fill out the coupon below for a demonstration in your shop, 
or for information about our new leasing plan. 


DRY CLIME 
LAMP CORP. 


([] Please send me more information on the driQuick leasing plan. 


j 
| Dry Clime Lamp Corp., Dep't A, 
([] ! would like a demonstration 
| 

Ne ea ote wee & a einem 
COMBORY. «2c cee cscs 
es cs c'k 4 6 Ke 





Greensburg, Ind. 
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(98) Holiday, 
2-dr., $445°. 

PACKARD— 52 4-dr., $715. 

| PLYMOUTH—’55 Savoy (8) 2-dr., $1,810. 
’53 Cambridge station wagon, $1,025. 

PONTIAC—’53 Chieftain (8) 4-dr., $935. 
’49 Silver Streak (8) coupe, $200°*. 

STUDEBAKER—Commander 4-dr., $1,600. 
’52 Commander 4-dr., $605. °48 Com- 
mander 4-dr., $180. 

WILLYS—’53 Aero Lark 4-dr., $675* 

MISCELLANEOUS — ’51 Henry J 2-dr., 


$565°; 4-dr., 


ALBANY 


(Tim Anspach Auto Auction. Sale every 
Tuesday. Prices are for sale of May 31.) 

(Prices down on °’55 models of all 
makes. Older models were a little lower, 
also, The holiday accounted for lighter 
receipts and iless-than-normal buyers. 
Sold 123 cars out of 162 offerings.) 


BUICK—’55 Special Riviera 4-dr., $2,675*. 
’53 RM 2-dr., $1,325*; Riviera coupe, $1,- 
500*, $1,325*; Deluxe 4-dr., $1,020*%. ’52 
Riviera coupe, $900. 51 RM 4-dr., $600°*; 
Special 2-dr., $520*. ’48 conv., $170. 

CADILLAC—’46 (62) 4-dr., $160*. 

CHEVROLET ’55 Bel Air (8) Sport 
coupe, $1,960*; Two-ten (8) 4-dr., $1,770. 
’54 Two-ten station wagon, $1,525", $1,- 
400; 4-dr., $1,180, $1,035*; Bel Air 4-dr., 
$1,200, $980*. 53 Bel Air 4-dr., $1,050°*; 
2-dr., $930*, $980; Two-ten 4-dr., $900°; 





2-dr., $940, $900, $890. ’°52 SL Deluxe 
4-dr., $825*; 2-dr., $545; Special 2-dr., 
$650*, $570. '51 SL Deluxe 4-dr., $540*; 
2-dr., $530°; conv., $600°%, $520*%; Bel 
Air coupe, $520*. '50 SL Special 4-dr., 
$340; 2-dr., $420, $310; Deluxe 4-dr., 


$420*; 2-dr., $375; Bel Air coupe, $520. 

DODGE—’52 Coronet coupe, $1,070*; conv., 
$630*. °51 %-ton pickup, $375. ’50 Coro- 
net conv., $370*. 

FORD — ’55 Custom (8) 2-dr., $1,900*; 
Fairlane (8) Victoria, $1,990. '54 Sky- 
liner (8) $1,510; Custom (8) 2-dr., $1,- 
120; Main (6) 2-dr., $950. 53 Main (6) 
station wagon, $1,060. '52 Victoria coupe, 
$920*; Custom (8) club coupe, $760*; 
Main (8) 2-dr., $610; delivery sedan, 
$500. ’°51 Custom (8) conv., $580*%; Vic- 
toria, $720*; 2-dr., $340. ’50 Custom (8) 
4-dr., $330*; 2-dr., $450; (6) 4-dr., $450; 
$2-dr., $310, $280, $275. °49 Custom (8) 
4-dr., $210, $160*; conv., $210; station 
wagon, $140. 

HUDSON—’48 4-dr., $100*. 


KAISER—’52 Manhattan 4-dr., $505*. '51 
2-dr., $250°. 

MERCURY—’53 Custom 2-dr., $1,750, °52 
Monterey conv., $985*. °51 2-dr., $530. 
*49 coupe, $240. 

OLDSMOBILE — '55 (98) Holiday 4-dr., 
$3,235*; (88) 2-dr., $2,310%. °53 (98) 
Holiday coupe, $1,490*. °50 (88) 4-dr., 


$350*. °48 (76) 4-dr., $100*°; (66) conv., 
$120°*. 

PACKARD—’52 (300) 4-dr., $700*. 

PLYMOUTH—’55 Belvedere 4-dr., $1,810. 
’53 station wagon, $1,110; Cambridge 
2-dr., $730; coupe, $670; Cranbrook 4- 
dr., $840. °52 Cranbrook 2-dr., $550, 
$520. ’°51 Cranbrook conv., $530; coupe, 
$440; Concord 4-dr., $160. °50 conv., 
$350. °49 4-dr., $250. 

PONTIAC—’54 Chieftain (8) 4-dr., $1,- 
455°. °53 Chieftain (8) 4-dr., $1,070*; 
station wagon, $1,100*. °'52 Chieftain 
(8) 4-dr., $650*. ’51 Chieftain (8) 4-dr., 
$580°*. 

STUDEBAKER—’51 %-ton pickup, $310. 
"50 Champion 4-dr., $190*; conv., $230*. 
’58 Champion 4-dr., $130*. 

WILLYS—’53 2-dr., $485. ’49 station wag- 
on, $250*. 

MISCELLANEOUS—’52 Morris Miner 4- 
dr., $280. ’°51 Henry J 2-dr., $220*. 


CHICAGO 


(Greater Chicago Auto Auction. Sale 
every Thursday. Prices are for sale of 
June 2.) 

(Market strong. Used car dealers hold- 
ing used cars closer awaiting strike set- 
tlement. Sold 134 cars out of 218 offer- 


ings.) 
BUICK—’55 Special 2-dr., $2,610* (ps); 
Century 2-dr., $2,315* (ps). °54 Super 


2-dr., $1,985*; Special 2-dr., $1,920*. ’53 
Super 2-dr., $1,340°; 4-dr., $1,175*; Spe- 
cial 2-dr., $1,290*. '52 RM 4-dr., $850* 


(ps); Super 4-dr., $865*, $795*. 
CADILLAC—’55 (62) coupe deVille, $4, 
595* (ps). ’53 (62) 4-dr., $2,130*° (ps), 


2 at $2,105* (ps), $1,990* (ps), $1,975* 
(ps). °51 (60) 4-dr., $1,360°; (61) coupe, 
$1,350*; (62) 4-dr., $1,000*. °50 (62) 
4-dr., $1,080*, $820°. 

CHEVROLET—’55 Bel Air (8) 2-dr., $1,- 
800*; Two-ten 2-dr., $1,570. '54 Bel Air 
4-dr., $1,300. °53 Two-ten coupe, $945; 
4-dr., $850, $785; 2-dr., $865, $750. ’52 
Bel Air coupe, $755*; SL Deluxe 2-dr., 
$600, $585. ’51 SL Deluxe 4-dr., $600*; 
2-dr., $470; Bel Air coupe, $625*. 50 SL 
Deluxe 2-dr., $420, $300. °49 SL Deluxe 
4-dr., $285, $210. 


CHRYSLER—’53 NY 4-dr., $1,350* (ps); 
Windsor 4-dr., $1,025*. °52 Windsor 
coupe, $550. 551 Windsor 2-dr., $520*; 


4-dr., $460. "50 NY 4-dr., $230. 

DODGE—’54 Coronet 4-dr., $1,200*. °52 
Coronet 4-dr., $495*, $430. °51 Coronet 
2-dr., $400; Wayfarer, $365. 

FORD—'54 Custom (6) 2-dr., $995; 4-dr., 
$1,050*. °53 Custom (8) 4-dr., $1,070*; 
2-dr., $955*. °52 Custom (8) 4-dr., $485; 
(6) 4-dr., $380. '51 Custom (8) 2-dr., 
$465*; (6) 2-dr., $400. 

HUDSON—’52 Hornet 4-dr., $530. '51 Com- 
modore (8) 2-dr., $275. 

LINCOLN—’53 Capri coupe, $1,830* (ps). 
*52 Cosmopolitan 4-dr., $875*. 

MERCURY—’53 Sport coupe, $1,285*; 2- 
dr., $1,250. ’52 4-dr., $750; 2-dr., $755*. 
"51 4-dr., $425*, $405, $400; 2-dr., $440. 
"50 4-dr., $265. 

NASH—'53 Statesman 4-dr., $810*, $730. 
"52 Rambler conv., $500. ‘51 Rambler 
conv., $370; Statesman 2-dr., $215. 

OLDSMOBILE—’55 (88) conv., $2,915* 
(ps); 4-dr., $2,685* (ps). °54 Starfire, 
$2,495° (ps); (88) 4-dr., $1,900°. °53 
(88) Holiday, $1,580*; 4-dr., $1,375*. "52 
(98) 4-dr., $1,100*; (88) 4-dr., $1,060°, 
$1,005°*. 

PLYMOUTH—’ 54 Belvedere 2-dr., $1,285; 
Plaza 2-dr., $995. ’°53 Cranbrook 4-dr., 
$720. °52 Cranbrook club coupe, $415. 

PONTIAC—’54 Star Chief 4-dr., $1,660°, 
$1,555*. '53 Chieftain (8) 4-dr., $1,050°; 
2-dr., $950. ’50 Catalina (6), $615°; 8S 


$190. '48 International 2-ton stake, $255. | 





(6) 4-dr., $425; (8) 2-dr., 
ver Streak (6) coupe, $325 

STUDEBAKER — '52 Commander 2-dr., 
$340. '51 Commander 4-dr., $285; coupe, 
$215. 


$325, °49 Sil- 
* 


OMAHA 


(Richard Abel Auto Auction. Sale every 
Thursday. Prices are for sale of June 2.) 

(Market good, Prices up slightly on 
sharp cars.) 

BUICK—’55 Super Riviera, 
cial 4-dr., $1,900*. ‘54 Super Riviera, 
$1,950*. °50 Super sedanet, $310*. ‘'51 
Super Riviera, $485*. '50 Super sedanet, 
$310°*. 

CADILLAC—’53 (62) club coupe, $2,275*. 
’52 (62) conv., $1,745*; 4-dr., $1,530*. 

CHEVROLET—’'54 Two-ten station wagon, 
$1,285; 4-dr., $1,150, $1,130, $1,105; 2- 
dr., 2 at $1,095; Bel Air 4-dr., $1,235, 
$1,210. '53 Bel Air Hard Top, $1,110; 
2-dr., $1,050*; 4-dr., $925, $890; club 
coupe, $850. '52 SL Deluxe 2-dr., $695, 
$470. ’'51 SL Deluxe 4-dr., $635, $625; 
2-dr., $500; SL Special 4-dr., $430. '50 
SL Deluxe 4-dr., $375, $365. '49 FL De- 
luxe 4-dr., $270; conv., $400. ’°47 %-ton 
pickup, $275. 

CHRYSLER — ’52 Saratoga 4-dr., $850*. 
*51 Windsor 4-dr., $400*. '47 4-dr., $150. 

DODGE—’53 Coronet station wagon, $1,- 
215*; 4-dr., $675. ’°52 Meadowbrook 4-dr., 
$595. °49 Meadowbrook 4-dr., $265; 
conv., $195. 

FORD—’55 Custom (8) 2-dr., $1,860*. ’54 
Main (8) station wagon, $1,550; Custom 
(8) 4-dr., $1,255, $1,130. 53 Crest (8) 
conv., $1,335*; Victoria, $1,330, $1,300, 
$1,025. '52 Custom (8) 2-dr., $815, $735; 
Main (6) 4-dr., $660, $585. '51 Custom 
(8) 4-dr., $600; 2-dr., $510. ’°49 Custom 
(8) conv., $365; club coupe, $260; 4-dr., 
$245; 2-dr., $155; %-ton panel, $210. 


$2,380*; Spe- 


| MERCURY—’55 Custom 4-dr., $2,395". '53 


Custom 2-dr., $1,275. ’°52 station wagon, 
$1,025*; Monterey 4-dr., $810. ’51 sedan, 
$490. ’50 club coupe, $585*; 4-dr., $350*. 

OLDSMOBILE — ’55 (98) 4-dr., $2,670*; 
(88) 2-dr., $2,000. ’'54 (88) Super 4-dr., 
$1,990*. ’°50 (98) 4-dr., $400*. 

PACKARD—’52 4-dr., $510. '51 Hard Top, 
$455. 

PLYMOUTH—’ 54 Savoy club coupe, $940. 
’53 Cranbrook 2-dr., $730, $610; 4-dr., 
$655. '49 Deluxe 4-dr., $225. 

PONTIAC—’52 Chieftain (8) station wag- 
on, $1,025*. °50 Silver Streak (8) Cata- 
lina, $585*; 4-dr., $350*. 

STUDEBAKER — ’°52 Commander 4-dr., 
$525*, $400*. °50 Commander Land 
Cruiser, $310. 

WILLYS—’52 station wagon, $645. 

MISCELLANEOUS—’52 Henry J (4) 2-dr., 
$320. '48 GMC %-ton pickup, $260. 


OAKLAND 


(Oakland Auto Auction. Sale every Wed- 

nesday. Prices are for sale of June 1.) 
(Due to the long holiday, our sale was 
short of entries this week. Prices were 
very good on clean cars. Sold 50 percent 
of offerings.) 

CADILLAC—’54 (62) 4-dr., $3,595* (ps). 

CHEVROLET—’54 Two-ten 4-dr., $1,200. 
53 Two-ten 2-dr., $1,160*. ’°52 Two-ten 
4-dr., $720; %-ton pickup, $670. ’51 %- 
ton pickup, $670, $435; SL Deluxe 4-dr., 
$625*. 50 SL Deluxe 2-dr., $545*; 4-dr., 
$475*. '49 SL Deluxe 4-dr., $325. ’'48 SM 
4-dr., $195. °47 SM 4-dr., $200. 

DeSOTO—’50 Deluxe 4-dr., $490. °49 Cus- 
tom club coupe, $435. 

FORD—’54 Custom (6) 2d-r., $1,110. 
Custom (8) 4-dr., $885*. °52 
Victoria, $980*. °51 Custom 
$600°; 2-dr., $560°, $555, $495. '50 %- 


"53 
Crest (8) 


ton panel, $400. ’°49 Custom (8) 2-dr., 
i 4-dr., $275°. °47 Deluxe 4-dr., 
135. 


KAISER—’51 4-dr., $305. 
MERCURY—’54 Monterey coupe, 
’52 Custom 4-dr., $1,005*. 
$365*. °48 club coupe, $150. 
NASH—’51 4-dr., $420*, $415*. 
OLDSMOBILE — ’55 (88) Super Holiday, 
$2,855*. ’50 (88) Super 2-dr., $510*. °49 
4-dr., $370*. 
PLYMOUTH—’52 Cambridge coupe, $395. 
PONTIAC—’52 Chieftain (8) 4-dr., $760*. 
‘51 Silver Streak (8) 4-dr., $520*%. °49 
Silver Streak (8) 4-dr., $250*. 
WILLYS—’53 4-dr., $595*. 


EBENSBURG, PA. 


(Ebensburg Auto Auction Co. Sale every 
Thursday. Prices are for sale of June 2.) 
(Dealers not as anxious to sell al- 
h prices on clean offeringes remain 
high. Sold 79 cars out of 108 offerings.) 
BUICK—’54 Century 4-dr., $1,795*. 
CHEVROLET—’55 Bel Air (6) 4-dr., $1,- 
775°; Two-ten (6) 2-dr., $1,550; %-ton 
pickup, $1,280. '54 Two-ten 2-dr., $1,135. 
’53 Bel Air 4-dr., $1,025, $890; Two-ten 
club coupe, $925; %-ton panel, $535. ’51 


$2,000*. 
"49 «4-dr., 





(8) 4-dr., | 











| MERCURY—’50 4-dr., 











—_ 


SL Deluxe 2-dr., $560; conv., $395; <-dr,, 


$375; %-ton pickup, $570. 
Bel Air, $550*; 4-dr., $500, $380" 4. 
ton pickup, $400. °49 FL Deluxe <«-dr,, 
$305; SL Special 2-dr., $270. '47 FL De- 


luxe 2-dr., $225; conv., $160. ‘46 SM 
2-dr., $100. 

DeSOTO—’51 Custom conv., $585. '50 Cus. 
tom 4-dr., $475; conv., $325. 


DODGE—’53 Coronet club coupe, $985. ‘52 
Coronet 4-dr., $680; %-ton pickup, 3410. 
’51 Coronet club coupe, $460. '50 Coronet 
4-dr., $370*. ’48 coupe, $150. 


FORD—’53 Main (8) 4-dr., $885. '52 Crest 
(8) Victoria, $850*%; Custom (8) ‘é-dr,, 
$675*; 2-dr., $675*. '51 Custom (5) 2. 
dr., $715, $540*, $475; station wagon, 
$565; Deluxe (6) 2-dr., $405; *-ton 
Pickup, $550. ‘50 Custom (8) 2-dr,, 
$480*, $420; 4-dr., $440; Deluxe (8) 


4-dr., $445. 49 Custom (8) 4-dr., $185; 
2-dr., $235. 

MERCURY—’ 52 Monterey 4-dr., $850; Cus- 
tom 4-dr., $765. ’°51 Custom 2-dr., $600. 

NASH—’51 Rambler station wagon, $260", 
*50 Rambler 2-dr., $245*. 

OLDSMOBILE—’51 (98) 4-dr., $590* 
(98) 4-dr., $465*. '49 (98) 2-dr., 
$245*. 

PLYMOUTH—’52 Cambridge 2-dr., $425. 
"51 Cambridge club coupe, $400. '49 Spe- 
cial Deluxe club coupe, $185. °48 Special 
Deluxe club coupe, $170; conv., $105. 

STUDEBAKER—’51 Champion 4-dr., $300", 

MISCELLANEOUS—’49 International 1-ton 
pickup, $255. 


DETROIT 


(Wes Coon Auto Auction. Sale every 
Thursday. Prices are for sale of June 2.) 

(Buying was brisk. Prices holding 
good, 62 cars sold out of 97 offerings.) 


50 
$350°, 


BUICK—’54 Super 4-dr., $1,700; Special 
4-dr., $1,660. ‘53 Super 4-dr., $1,100. 
’52 Super 4-dr., $800. '51 Super 4-dr., 
$500. 50 Super 4-dr., $355. 


CHEVROLET—’55 Two-ten (6) 4-dr., $1,- 
605. ’53 One-fifty 2-dr., $680; club coupe, 
$920; Two-ten conv., $975; Bel Air 4-dr.. 


$890. °52 Two-ten 4-dr., $700; 2-dr., 
$645, $610. °51 Two-ten 2-dr., $500, 
$430; One-fifty 2-dr., $440; %-ton pick- 


up, $500. '50 Two-ten 2-dr., $380, $305; 
One-fifty club coupe, $330; 1-ton pickup, 
$370. '49 delivery sedan, $160, $130. 
CHRYSLER — ’'53 NY 4-dr., $1,140. 
Windsor 4-dr., $730. 
DODGE—’54 Coronet 


"52 


(6) 4-dr., $1,470; 


Royal 4-dr., $1,470. ’52 Coronet 4-dr., 
$540. °51 Coronet 4-dr., $440. 

FORD — ’54 Custom (8) 4-dr., $1,215; 
Crestline 4-dr., $1,375. °53 Custom (8) 
2-dr., $895; (6) 4-dr., $825. °52 Custom 
(8) 2-dr., $600; Main (8) 4-dr., $600; 
(6) 4-dr., $515. ’51 Custom (8) 4-dr., 


$490; 2-dr., $480. '49 Custom (6) 4-dr., 
$130. 

KAISER—’51 Deluxe 2-dr., $250. 

$375; club coupe, 
$375. °49 2-dr., $250; 4-dr., $300. 

NASH—’51 Rambler 2-dr., $395; 
wagon, $420. 

OLDSMOBILE—’55 Super (88) conv., §2,- 
225*. '51 (98) 4-dr., $530. 

PACKARD—’53 Clipper 4-dr., $870. 


station 


PLYMOUTH—’53 Cranbrook 4-dr., $700. 
’51 Cranbrook 4-dr., $380; Concord 2- 
dr., $325; Cambridge 4-dr., $365. 

PONTIAC—’53 Chieftain (8) 2-dr., $865; 


Catalina, $1,150. '52 Chieftain (8) 4-dr., 
$710. ’51 Chieftain (8) 4-dr., $670. '49 
Chieftain (8) 4-dr., $275. 
STUDEBAKER—’53 Champion 2-dr., $675. 
WILLYS—’52 Aero 2-dr., $510. 
* * * 


— Auctions in Brief — 
PHOENIX, ARIZ. 


Phoenix Auto Auction, Inc. Sale every 
Wednesday (June 1). ’51 to ’54 models 
were strong and Hard Tops and oid model 
Pickups especially good this week. New 
ears fairly high but slow. Sold 97 cars out 
of 156. 

* * * 


HARRODSBURG, KY. 

Blue Grass Auto Auction. Sale every 
Thursday (June 2). Clean cars are bring- 
ing the high dollar. We had another good 
sale this week, selling 85 out of 110. 

* * * 


WINDSOR, VA. 

Windsor Auto Auction. Sale every Thurs- 
day (June 2). Although we were missing 
a few units this week, we sold the highest 
percentage of cars in the history of this 
auction. Over 88 percent of the cars regis- 
tered changed ownership. 

* * * 


DENVER 
Colorado Auto Auction. Sale every Mon- 
day (May 30). Even though we held our 
sale on Memorial Day, the market was 
steady and the percentage of sales good. 
Sold 200 units out of 250. 





Auto-Lite Officials Feted on Retiremenf— 


A testimonial dinner staged by 48 central distributors at 


Chicago, honored two 


veteran executives of Electric Auto-lite Co. They are John A. Shank, manager of the 
firm's parts and service division, and D. H. Kelly, vice-president. Both retired May 31. 
Highlight of the affair was a re-creation of Shank's life, with friends and relatives 
from across the nation participating. From left are R. A. Harp, Auto Equipment & © 
Service Co., Inc., Philadelphia, chairman of the event; Kelly; James P. Falvey, Au'o 
Lite president; Shank, and J. L.' Finn, Gardner, Inc., Cincinnati, toastmaster. 
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serving all sponsors... serving all stations... 


30 Rockefeller Plaza, New York 20, N.Y. 
Merchandise Mart, Chicago, Ill. 
Sunset & Vine Sts., Hollywood, Calif. 
In Canada: RCA Victor, 225 Mutual Street, Toronto 
1551 Bishop Street, Montreal 
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Overseas Experts 
Join Mechanical 


Engineers’ Parley 


BOSTON. — An International 
flavor will dominate the diamond 
jubilee semiannual meeting of the 
American Society of Mechanical 
Engineers, to be held here June 
19-24. 

More than 1,200 engineers and 
their guests will attend, including 
several hundred from abroad. 
Among the latter group will be dele- 
gates to the Joint Conference on 
Combustion, being conducted a 
week earlier in Boston by ASME 
and Great Britain’s Institution of 
Mechanica] Engineers. 

Four of the chief addresses at the 
meeting will be delivered by repre- 
sentatives from England, France, 
Canada and Sweden. 

The semiannual meeting will have 
41 technical sessions, with more 
than 100 papers to be read. 

Sponsoring technical sessions are 
the following divisions of the So- 
ciety: Applied mechanics, aviation, 
fuels, gas turbine power, heat trans- 
fer, hydraulic, instruments and reg- 
ulators, machine design, manage- 
ment, materials handling, metals 
engineering, nuclear engineering, 
power, process industries, produc- 
tion engineering, railroad, rubber 
and plastics, safety, textile engi- 
neering and wood industries. 

Other sessions will be sponsored 
by groups interested in education, 
fluid meters and metal processing, 
as well as the American Rocket So- 
ciety, ASME affiliate which is cele- 
brating its 25th anniversary this 
year. 


Marietta Dealers 
Select Becker 


MARIETTA, O. — At a recent 
meeting of the Marietta Automo- 
bile Dealers Assn., Harold W. 
Becker was elected president, J. 
Frank Smith was named vice-presi- 
dent and Muriel Griffiths was se- 
lected as treasurer. 

Reporting at the meeting on the 
voluntary safety inspections con- 
ducted last April and May, Frank 
Williamson said that 1,686 cars 
were inspected and that 776 of 
these were found defective. De- 
fects on 147 cars were not cor- 
rected. 

The group also discussed plans to 
establish a mechanics training 
course at the Marietta High School. 
The serious need for mechanics in 
Marietta and elsewhere was noted. 
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The following advertised - delivered 
prices include the retail list price sug- 
gested by the factory, provisions for 
Federal taxes, and suggested delivery 
and handling charges. They do not cover 
transportation costs, state and local 
taxes, optional equipment or any other 
charges that may be passed on to the 
retail buyer. 


BUICK—Special — 4-dr. sed., 
2-dr. sed., $2,232.88; hardtop cpe., $2,- 
332.43; 4-dr. hardtop, $2,409; conv., $2,- 
590.17; 4-dr. stat. wag., $2,974. Century— 
4-dr. sed., $2,548.17; hardtop cpe., $2,- 
600.56; 4- ar. hardtop, $2,733; conv., $2,- 
991; 4-dr. stat. wag., $3,175. Super—4-dr. 
sed., $2,876.17; hardtop cpe., $2,830.56; 
conv., $3,224.59. Roadmaster—4-dr. sed., 
$3,349.36; hardtop cpe., $3,453.05; conv., 
$3,551.56. ( w standard on Road- 
master, optional at $192.50 on other 
models.) 


CADILLAC—Sertes 62—4-dr. sed., $3,- 
976.70; cl. cpe., $3,881.77; a cpe., 
$4,305.01; conv., $4,448,31. Series 60 Spe- 
sed., $4,728.32. Series 75—8- 
$6,186. 78; lim., $6,402.17. El- 
Conv., $6, 285.96. (Hydra-Matic 


$2,291.32; 


standard.) 


CHEVROLET — (Prices are fcr 6 - cyl. 
models; for V-8, add $99.)—One-Fifty—4- 
dr. sed. $1,728; 2-dr. sed., $1,685; utility 
sed., $1, 593; 2- dr. stat. wag., $2, 030. Two- 
Ten—4-dr. sed., $1,819; 2-dr. sed., $1,775; 
cl, cpe., $1,835; 2-dr. stat. wag., $2, 079; 4- 
dr. stat. wag., $2,127. Bel Air—-4- dr. sed, 
$1,932; 2-dr. sed., $1,888; hardtop cpe., 
$2,067; conv., $2, 206; 4-dr. stat. wag., $2,- 
262; Nomad 2-dr. stat. wag., $2,472. Cor- 
vette—6-cyl. conv., $2,799; V-8 conv., $2,- 
934. (Powerglide optional at $178.35.) 


CHRYSLER—Windsor Deluxe—4-dr. sed., 
$2,660.25; Nassau hardtop cpe., $2,703.25; 
Newport hardtop cpe., $2,818.25; conv., 
$3,000.25; 4 dr. stat. wag., $3,332.25. New 
Yorker Deluxe—4-dr. sed., $3,494.25; New- 
port hardtop cpe., $3,652.25; St. Regis 
hardtop cpe., $3,689.75; conv., $3,924.25; 
4-dr. stat. wag., $4,209. 300—H: Op cpe., 
$4,110.25. (PowerFlite standard on New 
Yorker Deluxe and 300, optional at $189 
on Windsor Deluxe.) 


DeSOTO—Firedome—4-dr. sed., $2,497.- 
75; special hardtop cpe., $2,540.75; Sports- 
man hardtop cpe., $2,653.75; conv., $2,- 
823.75; 4-dr. stat. wag., $3,170.25. Fire- 
Flite — 4-dr. sed., $2, 726. 75; Sportsman 
hardtop cpe., $2,938.75; conv., $3,150.75. 
(PowerFlite optional at $189.) 


DODGE—Coronet 6—4-dr. sed., $2,092.75; 
2-dr. sed., $2,013, 2-dr. 2-seat stat. wag., 
$2,348.75; 4-dr. 2-seat stat. wag., $2,462.75; 
4-dr. 3-seat stat. wag., $2,565. Coronet V-8 
—4-dr. sed., $2,196; 2-dr. ‘sed., $2,124; 
hardtop _epe., $2,281; 2-dr. 2-seat stat. 
wag., $2,452; 4-dr. 2-seat stat. wae, x =. . 
566; 4-dr. 3-seat stat. wag., $2,668 
Royal V-8—4-dr. sed., $2,310; coies 
cpe., $2,395; 4-dr. 2-seat stat. wag., $2,- 
658. 75; 4-dr. 3-seat stat. wag., $2, 760.75. 
Custom Royal V-8—4-dr. sed., $2,472.50; 
Lancer 4-dr. sed., $2,515.50; hardtop cpe., 
$2,542.50; conv., $2,748. (PowerFlite op- 
tional at $178.30.) 

FORD—(Prices are for 6-cyl. models; 
for V-8, add $99.98) — Mainline — 4-dr. 
sed., $1,753.24; 2-dr. sed., $1,707.02; bus. 
sed., $1,605.97. Customiline on tak sed., 
$1, 844. 66; 2-dr. sed., $1,800. Fairlane— 
4-dr. sed., $1,959.77; 2-dr. oa. $1,913.57; 
Victoria hardtop, $2, 094. 76; Crown Victoria 
el. cpe., $2,202.04; Crown Victoria glass- 
top, $2,271.53; conv., $2,224.09. Station 
Wagons—2-dr. 2-seat Ranch Wagon, §$2,- 
043.07; 2-dr. 2-seat Custom Ranch Wagon, 
$2,108.64; 4-dr. 2-seat Country Sedan, $2,- 
156.14; 4-dr. 3-seat Country Sedan, §$2,- 
287.32; 4-dr. 3-seat Country Squire, $2,- 
391.59. Thunderbird — Hardtop, $2,944; 
conv., $3,019.30; combination hardtop-conv., 
$3,234.30. (Fordomatic optional at $178.20 
on conventional models, $215 on al 
bird.) 

HUDSON — Super Wasp 6 — 4-dr. 
$2,290. Custom Wasp 6 — 4-dr. 


sed., 
sed., $2, - 


460; 2-dr. hardtop, $2,570. Super Hornet 6 
—4-dr. sed., $2,565. Custom Hornet 6—4-dr. 
sed., $2,760; 2-dr. hardtop, $2,880. Super 
Hornet V-8 —4- dr. sed., $2,825. Custom 
Hornet V-8—4-dr. sed., $3,015; 2-dr. hard- 
top, $3,145. (Hydra-Matic optional on sixes 
at $178.85, Ultramatic on V-8s at $199.) 





Ambassador Custom V-8—4-dr. sed., $2,- 
965; 2-dr. hardtop, $3,095. Nash-Healey— 
2-dr. hardto», $5,128.05 at coastal ports. 
(Hydra-Matic optional on sixes at $178.85, 
Ultramatic on V-8s at $199; automatic 
transmission not available on Nash-Healey, 
which is equipped with overdrive.) 


2-seat stat. wag., $2,425. (PowerFlite >p- 


Current Prices on New Cars eine or na gates 


Chieftain 870—4-dr. sed., $2, = 51; a 
sed., 5 4-8, 
stat. wag. ‘ “32, 603. Star Chiet — juxe —~ 
4-dr. sed., $2,362; conv., $2,691. Star Chief 
Custom—4-dr. sed., $2, 455; Catalina, $2,- 
499; Safari 2-dr. stat. wag., $2,962. (Hy- 
dra-Matic optional at $178.35.) 
RAMBLER—Deluxe—4-dr. sed., $1,695; 
2-dr. sed.. $1,585. Super—4-dr. sed., $1,- 


IMPERIAL—Custom—-dr. sed., $4,483.- OLDSMOBILE — Series 88 — 4-dr. sed., 
25; hardtop cpe., $4,719.75. Crown—8-pass. | $2,362.09; 2-dr. sed., $2,296.62; hardtop 796; 2dr. sed., peer: ss! 90: i = 
sed., $6,972.50;  lim., $7,094.75. (Power-|cpe., $2,474; 4-dr. hardtop, $2,546. Super| § F em aes $2,098. (ily. 
Flite standard. ) 88—4-dr. sed., $2,502.71; 2-dr. sed., $2,- top, $i. eg EA S178 86. ty- 
KAISER—Manhattan—4-dr. sed., $2,670, | 436-25; hardtop cpe., $2,714.39; 4-dr. hard- dra-Matle options -’ Sesem 2 
Darrin 161--Conv, $3,668. (Hydra Matic | tOP, $2,788; conv., $2,893.59. Series 98—4- e ; L718) Pan = < a1 7 741.08 
in an dr. sed., $2,832.82; hardtop cpe., $3,068.75; | 4%. sed., $ r. se 


optional at $178.20 om Manhattan; not 
available on Darrin 161, which carries 
overdrive as standard equipment.) 
LINCOLN — Custom—4-dr. sed., $3,563; 
hardtop cpe., $3,666. Capri Special Custom 
—4-dr. sed., $3,752; hardtop cpe., $3,910; 
conv., $4,071.50. (Turbo-Drive standard.) 


4- dr. hardtop, $3,140; conv.; $3,275.84. 
(Hydra- Matic optional at $178.35.) 


PACKARD — Clipper Deluxe—4-dr. sed., 
$2,585.53. Clipper Super — 4-dr. sed., $2,- 
685.53; 2-dr. hardtop, $2,775.53. Clipper 
Custom—4-dr. sed., $2,925.53; 2-dr. hard- 
top, $3,075.53. Packard —4-dr. sed., $4,- 


Deluxe—4-dr. sed., $1,835.16: 2. 
dr. sed., $1,840.55; 5-pass. cpe., $1,874.50; 
stat. wag., $2,140.64. Champion Rezai 
— 4-dr. sed., $1,993.27; 5-pass. cpe., $1,- 
974.50; hardtop cpe., $2,128.76; stat. wag., 
$2,311.59. Commander Custom—4-dr. sed., 
$1,918.72; 2-dr. sed., $1,873. Commander 
Deluxe—4-cr. sed., $2,013.63; 2-dr. sed., 


MERCURY — Custom — 4-dr. sed., $2,-| 940 32; 2-dr. hardtop, $4,080.32; conv. 4 
. . , ’ +o» . 1 .03; 5- . epe., $1,989; stat. wag., 
276.50; 2-dr. sed., $2,217.50; sport cpe, $5,932.32. (Ultramatic standard on Pack- oe ara aa Seeneien ian -- oan pow 
a a. SS Se wenaee ee: ard series, $199 extra on other models.) $2,127.25; 5-pass. cpe., $2,094; hardtop 
sat, au’, $2.349'50. Monteldin die sed |. PLYMOUTH—Plaza 6 —4-dr. sed., $1,-| cpe., $2,282.24; stat. wag., $2.445.07, 
$2,685; hardtop cpe., $2,631; Sun Valley | 789.50; 2-dr. sed., $1,737.50; bus. cpe., $1,-| President Deluxe —4-dr. sed., $2,310.50, 
glasstop, $2,711.50; conv., $2,712. (Mere- 638.50; 2-dr. 2-seat stat. wag., $2,076.50; | President State — 4-dr. sed., $2,380.50; 5- 


0-Matic optional $189.45.) 


METROPOLITAN — Hardtop, $1,145; 
conv., $1,469 (both prices at coastal ports 
of entry.) 

NASH—Statesman Super 6—4-dr. sed., 
$2,215. Statesman Custom 6—4-dr. sed., 
$2,385; 2-dr. harctop, $2,495. Ambassador 
Super 6—$2,480. Ambassador Custom 6— 
4-dr. sed., $2,675; 2-dr. hardtop, $2,795. 
$2,775. 


Ambassador Super V-8—4-dr. sed., 


4-dr. 2-seat stat. wag., $2,158.25. Plaza V-8 
—4-dr. sed., $1,884; 2-dr. sed., $1,841; 2- 
dr. 2-seat stat. wag., $2,180; 4-dr. 2-seat 
stat. wag., $2,261.75. Savoy 6—4-dr. sed., 
$1,879.50; 2-dr. sed., $1,836.50. Savoy V-8 
—4-dr. sed., $1,983; 2-dr. sed., $1,940. 
Belvedere 6 — 4-dr. sed., $1,978.50; 2-dr. 
sed., $1,935.50; hardtop cpe., $2,113; 4-dr. 
2-seat stat. wag., $2,321.75. Belvedere V-8 
—4-dr. sed., $2,052; 2-dr. sed., $2,039; 
hardtop cpe., $2,216.50; conv., $2,351; 4-dr. 





pass. cpe., $2,269.50; hardtop cpe., $2,- 
455.50; Speedster hardtop cpe. with over- 
drive, $3,371.04; Speedster hardtop cpe. 
with Automatic Drive, $3,479.29. (Auto- 
matic Drive optional at $216 on Champion, 
and at $226.50 on Commander and Presi- 
dent.) 

WILLYS—-Custom—2-dr. sed., $1,663.11; 
4-dr. sed., $1,725. Bermuda—Hardtop, $1,- 
795. Station Wagon — 2-wheel-drive, $1,- 
997.32. (Hydra-Matic optional at $178.55.) 


New Commercial Car Registrations, 
All States for April, 1955-1954. 









Truck registrations by states 
arte released here weekly, es 
compiled by R. L. Polk repre- 
sentatives in state capitals. 
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New Passenger Car Registrations, All States for April, 1955-1954. 
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no you had better seek the serv- 


In the Letterbox 


(Continued from Page 12) 


| 


ices of another dealer. Isn’t it | 


obvious how these dealers are 

pulling a dishonest deal? 

How can you avoid becoming 
a victim? Ask your dealer to 
show you the appraisal book on 
your used car. Discuss with him 
the necessary repairs to your car 
that will enable him to retail and 
guarantee your used car to his 
customers. He will show you how 
much your car is worth. Then 
pick your new car out with the 
equipment you want and ask him 
for the cash difference, also how 
much is this car outright if I 
have no trade-in. 

If you are in doubt tell him 
you desire to compare these 
prices with another dealer of the 
same make and do so. While you 
are at this shopping, compare 
and drive other makes, also. This 
is good healthy competition. You 
may be doing yourself a greater 
favor than you think. YALE 
THOMAS SALES & SERVICE, 
5 Chestnut St., Geneseo, N. Y. 

+ * * 
Crazy Dealing 

I appreciated your editorial on 
packed credit deals of Apr. 11. It 
is right to the point. I liked, too, 
the comments of Douglas McKay 
before that dealer association in 
Iowa a couple of weeks ago. 

The “price packing” situation is 
acute. How to find “one-third 
down” out of the “cash selling 
prices” being shown now is a puz- 
zle. Many banks, as well as other 
lenders are going to the FOB price 
and adding freight to see about 
what the car should sell for. 


It seems odd that, wanting to 
operate at a profit, dealers would 
feature “highest trade in—we will 
give you $500 for any junker” and 
not expect the public to want to 
“chisel.” All or most of the adver- 
tising is pointing to that. 


I have gone a long time without 
seeing an advertisement by a dealer 
on (a) the merits of his car or (b) 
the merits of his service. 

But the Chicago Daily News has 
a couple of pages each evening 
saying in substance “We know our 
car is not worth the money that is 
asked for it—so come to us—we 
will discount it $700 or more to 
bring the damn thing down to a 
decent price. No other merchant 
in the city in the automobile busi- 
ness will cut prices to you as much 
as we do.” Then the whole thing 
goes up in smoke. 


Just why, out of all businesses, 
the automobile retailing business 
has set itself up to “give away the 
profit” and to “howl about list 
prices being absurdly high,” and at 
the same time to yell about “we 
make no money.” To an outsider, it 
is a perplexing thing. 

Along with “rate packing,” which 
is rough, why don’t you take after 
another vicious practice, “finance 
charge packing.” 

The cases where the buyer thinks 
he is getting an excellent deal, only 
to wake up to the fact that the $300 


Calendar 


(Continued from Page 12) 


General 


Sept. 6-17—Machine Tool Show, National 
Machine Tool Builders Assn., Interna- 
tional Amphitheater, Chicago. 

Sept. 21-22 — Federation of Automobile 
Dealer Associations of Canada, Sheraton- 
Cadillac Hotel, Detroit, Mich. 

Sept. 22-24—Automotive Parts Rebuilders 

jation “apmeation, Fort Shelby Ho- 
tel, Detroit, 

Sept. 29-30 — boll Automobile Trans- 

porters iation Convention, Sheraton- 
Cadillac Hotel, Detroit, Mich, 

Cct. 26-28—l0th Annual Nochales! Con 
vention, American Society of Bod 

Rackham 


ineers, Somatal Mine 


etroit. 

Oct. 28—Automobile Old Timers 1éth 
Anniversary Dinner, Waldorf-Astoria Ho- 
tel, New York, 

Nov. 6-7—Texas Independent Automobile 
Dealers Assn., inc., ith Annual Con- 
vention, Shamrock “Hotel, Houston, Tex. 

Ou. 7-8—A.S.1. Booth tered by Wet wan 

ae Chicago—Sponsored 
M.EM.A, and N.S.P 

Jan. 11-14—American he Builders’ As- 
sociation's 54th Annual Convention, 
oe Auditorium, Miami Beach, 














overallowance is added back into 
his finance charge and “kicked 
back” to the dealer under the table 
as a reserve, bonus, pack, or what- 
ever it is called are becoming a 
national scandal. Of course, the 
legitimate dealer (or the one who 
tries to be legitimate) is often 
forced into the practice to meet 
what looks like a long deal of a 
competitor. 

I heard Frank Yarnall, head of 
the NADA, at the American Bank- 
ers’ Convention at St. Louis. He 
talks sense. I heard the president 
last year, the gentleman from Salt 
Lake City (Charles Freed). He, too, 
talked of trying to clean up dealer 
advertising. Has much been done? 

I see “95c a week” advertised in 
Jacksonville, Fla. 

I see “Good Credit” changed to 
“If you have fair credit” in St. 
Louis. This latter apparently means 
“if you haven’t been through bank- 
ruptcy in the past two years.” 

We see talks on sound terms and 


The market for Fram is the largest ever! By actual count, more 
vehicles are equipped with Fram than any other brand. And 
remember, your customers prefer FRAM more than 2 to 1! 


Cash in on the greatest selling idea of the year! Order the new 
Fram D-10 original equipment assortment from your FRAM 
Distributor today! 







| then see advertising “We finance | 


any 5 
The factories, by restraining from 
advertising FOB list prices in their 
national advertising, of course help 
the price-packing dealer and I am 
wondering when they’ll get legiti- 
mate again. 

Today’s cars are so superior, so 
full of sales points, and perform- 
ance points which are so seldom 
mentioned by the car salesman, 
and are rarely, if ever, mentioned 
in the dealer’s advertising. 

If a dealer wants to sell his cars, 
profitably, to good credit risks, he 
should say so. 

I wonder why the major dealer 
appeal is on these two things: 

1. “Come to us—we will give 
away all or most of our profit.” 

2. “Come, ye folks who can’t pay, 
who have poor credit, we will cook 
up some kind of a deal for you.” 

There must be millions of people 
of high credit standing who want 
fine cars and good service and who 
will pay for them. 

Why is no dealer interested in 
this sort of business? From read- 
ing the advertising of dealers, it 
would seem to present a virgin 


field, one that few dealers are ap-| 


pealing to today. — G. F. ALcort, 
agency supervisor, State Farm In- 
surance Co., Bloomington, II. 


a 


Yourself Supermarket for Cars" 
37 new cars were sold. 





TOPEKA, Kans.— Scott Motors, 
Inc., in Topeka led all Chevrolet 
dealers in the Kansas City zone in 
|the sale of new and used cars dur- 
ing a contest designed to celebrate 
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Now ‘Supermarkets’ for Cars— 


The self-serve trend in retailing has finally reached the auto business, as the pic- 
ture above shows. Don Allen Chevrolet Co., Pittsburgh, heavily publicized a “Serve 
with the result that in three days 65 used cars and 


Chevrolet Sales Leader 


Chevrolet’s being named as pace 
car in the Memorial Day 500-mile 
race. E. K. Beekman, general man- 
ager of Scott, was flown to the 
Indianapolis race. 


FRAM 
CORPORATION 
Providence 16, R.I. 


tad 


Fram Canada ltd. 
Stratford, Ont. 






News to Note... 





Auto World in Brief 
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cury), show chairman, termed it an 
outstanding success. It is planned 
to repeat the show again in an out- 
door setting in 1956. 

+ > 


* 
Borg-Warner to B 


New Lab in Illinois 


CHICAGO. — Borg-Warner Corp. 
has announced it intends to build— 
subject to zoning approval—a new 
research laboratory near Des 
Plaines, Ill., a suburb of Chicago. 


If plans are approved, the new 
center will occupy a 45-acre site, 
cost about $500,000 and employ 400 
persons. The firm’s research for the 
auto industry will continue to be 
centered near Detroit. 

* * * 


Peninsular Steel Opens 


Detroit-Area Warehouse 


DETROIT.—Peninsular Steel Co. 
has announced the opening of a 
steel warehouse to serve the De- 
troit area. The new structure is 
large enough to hold two freight 
cars and eight trucks for unload- 


NSPA Convention. 
Committee Meets, 
Plans Program 


CHICAGO.—The National Stand- 
ard Parts Assn. convention pro- 
gram committee has met here and 
announced plans to secure top- 
notch speakers at the convention 
Dec. 5-6, to present methods and 
ways to make more profit for 
wholesalers. 

Chairman of the committee is 
M. W. Bazner sr., sales vice-presi- 
dent of Ammco Tools, Inc., North 
Chicago. Others include: 

J. D. Bernhagen, secretary and 
purchasing agent., Reinhard Bros. 
Co., Minneapolis, Minn.; H. V. 
Bodine, C & D Auto Supply, Cin- 
cinnati; Russ W. Case jr., publisher, 
Motor Age and Commercial Car 
Journal, Chilton Co., Philadelphia; 
Earl M. Hylen, president, Andrew 
Johnson Co., Inc., Chicago; C. A. 
Klaus, vice-president, Maremont 
Automotive Products, Inc., Chicago; 
Robert McNally, president, Battle 
Creek Motor Parts, Battle Creek, 
Mich.; L. J. Messer Co., Lincoln, 
Neb. 

Herman Teetor, advertising di- 
rector, Perfect Circle Corp., Hagers- 
town, Ind; Les A. Thayer, mer- 
chandise sales manager, Belden 
Mfg. Co., Chicago; W. K. Toboldt, 
editor, Motor Service, Chicago; E. 
W. Windsor, automotive general 
manager, Sherwin-Williams Co., 
Cleveland; John M. Yantis, Ozburn, 
Crow & Yantis Co., Fort Smith, 
Ark., and Ray Barnett, editor of 
Jobber Topics, Irving-Cloud Pub- 
lishing Co., Chicago. 





ing at the same time, according to 
Harry H. Kurtz, president. 

The warehouse makes extensive 
use of automatic machinery and 
contains a metallurgical laboratory 
and testing department. 

a + 


Scott Heads UF Drive 


OKLAHOMA CITY.—R. T. Scott 
(Chevrolet) has been named cam- 
paign chairman of the United 
Fund’s annual October drive. 

* 7 a 


Delco’s Control-A-Dor 


Put on Sale in Detroit 


DETROIT. The new Delco 
Products Control-a-Dor, radio acti- 
vated garage door operator has 
been offered for its first sale in this 
area, according to F. H. Irelan, 
general manager, Delco products 
division. 

Building industry sales and in- 
stallation agent for the operator, 
which operates from a pushbutton 
on the auto instrument panel, is 
Crawford Door Sales Co., Detroit. 

* * * 


Paulson Buys Do-Ra 


In Minneapolis 


MINNEAPOLIS. — Purchase of 
the Do-Ra Mfg. Co. here by Alan 
R. Paulson has been announced. 
The firm manufactures cleaners 
and waxes for automotive, com- 
mercial and household use. 

Paulson, for 14 years sales vice- 
president of Jari Products Co. here, 
said he would seek to expand his 
new company’s market. 

7 * * 


Longest Brothers Closes 


After 52 Years in Ky. 
LOUISVILLE.—Longest Broth- 
ers, a firm whose officers once 
turned down a Ford franchise for 
the entire state of Kentucky, has 



















gone out of business after 52 years. 

An auto dealership for many 
years, Longest had concerned itself 
with service and auto rebuilding in 
recent years. The firm was founded 


by W. Butler Longest, who died| 


three years ago at the age of 74, 
and Philip P. Longest, 70, who is 
retiring. 


Auto-Lite Battery Plans 


Summer Sales Meetings 


TOLEDO. — Nearly 3,000 Auto- 
Lite battery distributors and their 
salesmen are attending meetings 
in 11 cities to hear the company’s 
complete battery sales and adver- 
tising plans for the ensuing year. 

W. E. Blank, sales manager, 
will preside. The schedule of 
meetings follows: June 9, Chica- 
go; June 11, Minneapolis; June 
138, Kansas City; June 15, Dallas; 
June 18, Atlanta; June 20, Phila- 
delphia; June 23, New York City; 
June 25, Cleveland; July 14, Los 
Angeles; July 16, San Francisco, 
and July 19, Portland, Ore. 

* + « 


Pullman Vacuum Buys 


Electric Blower Co. 


BOSTON.—Electric Blower Co., 
which has manufactured blowers 
since 1907, has been purchased by 
Pullman Vacuum Cleaner Corp., ac- 
cording to Stanley Berns, president 
of Pullman Vacuum. Electric 
Blower will be a division of Berns 
Mfg. Co. 

Berns said the principal reason 
for the purchase of Electric Blower 
was to give Pullman Vacuum a 
more complete line of commercial 
cleaning equipment. Frank Mac- 
Callum, founder of Electric Blower, 
has joined Berns Mfg. Co. in an 


advisory capacity. 
+ * * 


British Auto Assn. to Mark 


50th Year with Parade 

LONDON, England.—A _ proces- 
sion of 300 cars of all ages will 
drive through Regent’s Park on 
June 18 in celebration of the 50th 
anniversary of Britain’s Automo- 
bile Assn. 

The Duke of Edinburgh will 
watch the tableaux which will de- 

(Continued on Page 57, Col. 3) 
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Fleet Supervisors Attend GM Course— 


Truck fleet service and safety directors in the southeastern part of the U. S. 
attended a motor fleet supervisors course at the General Motors Training Center in 
Atlanta. Host to the group was Arnold J. Steele, GM Center manager, left. Conducting 
the course were, from left, Dr. Harold L. Johnson, University of Georgia Transporta- 
tion division chairman; Harry Samuel, GMC division resident instructor, and George 
V. Deal, of Pennsylvania State University's Institute of Public Safety. 


8 States Report Increases 
In Highway Tax Intake 


ECEIPTS from motor fuel and 

other highway-user taxes con- 
tinue their upward trend in most 
states, according to revenue re- 
ports. 

Colorado motor fuel tax collec- 
tions totaled $2,396,365 in January, 
an increase of $232,430, or almost 
11 percent, over the same month 
in 1954. 


Motor fuel tax revenues in Illi- 
nois amounted to $136,559,912 for 
1954, an increase of $7,339,919 over 
1953. January collections totaled 
$11,272,385, a gain of $466,411 over 
the same month a year ago. 

Highway fund collections in Ken- 
tucky from July to December were 
4 percent over 1953, with receipts 
totaling $36,506,943 last year and 


Brakes, Safety High on AE’s Agenda 


ATLANTIC CITY, N. J.— The 
Society of Automotive Engineers 
will delve into a wide array of 
technical and laymen’s subjects at 
its “golden anniversary” summer 
meeting here this week. 


Round tables, each presenting 
viewpoints of either auto makers 
or suppliers, are scheduled on the 
following technical topics: Brakes, 
power train compatibility, trends 
in body types, cooling systems, 
manufacturing research programs, 
material and process specification 
systems and burning of heavy 
diesel fuels. 


Of general interest will be two 
discussions on automobile safety 
and a round table on smog and 
noise reduction. The safety lec- 
turers will be Ross A. McFar- 
land, of Harvard’s School of Pub- 





Complete L-M Management Course— 


Lincoln-Mercury dealership personnel who attended a two-week dealership man- 
agement conference in Detroit are shown above. They are, from left, first row—H. 
Glenn McMenomy, San Bernardino, Calif.; Kenneth Havens, Clinton, la.; Myron F. 
Samson, Jacksonville, Fla.; Jack F. Maxwell, Boise, Id.; James P. Williams jr., Newport 
News, Va., and Robert L. Tiedgen, Sterling, Colo. Middle row: Bernard Klein, Mil- 
waukee; Leo Henderson, Salem, Ore.; Richard E. Cady, Mystic, Conn.; Harold Hol- 
away, Plymouth, Ind.; Joseph Reiter, Elmhurst, Ill., and William H. Irving, Kenosha, 
Wis. Top row—Frank Lombardo, Willoughby, O.; John Bazzell, Longview, Tex.; C. R. 
Baer, Los Angeles; Charlies P. Helmick, Clarksburg, W. Va.; Walter H. Stevens, Kitch- 
ener, Ont.; William H. Kachel jr., Columbia, Pa.; William H. Kolath, St. Louis, and 


T. C. Smith, L-M general sales office. 





| subject. 


lic Health, and A. L. Haynes, of 
Ford. 


Two separate programs are 
planned on automatic transmis- 
sions. One will be a symposium 
dealing with the latest transmis- 
sion developments and progress in 
friction materials for automatic 
transmissions. The other will em- 
phasize the gasoline economy and 
operating experience of automatic 
shift devices. 


Thirteen auto, oil and research 
groups will take part in a sympo- 
sium on automotive greases and 
chassis lubrication. Firms repre- 
sented will be General Motors, 
Oldsmobile, Chrysler, Lincoln Engi- 
neering, Standard Oil (Indiana), 
Shell Oil, California Research, 
Socony-Vacuum Oil, Atlantic Re- 
fining, Pure Oil, Du Pont, Esso 
Research and Engineering and the 
National Lubricating Grease Insti- 
tute. 

Tire performance will be the 
topic of a four-member symposium, 
while tubeless truck tires will be 
discussed at a separate meeting by 


Firestone and Goodyear techni- 


cians. 

A symposium on the material 
properties and applications of 
fiber glass reinforced plastic will 
present representatives of the 
Big Three and of Owens-Corning 
Fiberglas, Allied Chemical and 
Dye, Molded Fiber Glass Body 
and Woodall Industries. 

Car suspensions will be discussed 
by Ford and Studebaker-Packard 
engineers, with Packard’s new 
torsion-level suspension an agenda 


Two specific questions will be 
explored at the round table on 
brakes: Why such wide variation 
in the life of brake linings, and 
correcting slow brake application 
time. Panel members will represent 
Rockwell Spring and Axle, Warner 


‘Who’s Who’ Ready in July 

CHICAGO. — The ninth edition 
of “Who’s Who in Commerce and 
Industry” will be published in July 
by Marquis-Who’s Who, Inc. Re- 
tail list price is $20. 


Electric, Bendix Products, Bendix- 
Westinghouse Automotive Air 
Brake, Conestoga Transportation, 
Midland Stéel Products and Cities 
Service Oil. 

Companies participating in the 
cooling-systems round table will 
include Long Mfg., McCord, Har- 
rison Radiator, Chrysler, Ford 
and GMC Truck and Coach. Rep- 
resentatives of the Big Three and 
of Creative Industries of Detroit 
each will discuss a body type in 
the styling trends round table. 

The annual Horning Memorial 

Award lecture will be given by Sir 
Harry Ricardo, of Ricardo and Co. 
SAE’s 50th anniversary dinner 
dance is set for Wednesday. 


$35,096,350 the year before. The big- 
gest increase in the first half of 
the fiscal year came in collections 
of gasoline and other motor fuel 


taxes. 
* * * 


ENTUCKY’S motor vehicle us- 

age taxes for the first six 
months of the fiscal year were 
about 8 percent above 1953, with 
collections totaling $3,232,887 in 
1954, compared to $2,996,926 in the 
previous year. 

Motor vehicle registration taxes 
in Kentucky for the July-Decem- 
ber period totaled $720,526, or al- 
most 50 percent above 1953. 

Nebraska collected $33,057,663.35 
in 1954, compared to $29,356,514.42 
in 1953. 

Fuel tax collections in Nevada 
during 1954 amounted to $6,167,366, 
up 4 percent from 1953. Of the 
amount collected, $3,895,497 went to 
the state highway fund for the 
four-cent state gas tax. 

* * OK 

OTOR fuel tax collections in 

New Jersey for the last half 
of 1954 increased by $9,268,999 over 
the same period in 1953, as the re- 
sult of a one-cent increase in the 
gasoline tax. Motor vehicle taxes 
collected in New Jersey for the last 
six months of 1954 were $798,999 
above the same period in 1953. 

North Carolina gas tax collec- 
tions for January totaled $7,114,- 
587, an increase of $593,436 or 9.1 
percent over the same month a 
year ago. 

Total highway fund collections 


»|in North Carolina amounted to $16,- 








Beating the Heat— 


The pretty miss above isn't starting a 
heat wave, she's offering relief. The large 
pipe is designed to move cool air into 
the autos of customers at drivein restau- 
rants and movies. The new device, similar 
to a room air conditioner, is mounted on 
a stand above or alongside a parked car. 
One tube feeds cool air into the car, 
another pulls used air out. The unit is 
made by A.R.A. Mfg. Co., Fort Worth. 





164,532, an increase of $1,386,444 or 
8.65 percent, for January and to 
$63,698,164, an increase of $3,121,876 
or 5.15 percent, for the fiscal year 
to date. 

Gas tax collections in South 
Carolina in December totaled $3,- 
300,000, an increase of $200,000 over 
the same month in 1953. 


High-Steppin' 
35,000 See Dealer-Backed 


Parade in Monrovia 


MONROVIA, Calif. — The new- 
car dealers of Monrovia—10 of them 
—sponsored the 69th annual Mon- 
rovia Day parade, viewed by 35,000 
persons on May 21. The parade was 
also televised. 

Bud Miller (Ford) won third prize 
in the Commercial] division of the 
parade, which included floats, auto- 
mobiles, girls, and high - stepping 
California horses 

The 10 dealers who sponsored 
the parade were: Becherer Buick, 
Inc.; McDonald & O’Boyle (Chevro- 
let - Oldsmobile); Kindel Motors 
(Dodge - Plymouth); Bud Miller 
(Ford); Clifford T. Nutt (Pack- 
ard); Bill Poer, Inc. (Chrysler- 
Plymouth); Bob Longpre Pontiac, 
Inc.; Tri-City Motors, Inc. (Mer- 
cury); Silcott Hudson Sales, and 
Larry Wright Motors (Studebaker). 
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b aalaet Pro and Con... 


More on NUCDA Name Change 


JETROIT. — Used-car dealers 
continue to debate the issues in- 
volved in the change of the name 
of the National Used Car Dealers 
Assn. to the National Independent 
Automobile Dealers Assn. 


Below are letters received 
week: 

* * * 
Rabble-Rousing 
Dear Editor: 

If there is a Pulitzer prize in 
rabble-rousing and inaccuracy in 
journalism this year, you've al- 
ready won, hands down! Your 
editorial in the May 23 issue of 
Automotive News headed “Now 
who’s going to speak for Used 
Car dealers?” is inaccurate and 
misleading, to say the least. The 
moral purpose to exercise the 
privilege and power of the press 
to influence public opinion in 
what I conceive to be in the right 
direction has certainly been 
usurped. 

Your statement that the change 
in name NUCDA to NIADA rep- 
resents a change in personnel, a 
change in purpose, and a change 
in direction. This is not true, as 
the articles of incorporation and 
the constitution remain the same. 


The organization is primarily 
controlled and conducted of, by 
and for, used-car dealers. Many 
dealers who handle used cars ex- 
clusively, are becoming franchise 
dealers for new cars every day, 
and there are many new car 
dealers giving up their franchise 
and dealing only in used cars. 


You state “The President of 
NIDA is not a used-car dealer.” 
This is not true. He is not only a 
used-car dealer, but he is pri- 
marily a used-car dealer, having 
a franchise for imported auto- 
mobiles. 


You also state that to change 
the name represents more than 
just a change in name. You state 
it represents a change in person- 
nel. May I ask—is it unusual] to 
change personnel? Especially, in 
any non-profit organization, from 
year to year, or from time to 
time, when it is decided that the 
majority of the membership de- 
sire a change when the interests 
of the organization can best be 
served. Why didn’t you print all 
the facts? 


At the annual convention of 
the NUCDA in Miami last fall, it 
was tentatively agreed that the 
organization should change its 
name. Some of the state organi- 
zations affiliated with NUCDA 
had already changed their name 
to NIADA before the board of 
directors’ meeting was held on 
May 9 last. 


Why didn’t you inform your 
readers that this was not an 
overnight proposal; that action to 
ratify the change in name of the 
association was taken by a meet- 
ing of the board of directors, at 
which time a vote was taken, the 
result of which there were 355 in 
favor, and only 14 opposed, to the 
change. 

Not until all avenues of the 
pros and cons were explored, and 
arguments weighed, was a vote 
for ratification called. There 
was no one hypnotized or lured 
into voting for the ratification. 
It was just the results of a de- 


Ford Reassigns 
4 Sales Aides; 
Kenney Steps Up 


DEARBORN. — Four personnel 
changes affecting Ford division 
sales officials were announced last 
week by L. W. Smead, general sales 
manager. 

C. H. O’Donohue has been ap- 
pointed district sales manager at 
Memphis, succeeding J. B. Glass, 
who has been named district sales 
manager at Dallas. 

Glass succeeds Charles I. Ken- 
ney, who has been named to a spe- 
cial executive position here in the 
general sales office. O’Donohue’s 
post as manager of the dealer 
placement department here will be 
filled by W. E. Kimbrough. 


last 





| 
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cision reached by a group of in- 
telligent, diligent, and hard-work- 
ing men assembled to promote 
the welfare and the progress of 
the members they represent. 


It’s time we called a spade a 
spade. Let’s face it—there’s no 
need of being elusive. Nearly all 
auto dealers who deal primarily 
in used cars, are handling at least 
a few new cars. For some time 
now the name “used car dealer” 
has been an inapplicable desig- 
nation, a misnomer as it were, 
for thousands of dealers who 
possess no franchise. It has been 
estimated that more than a half- 
million new cars will be sold by 
used-car dealers this year. Just 
who is, and who is not a new-car 
dealer? 

The NUCDA was born of des- 
peration some 10 years ago in 
Detroit, and has grown and pros- 
pered with intelligent and com- 
petent men directing it, such as 
Ray Miles. You may be sure that 
Ray Miles and his capable staff 
of officers of NIADA will be in 
there fighting for the used-car 
dealer from the Halls of Con- 
gress to the assembly lines of 
Detroit—Kine W. Sutton, direc- 
tor, State of Ohio, National In- 
dependent Automobile Dealers 


Assn. 
* 


7 * 
Identity Needed 

On returning to my office after 
a brief vacation, I read your re- 
cent editorial concerning the 
NUCDA change of name and 

“Now Who is Going to Speak 
for the Used Car Dealers?”. 

This was read by me with a 
great deal of interest and should 
be of interest to used-car dealers 
across the nation. It also should 
cause a great deal of concern to 
all of the used-car dealer associ- 
ations across the country and 
make them conscious of the im- 
portance of retaining their iden- 
tity. 

We here in the Empire State 
refused to make this change sev- 
eral years ago because our mem- 
bers are proud of the fact that 
they are used-car dealers and 
have been known as such for 
over a quarter of a century. If 
the directors of the national 
would just stop and think of the 


important part used-car dealers 


Amerotron to Build 
New S. C. Woolen Mill 


BARNWELL, S. C—Robert L. @ net loss of $314,217 for the same 
Huffines jr. Amerotron Corp. pres-| period last year. 
ident, has announced that plans | 
have been completed for the build-| Apr. 30, amounted to $13,145,890, 


ing of a new woolen mill here. 


The 400,000-square-foot mill will| responding 1954 period. The esti- 
dying | mated Federal tax credit was $190,- 
000 in 1955 and $124,978 in 1954. 


contain spinning, weaving, 
and finishing under one roof. 
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play in the economy of this coun- 
try and their importance as used- 
car dealers, they would recon- 
sider the change and give con- 
siderable thought to your ques- 
tion. 


For those who have a short 
memory, let’s go back over the 
years and take a look at the 
growth of used-car outdoor sales 
lots, the millions of dollars in- 
vested in used cars, the vast 
amount of advertising money 
spent in telling the public where 
| they can sell or buy a used car 
and one would give serious 
thought to any change that would 
remove the name “used car 
dealer.” Why he is part of 
| America and is respected in his 

community. | Mountain Run Car— 

The exclusive used-car dealer | 
is here to stay and to always be 
know as such. Your article should 
cause a great deal of concern to 
all associations identified with 
| used-car dealers. This is an open 
| letter to use as you see fit. — 
| Julian Ostro, Executive Director, 
aon York Used Car Dealers 
| Assn. 


GREAT AMERICAN 
MOUNTAIN RALLYE 
ENDURANCE RUN 


ass 


ae nus OF 
K He aE 328 _ 


The official route car for the Great 
| American Mountain Rallye, a Sunbeam 
Alpine, is delivered to Robert Grier, presi- 
| dent of the Motor Sports Club of America, 
|by W. R. M. Williams, Rootes Motors, 
Inc., advertising manager. The 1,800-mile 
run, to be held in November, starts in 
|New York City and finishes at Pough- 
| keepsie, N. Y. 
MSCA. 





News to Note... 


Auto World in Brief 


(Continued from Page 56) 


pict the history of the association. 

Motoring groups from 15 countries 

are expected to join in the tribute.| Walker, Tom Ashbrook, and Lloyd 
* * * Gregg. 


Plymouth Dealers Elect . 


—_— an. a = Michigan Drill Goes North 

| new Plymouth Dealers Assn. o DETROIT. — Barker Industrial 

| ae aan uee which pm Equipment, Ltd., Toronto, will serve 

oo ; “ Siem 5 in as exclusive sales and service rep- 
a é ‘lo e “niaoh - Raw resentative for Michigan Drill Head 
ae of = wae an ‘Millen Co., Detroit, in all Canadian prov- 
ann 7 secretary; aa 7 » | inces, according to Jerome Sullivan, 

| mbra, treasurer; a om |president of Michigan Drill Head. 


Gar Wood Reports Veterans’ Tale Told 
$640,637 Loss 


NEW YORK. — “Veterans of the 
WAYNE, Mich.—Gar Wood In- 


Road,” a history of old cars and 
the Veteran Car Club of Great Brit- 
|dustries and its subsidiaries, man- 
|ufacturers of truck bodies and 


ain, has been written by Elizabeth 
Nagle, secretary of the club. Price 
‘heavy construction equipment,|Upon publication, July 1, will be 
have reported a net loss of $640,- 
637 after tax credits for the six 


$3.75. 
months ended Apr. 30. There was 


Waters, Hollywood, vice - presi- 
dent; directors: Art Frost, Stan 


* * 





* * * 


Chicago Firm Enjoined 
Under Fair-Trade Act 


CHICAGO.—The County Superior 
Court has issued an injunction 
against City Sales General Mer- 
chandise & Railroad Salvage from 
selling Turtle wax auto polish at 
less than the minimum fair-trade 
price of $2. 

Suit was brought by Plastone 
Co. here. J. Kenneth Baird, Plas- 
tone lawyer, said that City Sales had 
refused to cooperate with other re- 
tailers in recognizing the fair-trade 
agreements. 


Sales for the six months ended 


compared to $17,085,336 in the cor- 


* . * 


Canada Spark Plug Export 


OTTAWA.—Canada sold $2,032,- 
218 worth of spark plugs to 53 
countries. Amounts ranged from 
$53 to British Honduras to $465,574 


government has reported. 


24,601 Oldsmobile 
Mechanics Join 


Service Guild 


LANSING. — The Oldsmobile 
Service Guild has 24,601 member 
mechanics enrolled for training and 
examinations, according to William 
J. Buxton, general service man- 





It is sponsored by the | 





to the Union of South Africa, the| 


ager. 
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Monopoly 


(Continued from Page 4) 


sociations of dealers continue to 
agree among themselves upon the 
price, or any element entering into 
the price cf new automobiles, we 
shall prosecute. In line with the 
established policy of this depart- 
ment, prosecutions of price-fixing 
schemes are on the criminal side.” 

Barnes noted that price pack- 
ing by individual dealers is not 
a Sherman Act violation. 

The Justice Department official 
took issue with the NADA position 
that bootlegging was a serious com- 
petitive evil. He singled out local- 
association “boycotts” against boot- 
leggers for condemnation, declaring 
that there is no rule protecting 
businessmen against “unpopular 
competitors.” 

* * ? 

a= prefaced his remarks on 

the position of GM in the auto 
industry by a lengthy discourse on 
Section 2 of the Sherman Act. Sec- 
tion 2 deals with monopoly “power,” 
as contrasted with monopoly “prac- 
tice,” he pointed out. 

The witness, citing Ford’s seizure 
of 31 percent of the market last 
year, said that it might be impossi- 
ble for GM to rout Ford if the latter 
“maintains this present vigor.” 

“To transgress Section 2,” he 
| asked, “must GM be able to ex- 
clude all, or merely all but the 
major one of its competitors?” 

Barnes referred to Chrysler’s 1955 
resurgence as an “encouraging” 
sign, stating that the “phrase ‘Big 
Three’ may again become more, 
rather than less, accurate.” 

Antitrust investigators have cop- 
ied over 10,000 documents in the 
Ford parts investigation, Barnes 
said. The investigation, he said, 
grew out of dealer and jobber com- 
plaints that Ford was requiring its 
outlets to handle Ford parts and 
accessories exclusively. 

* * + 
OINTING out that Ford had 
denied the accusations, Barnes 
said: 

“In any event, I am happy to 
report that recently Ford revised 
its contracts with its dealers and 
in certain respects has made the 
provisions of its standard contract 
more favorable to the dealer gen- 
erally. 

“I point out, however, that the 
vast disproportion in size between 
| any auto manufacturer and any 
single dealer offers manufactur- 
ers the opportunity for abuse. 
“Consequently, the Antitrust di- 
vision proposes to be particularly 
alert to abuses in the manufacturer- 
dealer relationship throughout the 
| industry.” 





|Romney Cites Increase 


‘In Dealer Profits 

WASHINGTON.—Most American 
Motors dealers are benefiting from 
“substantially” higher profits this 
year than last year, when many 
lost money, President George Rom- 
; ney told the Senate antimonopoly 
subcommittee Friday. 

In a prepared statement evaluat- 
ing the results of the Hudson-Nash 
merger, Romney said that future 
AMC cars will “not compete head- 
on with automobiles of the Big 
Three,” but would be “distinctive 
and unique.” 

Romney urged the UAW to base 
its contract demands on AMC “on 
the economic facts of American 
Motors and not of Ford or General 
Motors.” 


ADVERTISEMENT _ 
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Elected by Southern California Dealers— 


Newly elected directors of the Motor Car Dealers Assn. of Southern California take 
time out for a picture. Seated, from left, are Shelton B. Washburn (Chevrolet), Santa 


Glass joined Ford in 1935; Ken-| Barbara, secretary, and Lou Albertson (Oldsmobile), Culver City, president. Stand- 
ney in 1913; Kimbrough in 1928,|ing are Lonnie Hull. (Dodge-Plymouth), Los Angeles, treasurer, and Ray Stansbury 


and O’Donohue in 1916. 





| (Buick), Burbank, vice-president. Charles H. Elmendorf continues as executive secretary. passing grade of 80 or higher. 


The guild is in its fourth year, | 
he added, saying that more than | 
a third of the Oldsmobile dealers’ 
membership has qualified for and 
received awards. These are Made in 
the form of a certificate, Buxton 


NICHOLS & SON 
1994 Whitney Ave. Hamden, Conn. 


$1.50 Per Set Jobbers Wanted 





said. | Name pense 
To qualify, a mechanic muSt| address 

take at least five of the six tests) 

in a calendar year and get 4 City STATE 1) No. Sets 
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Ford Pact Milestone, if Not Pattern-Setter .. . 


Guaranteed Wage Makes History 


(Continued from Page 1) 
mously voted strike authoriza- 
tion. 

John W. Livingston, head of the 
union’s GM department, predicted 
a peaceful settlement “if we are 
given enough time.” Reuther moved 
over to the GM talks after the Ford 
agreement. On May 17 GM offered 
the UAW a package similar to the 
first Ford offer, containing about 
a dozen concessions but no guar- 
anteed wage. 

* * + 


Discontent Reported 


Ljprasepen the press and the public 
generally hailed the agreement, 
there was dissatisfaction with 
Reuther’s “historic” pact from sev- 
eral sources. 

Some manufacturers and manu- 
facturers’ associations criticized 
the Ford settlement as being much 
too generous and beyond the reach 
of many employers. 

Considerable dissatisfaction 
with the pact was also registered 
at several Ford plants, notably 
the Rouge and the Lincoln-Mer- 
cury plant at Wayne, Mich. 
Unimpressed by the principle em- 

bodied in Reuther’s modified guar- 
anteed wage, tool and die workers, 
maintenance workers and some 
others walked out after the agree- 
ment was reached, claiming they 
were “sold out” by their leaders. 
These workers were demanding up 
to 30 cents an hour in additional 
raises. 

The Ford settlement came about 
noon last Monday, about 12 hours 
after the strike deadline and after 
74,000 of the 140,000 Ford workers 
had walked out in 37 plants across 
the country. Union officers ordered 
the men back to work after the 
agreement was reached. 

= 


Talks Last 26 Hours 


2 agreement was reached 
after 26 hours of continuous 
bargaining, interspersed with con- 
ferences, recesses and company 
and union caucuses. 

At the conclusion of the talks, 
there was an exchange of friendly 
remarks between the company 
and the union bargainers, typical 
of the negotiations which were 
free of the public accusations and 
recriminations which character- 
ized UAW negotiations of bygone 
years. 

Bugas and Reuther held a joint 
press conference at the end of the 


Said Reuther, “Both the com- 
pany and the union have worked 
very hard and very sincerely at the 
bargaining table. We believe that 
this effort we have made together 
gives the lie to the Communists in 
the world because it proves in a 
very practical way that free labor 
and free management can get to- 
gether, can find a common denomi- 
nator for working out their com- 
mon problems. 


* * 


Reuther Credits Ford 


E Ford Motor Co. is entitled 
to a great deal of credit for 





having shown the courage and the 
wisdom for making it possible to 
pioneer in this important field; of 
finding a way to provide workers 
and their families a greater meas- 
ure of security against the hard- 
ships and hazards of unemploy- 
ment.” 

Then Bugas declared, “We have 
been in the Ford Motor Co. for, 
ag a matter of fact, years trying 
to search out the problem that 
we, Walter Reuther and his 
group, and me and my group 
have discussed as increased se- 
curity for our employes, and it 
was only after a tremendous 
amount of work and research 
and internal analysis that we 
came to a conclusion that one 










section of American industry. 


Reuther Airs Strategy 


‘ Reuther, explaining the 
UAW strategy, said, “When we 
entered these parallel negotiations 
(Ford and GM), we had the most 
glorious opportunity we ever had 
to make the greatest gains. Pre- 
viously, there have been gaps of 
about four months with the Big 
Three. 

“We decided GM was the easiest 
place to get money because it has 
the most, but it is the most diffi- 
cult to pioneer with them on prin- 
ciple. Ford is the easiest place to 
make progress on principle. 


will soon be applied to a broader 





cs 





important road to improved se- 
curity of our employes was this 
supplemental benefit plan.” 

Later Bugas commented on some 
of the major problems connected 
with the guaranteed wage, includ- 
ing the possibility of getting into 
a situation of unlimited liability 
and unpredicted costs and into a 
tight plan that would require heavy 
cash outlays at a time of recession 
or unemployment, when the com- 
pany could least afford them. 

“It was only after a great deal 
of effort that we licked that prob- 
lem,” he explained. “I think this is 
extremely important to industries 
who, perhaps for one reason or an- 
other, consider this type of ap- 
proach. j 

* ae 


Cost of Plan Fixed 


a will find that this plan has 
a definitely predictable cost— 
positively predictable cost with a 
fixed and a limited liability, but 
yet has built-in flexibility and 
built-in cushions that provide a 
large measure of unemployment 
security for the employes.” 

Bugas made the point that the 
Ford package was final and that 
the UAW agreed to permit Bugas 
to withdraw his earlier statement 
that Ford would duplicate any bet- 
ter offer from GM. 

At this time Reuther inter- 
jected, “John (Bugas), I would 
like to say that I think possibly 
there is a Ford in GM’s future.” 

Also, Ford’s offer to sell Ford 
stock to its employes on a reduced- 
price basis was also withdrawn, 
although there were numerous re- 
ports that the company would sub- 
sequently give the workers some 
kind of an offer on the stock. 

Discussing membership ratifica- 
tion of the pact, Reuther said, “In 
every collective bargaining agree- 
ment you never get everything that 
everybody wants. And, I believe 
that based on the give and take at 
the bargaining table that this rep- 
resents a very attractive proposal 
and I think the Ford workers will 
realize that and will vote over- 
whelmingly to approve it.” 

Reuther said there is a growing 
awareness in industry circles in 
America that more effort must be 
made to achieve economic stability, 
that layoffs are a great waste and 
that the guaranteed annual wage 





“So we decided on the strategy 
of implementing the principle we 
expected to establish at Ford with 
money we could get from GM.” 

But the fina] decision to put Ford 
on the ‘front burner’ didn’t come 
until it became apparent that GM 
wasn’t going to discuss the union’s 
guaranteed wage demand, he added. 

Outlining future strategy, 

Reuther said, “In 1958, there will 
be millions and millions in the Ford 
trust fund and then it will be rela- 
tively easy to apply for improved 
benefits. When you get them to 
yield on a principle, the price is 
the secondary thing.” 

+ * ” 


Indiana Statute Found 
To Conflict with GAW 


INDIANAPOLIS.—W illiam G. 
Stalnaker, director of the Indiana 
employment security division, said 
that Indiana laws do not permit 
the payment of maximum state un- 
employment benefits when an em- 
ployer makes unemployment pay- 
ments, as Ford is proposing to do 
under the new UAW contract. 


He said that any employer pay- 
ments would be deductible from the 
maximum state benefit of $27 for 
20 weeks. He added that the Indi- 
ana law could not be altered by 
administration ruling or interpre- 
tation. 

Stalnaker declared that to put 
the UAW’s plan into operation 
would require a change in the laws 
of Indiana and most other states, 
which would be difficult since most 
legislatures do not meet until 1957. 


He predicted that, even if a special | 77 percent; 


Taking Over Chevrolet Franchise— 


Richard S. Bullis, right, signs the franchise agreement as he takes over the interests 
held by Glenn O. Smallcomb, seated left, in a Burlingame (Calif.) Chevrolet dealer- 
ship. The new firm will be known as Dick Bullis Chevrolet. Smalicomb will continue 
to operate his Chevrolet dealership in San Bruno, Calif. Watching the signing are, 
from left, Harry E. Heathman jr., Chevrolet San Francisco city manager, and J. W. 


Steels, Oakland zone manager. 





DeSoto Sales Spurting 





City Gains Over °54. Range from 62-129 Percent; 
Demand for Extras Noted 


DETROIT.—DeSoto sales in the 
first 10 days of May were 83 per- 
cent higher than the same period 
last year and more than main- 
tained the lead—74 percent—which 
1955 sales had over sales in the 
first four months of 1954. 

J. B. Wagstaff, DeSoto sales 
vice-president, reported that sales 
in the first 10 days of May totaled 
3,682 compared to 2,011 in the 
same period last year. 

He added, “At present, our sales 
gain for the first four months of 
1955, in total units, is 19,353, or 
45,455 in 1955 as compared to 
1954’s 26,102.” 

In Detroit, DeSoto’s home city, 
sales were a whopping 93 percent 
ahead of last year. 

Other metropolitan gains over 


last year were recorded in Los 
Angeles, 64 percent; Dallas, 114 
percent; San Francisco, 82 per- 


cent; Charlotte, N. C., 129 percent; 
Seattle, 86 percent; Philadelphia, 
Chicago, 62 percent; 


Indiana session were called, the| Memphis, 80 percent; Cincinnati, 87 


change would not be approved. 


percent; Atlanta, 73 percent; New 


Wives Extol ‘Liberation’ 
Provided by Own Cars 


DETROIT.—A sense of personal 
freedom and increased opportunity 
to participate in community activi- 
ties are the most frequent reasons 
given by wives for wanting a car 
of their own. 

This fact was uncovered in a 
survey of 500 two-car families in 
eight American communities by 
Hudson Motors. 

Other reasons given by women 
for having a second car in the 
family are: 1. They can hold 


Ford's Force 
57% of Firm’s Workmen 


Are in Mich. 
DEARBORN. — Of the 179,739 


hourly and salaried workers em- 
ployed by Ford Motor Co. on March 
1, a total of 103,828, or 57.5 percent, 
were working in Michigan. 

Next biggest sources of Ford 
employment were Ohio with 17,979, 
or 10 percent, and Illinois with 
12,426, or 6.7 percent. 

Ford employment in other states 
was as follows: Missouri, 8,718; 
New York, 7,235; California, 5,840; 
New Jersey, 5,779; Texas, 2,953; 
Pennsylvania, 2,470; Minnesota, 2,- 
101; Kentucky, 1,918; Virginia, 1,- 
794; Georgia, 1,725; Tennessee, 
1,693. 

Washington, 158; Iowa, 157; Flor- 
ida, 140; Louisiana, 131; North Car- 
olina, 127; Oklahoma, 117; District 
of Columbia, 98; North Dakota, 93; 
Utah, 86; Nebraska, 72; Indiana, 
49, and Arizona, 30. 





25th for Williams, Baker— 


Partners W. Preston Williams and Earle O. Baker are congratulated by Nash offi- 
cials ata dinner honoring the 25th anniversary of Williams & Baker, Inc., Washington 
Nash dealership. From left are Phil Beamer, Nash Washington zone manager; Boker; 
Williams, and M. A. Saunders, Nash eastern zone sales manager. 


down jobs more easily to add to 
family income and can save 
money by shopping for bargains 
at distantly located stores. 

2. They can do more for the chil- 
dren by ferrying them to school, 
doctor and dentist appointments, 
barbershop, music lessons or to so- 
cial and recreational functions. 

3. A second car gives a sense of 
security; in case of sudden emer- 
gency a child can be rushed to a 
hospital. 

Husbands reported that a second 
car enabled them to shift more 
family errands to their wives, giv- 
ing relief from after-work pres- 
sures. In addition, they believed 
their families were better taken 
care of and their wives happier 
with another car around. 

All interviewed felt that the 
second vehicle was worth a read- 
justment of the family budget, 
the report states. 

The interviews were conducted 
among families in the $5,000 to 
$25,000 income bracket living in 
Ridgewood, N. J.; Groton, Mass.; 
Grand Rapids, Mich.; Chicago; 
Minneapolis; Oklahoma City; San 
Francisco, and Manhattan Beach, 
Calif. 

The women also were asked 
about the features they wanted in 
a second car. Their answers in or- 
der of frequency were: Ease of 
handling and parking, economy of 
operation, safe construction and 
dependability. 

Styling was mentioned by few 
women as important to them sales- 
wise. 


York, 46 percent; Kansas City, 84 
percent; Omaha, 90 percent; St. 
Louis, 92 percent, and Minneapolis, 
80 percent. 


Wagstaff said a further indica- 
tion of the favorable trend in 
automotive buying is the contin- 
uing preference of buyers for 
quality touches, refinements and 
the “extras” of motordom. 


“At DeSoto,” he continued, “we 
find better than 60 percent of all 
cars being built now include our 
familiar color sweep. In fact, in 
keeping with present happy times, 
we are delivering scarcely any solid 
colors at all. The gay colors and 
the dashing-lines spirit of the times 
go with our forward look.” 


It was reported that of all cars 
leaving the DeSoto factory, 64 per- 
cent have radios, 95 percent have 
heaters and 98 percent have Power- 
flite transmissions. 


Wagstaff stated, “We are main- 
taining our near-record produc- 
tion and employment in manu- 
facturing our cars in an effort 
to keep our field stocks ahead 
of sales in anticipation of con- 
tinuing fine summer sales, fol- 
lowing our record spring sales. 
We foresee no dropoff in the 
immediate future and will be 
prepared to avoid delays for 
customers of our dealers. At 
noon, on June 1, DeSoto exceeded 
all of last calendar year’s pro- 
duction.” 

Noting that sales in Pittsburgh, 
steel capital of the world, were 74 
percent of last year, he commented, 
“It’s obvious that when business is 
good for steel, business is fine all 
over. This, naturally, is true of 
new-car sales, too.” 


Nash Parley Eyes 
Ways to Increase 
Dealers’ Profits 


DETROIT. — Business manage- 
ment managers of Nash’s 21 sales 
zones have completed a two-day 
conference here on the subject of 
“how to help Nash dealers increase 
sales and profit.” 


Roy Abernethy, sales vice-presi- 
dent; John W. Raisbeck, assistant 
general sales manager, and Godfrey 
Stone, national business manage- 
ment manager, outlined the firm’s 
new program under which the 
managers will be able to spend 
more time in the field to help deal 
ers improve their earnings. 

Other speakers who told of 
specific ways to increase dealer 
profit included Floyd G. Sease, 
dealer development director; Harry 
E. Cardoze jr., national used-car 
manager; John McGuckin, sale: 
training supervisor; C. M. Tilling- 
hast, general parts and _ service 
manager; D. L. McLellan, adminis- 
trative manager of the parts and 
service department, and John 
Fountain, Chicago zone manager. 
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20-Cent Package Analyzed . . . 


AUTOMOTIVE NEWS, JUNE 13, 


Ford’s Pact with UAW 
Sets Up Layoff Pay 


By Joseph M. Callahan 
Staff Writer 


= three-year contract agreed 
to last week by Ford Motor Co. 
and the CIO United Auto Workers 
has been called the “largest eco- 
nomic package ever offered” and 
will cost the company slightly more 
than 20 cents an hour. 

The new pact provides for (1) 
supplemental unemployment ben- 
efits, (2) increased annual im- 
provement factor raises, (3) a 
liberalized pension plan, (4) im- 
proved vacations, (5) an im- 
proved cost-of-living escalator 
clause, (6) an extra paid holiday 
and triple pay for holiday work, 
(7) wage increases in certain 
skilled classifications and (8) in- 
creased employe insurance. 

Here are the basic features of 
each new clause: 

SuPPLEMENTAL Beneritrs — Called 
“guaranteed wage” by the union 
and “supplemental unemployment 
compensation” by the company, this 
plan provides for payment of up 
to 65 percent of take-home pay for 
26 weeks to laid-off workers. This 
figure includes state unemploy- 
ment benefits in all cases, with the 
company paying a maximum of $25 


a week. 
* 


* * 
OMPANY contributions will be 
paid from two trust funds to- 
taling $55 million to be built up 
through payments of five cents an 
hour a worker for three years, be- 
ginning June 1, 1955. One trust 
fund will be for defense workers 
and the other for regular employes. 

First payments from the funds 
will be paid after June 1, 1956. This 
will allow time for the trust funds 
to be built up and for changing 
laws in most states so that state 
and company unemployment bene- 
fits can be paid simultaneously. 

There is a possibility that some 
states will immediately permit 
this dual payment because the 
non-state benefits will not be 
paid directly by Ford Motor Co. 
but by the trust funds. 

The contract provides that no 
benefits will be paid from the trust 
funds until laws permitting such 
dual payments are passed in states 
employing at least two-thirds of 
the covered workers. 

One reason why the phrase “up 
to 65 percent” is repeatedly used 
is that a number of states in which 
Ford plants are located have un- 
employment benefits much lower 
than Michigan’s and the company’s 
weekly liability is limited to $25 
per worker. As a result, workers 
in some Southern states and work- 
ers with small families will receive 
less than the 65 and 60 percent 
level. 

* * 


* 

N MICHIGAN, where 57 percent 

of all Ford workers are em- 
ployed, unemployment compensa- 
tion pays a maximum of $42, al- 
though the average is about $30 a 
week, 

The Ford supplemental benefits 
plan was designed to accomplish 
these inter-related objectives: 

1. To provide benefits to laid-off 
workers under state unemployment 
systems. 

2.To avoid placing unlimited 
and unpredictable liabilities on the 
company. 

3. To minimize the danger of 
exhausting the trust funds by 
payments to low-seniority work- 
ers at the expense of high-seni- 
ority men. 

When the funds reach a maxi- 
mum funding level, about $55 mil- 
lion, company payments will cease 
until the funds drop below this 
level. 

Ordinarily, payments from the 
fund will not be affected by the 
size of the fund. However, if the 
fund drops below 13 percent of 
“maximum funding level” pay- 
ments to workers will be reduced 
20 percent. Payments to workers 
will cease if the fund drops below 
4 percent. 

* * * 
QWVORKERS become eligible for 
the supplemental benefits by 
acquiring “credit units” for weeks 
actually worked. 

From June 1, 1955, through May 

31, 1957, employes will get one- 


quarter credit for each 32-hour 
week worked. They will receive one- 
half credit for every 32-hour week 
worked after June 1, 1957. 

The number of credit units re- 
quired to receive a weekly benefit 
from the fund will vary with the 
size of the trust fund. A worker 
can acquire up to 26 credit units. 

Improvement Factor —A wage 
increase of 2% percent or 6 cents 
an hour, whichever is greater, 
each year. Some workers would 
get as much as 8% cents an hour. 
The raise would be retroactive to 
June 1, 1955, and payable June 1, 
1956, and June 1, 1957. 

PENSION PLaN—Maximum retire- 
ment benefits are boosted from $161 
a month, including primary Social 
Security, to $188.50 for employes 
with 40 years or more seniority. A 
40-year retiree, whose wife is over 
65, will receive $237.80 a month un- 


White Promotes 
Tobin, Roesch 


To Top Positions 


CLEVELAND. — P. E. Tobin 
has been named general sales man- 





P. E. Tobin K. A. Roesch 
ager of White Motor Co.’s truck 
division and Karl A. Roesch, gen- 
eral manager of the Autocar divi- 
sion, according to Robert F. Black, 
president. 

Roesch, presently service direc- 
tor, succeeds Edward F. Coogan 
who has retired after 31 years with 
Autocar and 50 years in the in- 
dustry. 

Tobin, North Atlantic regional 
manager since 1942, has been with 
White for 14 years. 

Roesch joined White in 1928 and 
rose through various sales posts to 
become manager of the Cleveland 
branch in 1942. In 1950 he was 
named wholesale manager for 
White. 


Bell to Address 
Dealers in Ky. 


LOUISVILLE. — Frederick J. 
Bell, executive vice-president of 
NADA, will be a guest speaker at 
the Kentucky Automobile Dealers 
Assn.’s annual statewide conven- 
tion. 

The meeting will be held Aug. 
28-30 at the Kenlake Hotel, Hardin. 
Bell will address the morning busi- 
ness session on Aug. 29. 
der the new plan. When Social Se- 


curity increases in mid-1956, this 
figure would rise to $252.80. 

Disability retirement benefits rise 
from $90 a month to $135 a month 
for 30-year employes and to a 
maximum of $180 a month for 40- 
year employes. 

* + * 
i, parca retirement benefits will 
now be figured at the rate of 
$2.25 for each year of service, in- 
stead of $1.75. Disability benefit 
rate will be increased from $3 each 
year to $4.50. 

For the first time, employes leav- 
ing the company after the age of 
40 with 10 years of service will also 
be eligible for payments from the 
pension fund at the rate of $2.25 
for each year worked. Payments be- 
gin when the former employe 
reaches 65. 

Pension changes will be applica- 
ble to all Ford employes now re- 
tired. 

Cost-of-Living—The new con- 
tract boosts the escalator allow- 
ance one cent an hour every 
time the Bureau of Labor Statis- 
tics index goes up 0.5 of a point, 
whenever the allowance is higher 
than six cents an hour. The old 
contract used the figure 0.6 to 
make adjustments. 

Emp.Love INsurRANCE — Seven im- 
provements have been made in the 
insurance clause, including for the 
first time, inclusion of the em- 
ploye’s wife and children under 
medical benefits. Benefits have been 
increased from $4 a day for a maxi- 
mum of 70 days to $5 a day for the 
same period. The contract also pro- 
vides for greater coverage for 
some employes in event of death 
from natural causes, accidental 
death or dismemberment. 

Also included are higher weekly 
accident and sickness benefits, new 
total and permanent disability 
benefits and increased surgical 
benefits. 

+ * * 
|} yer-yental PAY—A seventh paid 
holiday was granted. This will 
be a half day on Christmas Eve 
and a half day on New Year’s Eve. 
Most workers will now get triple- 
pay for working holidays. 

Wace Increases — Certain skilled 
workers will receive extra raises, 
to be decided at subsequent nego- 
tiations. 

Vacation Pay—Employes with 10 
to 15 years’ seniority will get 2% 
weeks’ vacation, instead of two 
weeks. Workers with more than 14 
years’ service will get three-week 
vacations. 

The union also reported that it 
won several other contractual 
changes such as (1) a man’s work 
record must be “flushed” of every 
unfavorable mark over five years’ 
old and (2) the company must 
give a man 24 hours’ notice if he 
is to work overtime. 


The union made the following 
evaluation of the Ford package: 
Guaranteed wage plan, 5 cents; 
pension, 4.5 cents; improvement 
factor, 6.2 cents; wage inequities, 
1.3 cents; vacation changes, 0.2 
cents; insurance, 1.2, and holiday 
changes, 0.8 cents. Total: 19.2 cents. 

Said the UAW, “The pyramiding 
effect of the improvement factor 
and other economic benefits on 
factors like shift premiums, holiday 
pay and the like plus the adjust- 
ment of local union inequities, 
brings the total cost of the new 
package to over 20 cents an hour.” 





European Workers Study America— 


George A. Kessel, Auto-Lite Lockland (O.) plant manager, explains benefits of the 
company’s insurance program to five European machinists who will spend the next 
year working for Auto-Lite and living with American families under a program spon- 
sored by the Foreign Operations Administration to combat Communist propaganda. 
From left, they are Menelaos Papageorgious, Greece; Mario Argentero and Rino 
Dandaro, Italy; Richard Bichelmeier, Germany, and Luciano Valle, Italy. 
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HENRY THEODORE EWALD 


April 20, 1885—January 9, 1953 


Henry T. Ewald was the embodiment of his own philosophy 
“No man can live within himself.” 

Asa co-founder, president and chairman of a great agency, the 
Campbell-Ewald Company, he pioneered in many important devel 
opments in advertising and publicity. He was an outstanding adver 
tising leader in himself and through his agency 

But probably his greatest contribution to advertising was his 
imerest in and service for the industry over a period of more than 
four decades 

He was a founder of the Adcraft Club of Detroit and of the 
National Outdoor Advertising Bureau which he served as chair 
man for 19 years. He was Board Chairman of the American Asso- 
ciation of Advertising Agencies in 1932-1933 and an active officer 
for many years. He was a director of the Advertising Federation of 

America and of the Traffic Audit Bureau. He believed in and 
worked for organization of advertising people for better service to 
themselves and to the public 

Beyond this he was constantly leading and laboring in public 
service—Y.M.C.A., Y.W.C.A., the Salvation Amy, British Relief, 
hospitals, Liberty Loan Drives, the Red Cross and many other 
causes. 

In him, fine ability and great heart combined in example and 
inspiration to his associates and to all of us who labor in the indus- 
try he loved and advanced so greatly 


CITATION POR ADVERTISING HALL OF FAMF 
Presented Fume 7, 1955 at the 


Annual Coovertion of the Advertising Federation of Amer » 


H. T. Ewald Honored— 


This citation honors the memory of 
the late Henry T. Ewald, who was elected 
to the Advertising Hall of Fame last 
week at the annual convention of the 
Advertising Federation of America. Joseph 
J. Hartigan, senior vice-president of 
Campbell-Ewald Co., Detroit, accepted the 
citation. 


‘Screwball’ Credit, 
Phantom Freight 
Assailed by Bell 


By William M. McCarty 
Staff Correspondent 


CHICAGO. — Attacking “screw- 
ball, crazy-credit advertising,” 
Frederick J. Bell, NADA executive 
vice-president, told the Chicago 
Automobile Trade Assn. that there 
are warning signs to the automo- 
tive industry in current wild lend- 
ing to car buyers. 

Addressing the association’s 51st 
annual meeting, Bell said that 
there are no dangers for the 
moment, but uninformed lending 
by banks and finance companies, 
which are often unaware of the 
value of the cars on which they 
are giving loans, could cause @ 
disaster. 

Bell also criticized “phantom 
freight” charges as something no 
one wants despite what some 
say. He added that dealers 
should support the Senate inves- 
tigation of the automobile indus- 
try. 

He noted that dealers “have got 
to have more support in Washing- 
ton” and could get such support by 
aiding the Senate investigating 
committee. 

More than 350 CATA members 
attended the meeting and heard 
talks by Earl T. Zweifel, president; 
C. J. McCorkle, chairman of the 
CATA legislative committee, and 
Manager Edward L. Cleary. 

Frank H. Yarnall, newly 
elected president of the NADA, 
introduced Bell. 

New directors of the association 
include Zweifel, of Zweifel Motors, 
Inc. (Ford), Evanston; Jerry Cizek, 
Logan Square Sales and Service 
(Chrysler-Plymouth); E.C. 
Schneider, E. C. Schneider Motor 
Sales Co. (Lincoln-Mercury), and 
Max Evans, Bel-Park Motors, Inc. 
(Oldsmobile). 

Newly elected as a director was 
Walter Schroeder, Walter 
Schroeder Motors, Inc. (Stude- 
baker), Berwyn. 








Dealers Given Break 
On Albuquerque Tax 
ALBUQUERQUE, N. M.—Auto 
dealers have been allowed a spe- 
cial rate of % percent payment 
under a city ordinance providing 
for a one-cent retail sales tax. 
A recent state law allows the 
city to level a tax. The state, 
itself, collects a 2 percent sales 
tax, but dealers pay only 1 per- 
cent. Dealers operating outside 
the city are exempt from the 
new tax, as are transport serv- 
ices, public utilities and a few 
other service industries. 











Obituaries 





Edward C. Sweeney Sr., 


N. H. Dealer, Legislator 


KEENE, N. H.— (UTPS) — Ed- 
ward C. Sweeney sr., 64, who had 
operated Sweeney Sales & Service 
Co. (Willys) for the past 39 years, 
died May 30 in Elliot Community 
Hospital. He also owned and oper- 
ated the first airport in this city. 

Mr. Sweeney, a representative in 
the New Hampshire Legislature, 
was a member of the New Hamp- 


shire Automobile Dealers Assn. 
+ as * 


Edmund F. Oman 
SEATTLE.—Edmund F. Oman, 64, own- 
er of E, F. Oman Automotive Parts Co., 
died May 28 after a heart attack. 
* * * 


Robert Douglas King 

BRONX, N. Y.—Robert Douglas King, 
60, board chairman of King Ford Motors, 
Inc., died May 28 in a hospital after a 
short illness. A native of Trinidad, B.W.I., 
Mr. King came to this country in 1900 
and later became an executive of General 
Motors, Metropolitan Distributors, Inc., 
and Robinson Auto Rental, Inc. 

. * * 


Arch Alder 
COLUMBUS, O. — Arch Alder, 79, auto 
dealer at Hilliards, O., died June 6. He 
was a former mayor and councilman. 
* * * 


Lawrence H. Walker 

HARRODSBURG, Ky.—Lawrence H. 
Walker, 69, auto and implement dealer, 
died last week at his home after a long 
illness. Before going into the automobile 
business, Mr. Walker was a _ distributor 
for an oil company. 
7 s iB 


James O. Rosamond 

DALLAS.—James Oliver Rosamond, 52, 
automobile dealer at Waxahachie, Tex., 
was killed in an automobile accident near 
Waxahachie June 4. His sister-in-law, Mrs. 
Winfield Rosamond also was killed and 
Winfield Rosamond, brother and husband 
of the victims, was injured. James Rosa- 
mond had been in the employ of Ford 
Motor Co. in Dallas 16 years before be- 
coming a dealer in Waxahachie in 1947. 

= = 


Roy E. Roberts 
MONROVIA, Calif.—Roy Edward Rob- 
erts, 76, formerly with Chevrolet, died 
May 31 at his home here. 
* 7 = 


Leonard Logsdon 
LOUISVILLE, — Leonard Logsdon, 36, 
used-car dealer here, drowned Jan, 26 
when his car crashed through a guard rail 
on the Kentucky & Indiana Bridge here 
and plunged 90 feet into the Ohio River. 
His body was recovered May 31, about 12 
miles below Louisville, 
” * - 
H. S. Frost 
BALTIMORE.—H. S. Frost, vice-presi- 
dent of Owens Yacht Co., died here of a 
heart attack. He formerly was western 
New York zone manager for Ford and 
New York district manager for Chrysler. 
. io 2 


Ernest F. Brookover 
WASHINGTON COURT HOUSE, O. — 
Funeral services were held here for Ernest 
F. Brookover, 59, owner of Brookover Mo- 


tor Sales. Burial was in Greenfield, O. 
*- * 


Valley B. Carroll 
LORIS, S. C.—Valley Bert Carroll, 44, 
auto dealer here, died May 31 in a Charles- 
ton hospital, following an illness of several 


weeks. 
* 7 


Dan T. Coll 
JACKSON, O.—Dan T. Coll, owner of 
Coll Auto Sales Co. (Dodge - Plymouth) 
here, last week died of a heart attack 
while driving near Gallipolis. He was on 
his way to West Virginia to attend a deal- 


ers’ meeting. 
* + 


a 
Arthur L. Tripp 
BRATTLEBORO, Vt.—(UTPS) — Arthur 
L. Tripp, 82, a former automobile dealer 
and one-time superintendent of the old 
Brattleboro street Railway, di2d last week 


in a hospital here. 
* * * 


Cecil David King 
ROCHESTER, N. Y.—Cecil David King, 
an auto dealer in this area for 17 years, 
died Mey 31 at his home. He was 47. * 
Since 1938 he had operated King Motors in 
Scottsville and formerly was with the 
Voke and King dealership in Chili Center. 


Studebaker Truck 
Boost to Schuyler 


SOUTH BEND. — Robert 8. 
Schuyler has been appointed sales 
manager of the Studebaker truck 
department, ac- 
cording to Loren 
F. Van Nortwick, 
truck general 
manager. 

Formerly truck 
sales manager in 
the western divi- 
sion, Schuyler 
will be responsi- 
ble for supervi- 
sion of the com- 
mercial vehicle 
sales program re- 
cently launched by Studebaker and 
its 2,300 dealers. 

Prior to joining Studebaker, 
Schuyler was associated with Dodge 
for eight years in various execu- 
tive truck sales capacities. His ear- 
lier truck experience was at the 
retail level as sales manager of a 
Long Beach (Calif.) dealership. 





R. 8S. Schuyler 
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Ford Labor Peace Bri 
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s Mixed Reaction... 








Dealers See More Sales Pressure 


(Continued from Page 1) 


others pointed to thinning profits, | 


top-heavy used-car stocks and cus- 
tomers over-extended on credit. 


City-by-city reports follow: 
Jefferson City 
Most dealers happy at prospects 
of no long strike. Harman 
Nebel, Nebel Motors, Inc. (Olds- 
Cadillac), said: 


“No cleanup problem visible at | 


this time. We have doubled our 
new-car sales over last year and 
maintain less than a 10-day supply 
of new cars and have been able to 
keep below a normal] 30-day inven- 
tory on used cars. 

“Our supply might be reduced 
by any strike that would reduce 
production and cut our sales of 
new cars. Without any strike, 
balance of year looks good for 
our product.” 

Most Ford dealers in Central 
Missouri happy at the settlement 
but some have said that a strike 
limited to 30 days would help in 
the cleanup. However most small 
dealers have less than a 30-day 
supply of new cars at present rate 
of sales. 

Dealers all agree that economy 
in general is helped by no strike 
in spite of problems.—L. H. Houck. 

e * * 
San Antonio 

AN ANTONIO automobile deal- 

ers fall into two classes. One 
believes that a long strike say of 
six months or a year against Ford 
or General Motors or both—would 
have been the one thing needed to 
put a stop to over-production and 
present chaos in the industry. 

“What General Motors most 
needs,” says one dealer, “is an- 
other Bill Holler, who believed in 
protecting the dealer in his fran- 
chise.” 


The other class of dealers be- 
lieves that labor peace will be a 
good thing because dealers who are 
now pursuing unsound financial 
practices will continue merrily on 
their way and be swamped sooner 
under a flood of repossessions this 
fall. 

Both groups believe that the 
sales pace thus far this year can- 
not be maintained. Repossessions 
are higher now than they have 
been in years and are expected to 
show a sharp increase in Septem- 
ber as a result a sharp increase in 
used-car stocks.—J. H. Resp. 


Detroit 


AN immediate, favorable reaction 
in car sales was reported by 
several Detroit-area Ford dealers 
following the settlement of the 
Ford-UAW three-year contract. 


The dealers were overjoyed that 
an agreement was reached without 
a strike and, with one exception, 
they said a strike would have ex- 
hausted their new-car sales within 
a week because of the low inven- 
tories they’ve carried all year. 

However, the dealers felt that 
they could have got by for sev- 
eral months, if a strike had oc- 
curred, by virtue of their used- 

car and service business. 

The interviewed Ford dealers all 
said they were having a wonderful 
year and most felt that new-car 
sales will be fairly strong during 
the remainder of the year—par- 
ticularly if the new models come 
out early, as has been predicted. 

Said one dealer, “We had quite 
an influx of buyers on the evening 
of the settlement. There was an 
overflow crowd in our showroom. 
They really took the clothespins off 
their noses and came in. 

“We've had a letdown for the 
last two or three weeks. It looked 
like the public was using their fear 
of a strike as an alibi for not buy- 
ing. I look for sales to be real good 
until July 4. Then it may slacken 
off.” 

He said that the wage pact 
could be very beneficial to the 
dealers by persuading the fac- 
tories to level off production 
throughout the year, eliminating 
the shortage of April and the 
glut of August. 

Predicting that the factories 
would now be a little more cautious 
in putting out cars, he continued, 
“Buyer, demand can be educated. 
To a large extent the dealers con- 





tro] buyer demand by the discounts 
they offer. And the factory can in-| 
fluence this demand through the 
tremendous advertising it does. | 


After all, most people have been | 


presold when they come in here. 
“Look, if we had had a strike, | 


|don’t you suppose we would have 


slowed down this demand by boost- 
ing the price of our car $100 or 
$200?” 

The general manager of a large 
dealership said that a price in- | 
crease is inevitable and that his 
salesmen are encouraging the 
public to buy now to avoid this 
hike. 

Also commenting on the stabi- 
lized new-car market, he said, “The 
factories can stabilize sales by in- 
troducing their new models early 
in the fall. Many people will al- 
ways buy cars at new-model time. 
Many others always buy in the 
spring. Thus, a large part of the 
seasonableness of this industry 
can be averted. 

“We've been troubled by a chronic 
car shortage all year. I attribute it 
to a new factory distribution sys- 
tem of sending more cars to the 
dealers outside of Michigan and 
less to dealers in this area. How- 
ever, we’re doing very well by just 
concentrating on selling the cars 
we have in stock.” 

Another dealer also reported a 
flood of people—Ford and non- 
Ford employes — within hours 
after the settlement was offered. 

This dealer, located not far from 
the Rouge, said, “I’ve talked to 
quite a few of the employes and 
they seem disgruntled because the 
union didn’t take the original Ford 
offer. I was sorry to see such a 
generous ‘settlement because it’s 
going to lead to higher prices and 
another inflationary spiral. It’s got 
to stop some time. 

“These union guys are going 
to lead us into Communism. 
They’re talking about a 30-hour 
week now. That will just give 
them more time to sit home and 
read their Communistic litera- 
ture.” 

When asked about the expected 
trend of new-car sales this year 
and in coming years, he com- 
mented, “I’ve been in this business 
for 40 years and you haven’t seen 
anything yet. With better roads 
coming, increased buying power 
and our growing population, we’re 
no closer to the saturation point 
than we were 50 years ago.” 

This dealer said he looked for 
more production from now on, to 
solve the low-inventory problem, 
“because the workers will now 
be doing more and better work.” 

He then concluded, “I think the 
dealers will now settle down and 
take some profits out of their busi- 
ness and we'll all have prosperous 
times. Bootlegging is being cured 
and the public is finding out that 





wholesale buying is no good.”— 
JosePpH M. CALLAHAN. 
* £ a 
Los Angeles 


OUTHERN California automo- 
bile dealers had anticipated a 
large lay-off of employes if strike 
materialized. Now they are hiring 








Partners Pick Nash— 


John B. Kipp, center, signs the fran- 
chise for the dealership which he and 
W. F. Hudkins, left, have taken over in 
San Jose, Calif. Looking on is Paul W. 
Pursley, San Francisco zone manager. The 
firm, formerly San Jose Nash Co., Inc., 
has been renamed Nash San Jose. Hud- 
kins also owns Nash San Mateo. Kipp 
until four years ago was a Nash zone 
manager. 


more salesmen as many are over- 
loaded with new cars. 

Most dealers expected a strike, 
but believe in final analysis sign- 
ing of contract was a good thing 
for industry. They reason that 


manufacturers, in order to pro- | 


tect themselves, will have to plan | 
production more carefully and 
spread it out over a full model 
year. 

Dealers are convinced that public 
cannot absorb cars at rate they 





have been turned out for first six 


months.—Suim Barnarp. | 
* * + 


Boston 

ONSENSUS of first thoughts of 

dealers is that labor settlement 
is bound to raise the price of cars 
and anything that raises prices 

tends to restrict sales. 

For the future, the representa- 
tive dealers feel that Ford’s set- 
tlement is inflationary in char- 
acter and portends another round 
of raises in other businesses as 
well as the auto industry. 

One of the dealers on Boston’s 
famous Commonwealth Ave. ex- 
pressed the belief that most of the 
larger dealers are loaded with 
fancy cars bought in anticipation 
of a strike and failure of the strike 
to happen will cut drastically into 
reorders until inventories reach a 
more liquid condition. — Harry 


STANTON. 
= + 


* 
Portland, Ore. 


[BALERS generally unhappy 
with GAW outcome, though not 
surprised. They fear it may be first 
step toward another inflationary 
spiral. 

Dealers are deeply concerned, 
because, they say, outlook for 
profits this year is pitifully bad. 
But settlement terms are not ex- 
pected to influence sales volume. 
Many are fearful that position 
battle between giant producers will 
continue. No advance strike buying 
here because public did not believe 
strike would result. 

Normal seasonal tapering off 
in sales is predicted until new- 
model introductions. Inventories 
of most dealers are ample, with a 
few overstocked. 

If brisk sales continue, no serious 
problem ahead. If sales drop, this 
market will glut rapidly. Reposses- 
sions less than year ago. Custom- 
ers are slightly slower in paying 
monthly repair bills. Economy here 
slowed by three local strikes—milk 
truck drivers, long haul truck driv- 
ers and carpenters. However, no 
current justifiable reason for pes- 
simism.—Ernest W. Peterson. 

= = * 
Chicago 
y manne Chicago dealers believe 

GAW settlement will establish 
a precedent destined to spread to 
all industry and consequently work 
out “for better or for worse” as 
far as “Joe Buyer” is concerned. 

Consensus is that the price of 
cars will go up, but not until 
new models are introduced. Cars 
in stock may rise in price, but 
it’s doubtful, according to dealers 
interviewed. 

Opinions differ regarding the 
consequential economic picture. 
One dealer believes, “It’s great. It 
means instead of one-car families 
we'll have two-car families and its 
only keeping up with the times.” 
Another says, “When this spreads 
and the housewife pays for food, 


there is going to be a lot of holler- | 


McCartuHy. 

z - 
Seattle 

EATTLE dealers are relieved 

and happy that strike threat to 
new-car production has apparently 
lifted. Most feel that, while econ- 
omy is stable and people have 
money, sales will slow down be- 
cause of heavy early-year buying, 
some of which was spurred by the 
strike threat. 

However, there is not too much 
concern shown over present stocks 
of cars in field. Some dealers are 
even short. Fears are expressed 
that continued high production will 
lead to a serious 1955 model cleanup 
problem.—Martin Trepp. 

* * * 
New York City 
HERE is general agreement 
among dealers here that settle- 
ment of GAW issues between man- 
ufacturers and union indicates con- 


ing.” —W1r.LiAM 
* 


Use of Aluminum Grows— 


Chrysler auto parts made of aluminum 
are displayed above to show the increas- 
ing importance of the light metal in the 
automobile industry. According to Alumi- 
num Corp. of America the average pas- 
senger car now uses 30 pounds of alumi- 
num, but Chrysler leads with more than 
70 pounds per car. The auto industry 
will use more than 170 million pounds 
of aluminum this year on the basis of 
current usage, ALCOA estimates. 


tinuation and aggravation of 
current poor retail business. 

Inordinately high dealer stocks 
in some cases have dealers worried, 
particularly in face of likelihood of 

continued high production at fac- 
tories to eliminate as much unem- 
ployment as possible. 

Most dealers feel that condi- 
tions will continue to deteriorate, 
receiving added impetus from 
desire at factory level to continue 
high production. Settlement at 
factory adds weight to local 
union requests for a form of 
GAW for their workers at a time 
when dealers can least afford 
extra pressures of this type. 


A very dim view is held of quick | 


high settlement because of these 
local repercussions on contracts 
now in negotiation. 

Everyone expects higher prices 


on all new merchandise and opin- | 


ions expressed indicate that 
another round of inflation is in the 


offing.—Ep Brown. 
* * 


. 

Atlanta 

ORD and GM dealers in 

thorough agreement with com- 

pany and union decision. Happy no 

strike. Don’t think new plan will 

have any effect on sales balance of 
year. 

Ford dealers have three to five 
day stock. GM dealers have 10- 
day supply. They believe plan is 
good for economy of country. Deal- 


ers say GAW and higher priced | 


supplies will up new-car prices and 
work hardship on independents.— 
E. C. Basu. 


* x 7 
New Orleans 


p_ Badu dealers here are ex- 


tremely happy about the out-| 


come and they are optimistic 
regarding business for the balance 
of the year. They believe car sales 
for remaining of present model run 
will remain firm and they do not 
expect any price increase until the 


OORT 








Reb S = ai 


Guide Los Angeles Dealers— 


New officers and directors of the Los Angeles Motor Car Dealers Assn. smile for 
the photographer. Standing, from left, are the directors, Irvin Kaiser, Mel Alsbury 
and Ray D. Wilson. Seated are Lathrop G. Hoffman, treasurer; Phil Hall, president; 
Clarence J. Dixon, vice-president, and Dan R. Ashcraft, secretary. 








introduction of the '56 models. 

The volume operators are not 
concerned about present large 
stocks. They contend if one 
wishes to be a volume operator 
you must carry a large inven- 
tory. 

Two of the large volume opera- 
tors have from a five to six-weck 
supply. One of these dealers stated 
he was trying to build up a stock 
in the event of a strike, but now 
he will gear his organization on a 
hard-hitting selling program. With 
a present sales crew of 20, he will 
add five additional salesmen. 

As to the economy in general in 
this area the dealers expect unem- 





s|ployment will be at a low ebb 


and business will remain stable. 


Gorpon Hesert. 
CJ +. * 


Buffalo 

gg tenner of continued peak 

production of new cars through 
the summer months are at the 
|same time pleasing and disturbing 
|to Buffalo area dealers. 

Some predict a continuance of 
the new-car sales boom through 
the traditionally quiet summer 
period. But others are apprehen- 
sive that the new car industry is 
|rapidly entering an oversold posi- 
|tion and that a day of reckoning is 
|at hand. 

Several dealers said that re- 
| moval of the strike threat will 
| give the entire automobile trade 

a fresh shot in the arm. They 
predicted a “tremendous” poten- 


| tial in new-car business for the 
| balance of the year. 

Assurance of uninterrupted pro- 
duction will bolster the entire 
economy, and make the average 
customer more willing to enter the 
car market, they say. 

But words of caution were spread 
|by a couple of veteran Buffalo 
|dealers who said the production 
| race by manufacturers is creating 
lan unhealthy situation at the 
|dealer level. 
| These dealers said that while 
| they are selling plenty of new 

cars their profit margins are 
getting thinner every day, used- 
car stocks are getting way out 
of balance and customers are 
over-extending their credit to 
enter the new-car market. 

One dealer said he had never 
seen as much 36-month paper with 
such poor credit background as 
has come across his desk in the 
past 45 days. He is in favor of 
|some sort of credit regulation on 
|new-car buying. 

Dealers generally agreed that the 
auto industry still must clear the 
hurdle of a possible strike in the 
steel industry before clear sailing 
|is assured on auto production for 
| the rest of the year.—Gerorce Totes. 

x * x 

Pawtucket 
HODE ISLAND dealers see little 
effect from the strike settle- 
|ment. However, they are not op- 
|timistic on the dealer outlook. 

While most dealers did not 
expect extended strike, many did 
order more than demand war- 
ranted. This may lead to more 
distress selling in fall cleanup to 
make way for new models. 

Rhode Island picture generally 
not good and veteran dealers see 
nothing in offing to warrant any 
optimism as to future outlook. — 
Tom ForsBEs. 
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AUTOMOTIVE NEWS, JUNE 13, 1955 


Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. S. PRODUCTION ONLY) 








Week Week Jan. 1 Jan. 1 
Ended Same Ended Total To To 
June 11, Week, June 4, May, June 12, June il, 
1955 1954* 1955* 1955* 1954* 1955 
4MERICAN MOTORS _ 3,941 1,975 3,940 18,239 45,186 95,730 
eer 941 818 793 3,580 12,255 31,534 
Nash .... Whecttniievsvcsy (ne 1,157 3,147 14,659 32,931 64,196 
CHRYSLER CORP. 28,950 14,331 21,406 120,954 337,091 718,338 
Chrysler 4,200 1,392 3,293 §=17,573 51,925 100,055 
DeSoto ......... 2,750 956 1,870 11,845 34,780 73,522 
Dodge ........ 6,200 1,880 3,634 23,393 59,865 163,095 
Plymouth ..... 15,800 10,103 12,609 68,143 190,521 381,666 
FORD MOTOR 29,375 34,892 31,121 199,807 836,550 1,011,312 
Ford 23,500 29,093 25,589 153,294 676,591 783,420 
Lincoln .. 575 677 732 3,886 20,444 20,661 
Mercury . ee 5,300 5,122 4,800 42,627 139,515 202,231 
GENERAL MOTORS . 75,564 60,829 65,781 366,964 1,374,964 1,906,819 
Buick 16,500 11,379 13,452 76,925 258,674 387,767 
Cadillac . 8,200 2,733 2,574 13,497 54,493 15,771 
Chevrolet 30,500 29,894 29,907 164,053 685,784 860,839 
Oldsmobile 13,864 9,822 10,724 57,860 197,561 296,235 
MD scensissxincsasonsserces 11,500 6,951 9,124 654,629 178,452 286,207 
KAISER MOTORS 143 428 115 408 12,296 6,295 
SUE savexesssueuresetins 143 196 115 408 4,593 636 
en a 7,703 5,659 
S-P CORP. 3,626 1,113 2,699 18,128 56,822 106,317 
Packard .. 1,650 849 1,395 8,136 17,898 38,465 
Studebaker 1,976 264 1,304 9,992 38,924 67,852 
Total Cars, U. S. ......141,599 113,568 125,062 724,500 2,662,909 3,844,811 
* Revised 7 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week dan, I Jan. 1 
Ended Same Ended Total To To 
June 11, Week, June 4, May, June 12, June 11, 
1955 1954* 1955* 1955* 1954* 1955 
CHEVROLET ‘ 8,800 6,602 9,314 47,369 165,369 173,666 
DIAMOND T .............. 125 79 97 496 1,617 2,348 
DIVCO 80 80 64 336 1,770 1,610 
DODGE 3,100 1,905 2,499 12,054 42,976 47,126 
FORD . 5,350 5,915 5,138 30,369 149,595 173,288 
GMC : 7 2,250 1,071 2,496 13,144 42,295 43,076 
INTERNATIONAL 3,500 2,231 2,911 13,442 50,255 62,173 
ere 330 112 277 1,152 3,131 5,708 
NED Uicciiveichsbubevicutaésnicvene 115 202 103 497 5,097 2,335 
STUDEBAKER ............. 400 72 323 1,660 6,166 10,017 
WHITE 325 198 255 1,263 5,339 6,052 
WEED wicca... LE 1,539 1,309 7,596 27,220 36,096 
MISCELLANEOUS ...... 100 99 100 425 3,826 2,320 
Total Trucks, U.S. .... 26,097 20,105 24,886 129,803 504,656 565,815 





Total Cars, Trucks, 








TG chccckuie eieictee’ 167,696 133,673 149,948 854,303 3,167,565 4,410,626 
Total Cars, Trucks, 

SS ea ae 14,237 9,298 13,996 58,273 236,201 249,076 
Grand Total, 


Cars and Trucks, 


U. S. and Canada....181,933 142,971 163,944 912,576 3,403,766 4,659,702 
*Revised, Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Veur-Wheel 


Drive, Sterling, Federal, ete. 


N.B.: All U. 8S. totals include cars and trucks for military orders. 





SOUTH BEND.—More than 20 
percent of Studebaker truck sales 
are to users in the construction in- 
dustry, a survey 
of the company’s 
retail truck deliv- 
eries has shown. 

Loren F. Van 
Nortwick, man- 
ager of the Stu- 
debaker truck Ge- 
partment, has re- 
ported that sales 
of the 1955 models 
to contractors 
and building and 
materials ‘suppli- 
ers are running at the highest rate 
in the company’s history. 

Only agriculture tops the con- 
struction industry as the com- 
pany’s largest truck customer. 

“Our rising sales in the construc- 
tion field reflect both the continu- 
ing expansion of the construction 
industry and the popularity of Stu- 





L. F. Van Nortwick 


Dayton Outing Set 


DAYTON, O. — Members of the 
Montgomery County Automotive 
Dealers Assn. have set July 21 for 
their annua] outing at the Walnut 
Grove Country Club. 


Builders Buy Studebaker 


20 Percent of Division’s Trucks Are Sold 
To Construction Industry 


| debaker’s 1955 models in meeting 
| the growing needs of contractors 
and suppliers,” Van Nortwick said. 
He credited the new eight-cylin- 
der powerplant in the company’s 
two-ton models with being a major 
factor in Studebaker’s steadily in- 
creasing sales in these fields. 


Trailer Makers 
Prepare Detroit 


Parley Program 


| WASHINGTON.—“The Challenge 
| of Tomorrow” has been chosen as 
| the keynote theme for the seventh 
|annual summer meeting of the 
| Truck-Trailer Manufacturers Assn., 
to be held July 21-22 in Detroit, 
according to R. R. King, president. 

Charles W. Harbaugh, sales pro- 
motion director of the U. S. Cham- 
ber of Commerce, will be the open- 
ing speaker. His topic will be “To- 
day’s Executive — Tomorrow’s 
Choices.” 

More than 250 members and 
guests are expected at the parley 
which will be climaxed, as hag been 
the custom, by a reception and 
banquet. It is set for July 22. 








30,000 Off Spri 


Average... 





Car Production Pared 


By Wildcat 


Strikes 


(Continued from Page 1) 


of Automotive News’ three-year 
index, was a 13.2 percent upturn 
from the 125,062 cars produced 
during the previous week. 

Production for the preceding 
week, which was hampered by the 
loss of one day’s work due to the 
Memorial Day holiday and scat- 
tered walkouts at Ford plants, was 
122.5 percent of the index, or the 
lowest point hit by the industry 
since the week ended Jan. 1. 

* s x 


| | pelea end figures also showed 


that the industry assembled 
724,500 cars in May and 3,608,597 
cars in the first five months. May 
thus rates as the third-highest out- 
put month on record. Highest mark 
on record is March’s 794,580 cars, 
while second best is April’s 754,093. 
Ford Motor Co. was hardest hit 
last week as large-scale walkouts 
at its Rouge plant and lesser tie- 
ups at various other plants 
throughout the nation dropped 
production to a 1955 low of 29,375 
cars. The previous week’s output 
was 31,121 cars. 

Despite the stoppage at Ford, 
the company produced its millionth 
car Friday (June 10). A_ similar 
milestone was not reached until 
the second week of July last year. 

+ * * 


byes Ford division, which only 
four weeks ago established a 
postwar record with the produc- 
tion of 37,386 cars in one six-day 
period, slipped to a low for the 
year last week as only 23,500 cars 
rolled from assembly lines in 16 
plants across the country. 

Mercury, which was hit by a 
wildcat strike at its Wayne 

(Mich.) assembly plant on Wed- 
nesday, was hoping for 5,300 
erections before the lines closed 
Saturday, while Lincoln, also af- 
fected by the Wayne tieup, sched- 
uled 575 cars. Both Lincoln and 
Mercury projections last week 
were lows for this year. 

General Motors, which also was 
hampered by walkouts at several 
of its Chevrolet and Fisher Body 
plants, scheduled 75,564 cars last 
week, or just about 10,000 more 
than the 65,781 cars produced dur- 
ing the holiday-shortened previous 
week. 

* * x 
Caraer Officials figured 
that tieups due to labor trou- 
bles would cut about a day’s output 
from normal operations. The divi- 
sion scheduled 30,500 assemblies 
for the week. 

Other GM divisions, although 
not immediately affected by the 
labor troubles, took “all eventu- 
alities” into consideration as they 
released projections slightly un- 
der the normal pace of the past 
month. 

Buick, which hag been producing 
in the neighborhood of 19,000 cars 

a week, scheduled only 16,500 as- 
semblies last week, while Oldsmo- 
bile and Cadillac both scheduled 
normal production—Cadillac, 3,200, 
and Oldsmobile, 13,864. Pontiac 
dropped slightly off its pace with 
a forecast of 11,500 completions. 
oe * * 


(antes CORP. jumped out- 
put to 28,950 cars last week, 
after dropping to a low of 21,406 
assemblies the previous week. 
Plymouth, after slipping to a low 
for the year of 12,609 in the week 


ended June 4, jumped its schedules | ; 


to 15,800 cars last week. The Chrys- 
ler division remained steady at 
4,200; DeSoto scheduled 2,750 as- 
semblies, and Dodge estimated that 
it would erect 6,200 cars before the 
lines closed Saturday. No Chrysler 
Corp. divisions are working Satur- 
days this month. 

American Motors, in the proc- 
| ess of adjusting its output sched- 

ules “downward,” produced 3,941 
cars last week—3,000 for Nash 
and 941 for Hudson—while Stu- 
debaker-Packard Corp. kept pace 
with a projection of 3,626 assem- 
blies. 

S-P’s output would have been 
higher if the Conner St. plant in 
Detroit had not closed Wednesday 
due to a walkout of the day shift. 
As a result, Packard cut its esti- 





mates for the week to 1,650, while 
Studebaker scheduled 1,976 assem- 
blies. Kaiser jumped schedules 
slightly to 143 cars for the week. 

* 


* * 


ORD MOTOR, which established 

daily postwar production highs 
17 times during the first five 
months, built 199,807 cars in May. 
| Of these, 153,294 were assembled 
| by the Ford division; 3,886 by Lin- 
'eoln, and 42,627 by Mercury. 

The company also announced 
that output totals for cars and 
trucks were the highest for any 
first five months in its 52-year his- 
tory. Output for the first five 
months of this year was 1,122,555 
;cars and trucks. This compares 
with 911,843 produced during the 
same period of last year. 

Although none of GM’s car di- 
visions established a monthly 
record in May, producion of 65,777 
trucks in United States and Can- 
ada plants marked the highest 
monthly truck output in the cor- 
poration’s history. The previous 
high of 65,144 trucks was estab- 





cars during May, or 50.6 percent of 
total industry output. Ford’s pro- 
duction of 199,807 cars took 27.6 
percent; Chrysler’s 120,954 comple- 
tions represented 16.7 percent of 
total industry output, and the Little 
Three’s output of 36,775 cars was 
5.1 percent. 

Canadian production of 58,273 
cars and trucks in May established 
a monthly record. The former high 
of 53,416 was set during April. 


U. C. Sales Boom 
Credited to Nash 


Guarantee Plan 


DETROIT. — Nash dealers sold 
More used cars in May than in any 
month since September, 1953, it 
was announced last week by Harry 
E. Cardoze jr., 
manager. 

The May sales total was 22,012 
cars, up 6.3 percent over Apri] and 
7.8 percent over May, 1954. 

“Mainly responsible for the high 
sales rate in May,” Cardoze said, 
“was the new Nash Bonded Select 
Used Car Program, the first pro- 
gram in which the manufacturer, 
as well as the dealer, guarantees a 
used car.” 

Under the program, each car 
labeled as a bonded car gets a writ- 
ten guarantee, backed by a $1 mil- 
lion indemnity bond. If the used 
car is a Nash, terms of the guar- 
antee are doubled. 


national used-car 


Plymouth Assigns 
Rice to New Post 


DETROIT. — William B. Rice, 
formerly service director, has been 
appointed to the staff of William 
J. Bird, sales vice- 
president of 
Plymouth, to di- 
rect the division’s 
forward planning 
for dealer service 
programs, dealer 
facilities and 
dealer - customer 
relations. 

Rice is a vet- 
——— eran of 45 years 
— 'B. Rice in the auto busi- 

ness. 

In his 11 years as head of Plym- 
outh’s service department, the 
Chrysler Corp. Master Technicians 
Service conference was established 
and helped train more than 100,000 
dealership mechanics. 


| Portable Tire Sidewalls 


In Color Introduced 


WADSWORTH, O.— Bearfoot 
Sole Co. has introduced a porta- 
ble sidewall for tires. It is claimed 
to fit any tire, and a set of four 
can be obtained for $12. There’s 
a choice of seven colors. 





| 
lished in April. 
Altogether, GM produced 366,964 
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ADVERTISEMENT 
. s 


No Wonder the Nash Dealer Féémily is Growing 
at the rate of 3 NEW DEALERS A Day 





@ Nash New-Car Sales in May Highest in 24 Months! 


@ Rambler Sales in May Highest in History! 










DEALERS BREAK 
SALES RECORDS! 


ee 
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Small Business Spokesman Charges: 


Auto, Oil ‘Monopolies’ 
Growing Larger 





WASHINGTON. — George J. 
Burger, legislative chairman of the 
National Federation of Independ- 
ent Business, has charged—in a 
letter to the chairman of the Sen- 
ate and House Judiciary Commit- 
tees—that the public is being mis- 
led in the purchase of automobiles. 

The action was a part of his 
continuing fight against what he 
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| 
terms monopoly in the oil and 
automotive industries. 

Quoting and attaching an auto- 
mobile price list, he asked Senator 
Harvey Kilgore, West Virginia 
Democrat, and Rep. Emanuel Celler, | 
New York Democrat, to note that | 
the delivered prices of the auto in- | 
cluded “so-called equipment which | 





the public pays for and pays for 


handsomely.” 

He added that the automobile 
dealer is an innocent victim in this 
“to a degree as he is expected to 
sell this additional equipment .. . 
which closes out any independent 
supplier to supply this additional 
equipment.” 

Burger called this the “worst 
monopoly prevailing within our 
overall economy.” 

Specifically he cited such extra 
charges as contained in white side- 
wall tires, heaters and radios and 
wire wheels. “We call to your at- 
tention,” Burger wrote to the legis- 
lators, “(that) the extra charge 
(for wire wheels) would be $324.50. 
To those of us who have been in 
the automotive parts business, we 
get a great laugh out of this high 








LEADING USED-CAR AUCTIONS 
IN THE NATION 


Frequency Rates: Minimum space, 1 inch on 1 column—Maximum: 5 inches on 2 columns— 
Contact WANT AD DEPT., Automotive News, Detroit 26, Mich. 





MIDDLE ATLANTIC 


NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 
You are 100% safe because ail titles 


and checks are insured 
EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 





AUTO AUCTION 


TIM ANSPACH 
“Midway,” Stop 20 
Albany-Schenect. Road 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A. and N.A.A.A., Inc. 





NEW JERSEY'S ORIGINAL 
AND ONLY AUCTION 
LEBANON AUTO AUCTION, INC. 
On Route 22—3 miles west of N. Plainfield 
Sale Every Wednesday at 12 Noon 
Dunellen 2-0915 and Dunellen 2-9849 

















MANHEIM AUTO 
AUCTION 
MANHEIM, PA. 


On Route No. 72—4 Miles Off 
Pa. Turnpike 


10 year continuous operation 
Exclusive dealer auction 
Checks & Titles guaranteed 


Sale every Friday 10:00 A.M. sharp 


Modern Bidg. & Restaurant 
Member of N.U.C.D.A. & N.A.A.A. 


Phone Manheim 5-2401 








EAST NORTH CENTRAL 


DEALERS SAY 
Our greatest dollar values are at 
CARL MARKER'S 
FORT WAYNE 
AUTO AUCTION 
Oldest in the Mid-West 
One of the Nation's Best 
Sale Every Tu 
12:30 P.M. 
OPEN ALL NIGHT MONDAY 


Phone E 1254 Phone E 5209 


324 West Main Street, Fort Wayne, Indiana 
We Guarantee Checks 
Dealers Only 











WES COON 
AUTO AUCTION 


GRAND RIVER and Telegraph 
U. S. 16 and 24 


THURSDAY 
AT 12:30 P.M. 


Michigan's Fastest Growing 
Auction 


KE. 1-9694 








MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 


Sale E Monday, 12:30 P.M. 


very 

“WE NEVER Miss” 

All Checks Insured by Fidelity Ins. Co. of Tenn. 
Your Good Will—Our Most Valuable Asset 

On U. S. Poute 20A Prone 9009 








Attention Dealers 
CLEVELAND 
AUTO AUCTION 


Held Every 


TUESDAY 


4305 EUCLID AVE. 
Phone Endicott 1-2100 


CLEVELAND, OHIO 


Member of NAAA 
Manny Weiser, Owner 





EAST NORTH CENTRAL 


Detroit's Barometer 
APTCO AUTO AUCTION 


7 Years Old 
Conveniently located ¥ mile from Detroit City Limits 


TWO BIG AUCTIONS EACH WEEK 


WEDNESDAY AND FRIDAY AT 12 NOON 


19241 DIX-TOLEDO HIGHWAY (U. S$. ROUTE 25) 
MELVINDALE, MICHIGAN 


Fidelity lasared Checks 





Phone Dunkirk 3-0150 


EAST NORTH CENTRAL 





GRAND RAPIDS AUCTIONS, INC. 
On M2!i—One Half Rw west of Grandville 
ich. 


EVERY TUESDAY—CHECKS INSURED 
A? 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col, W. E. “Bill"’ Nagy 
“Michigan's Best" 
Phone: ARdmore 6-4720 





RAST SUUTH CENTRAL 





MANEY 
AUTO AUCTION 


HUNTSVILLE, ALA. 
Every Friday 
Checks and Titles Insured by Fidelity 
Lecated In “The Heart of Dixie” 





MOUNTAIN STATES 


COLORADO 
AUTO AUCTION 


LITTLETON, COLORADO 
SOUTH DENVER 


Dealers Only 


Sale Every Monday— 
11:00 a.m. 


The best selection of both cur- 
rent and used models in U.S.A. 
First class service in auto trans- 
ports, driveaway and tow bar 
drivers. 


COLORADO AUTO AUCTION 
issues own check in payment of 
cars. All "51s and later are 
guaranteed against defective 
blocks, transmissions, differen- 
tials, motors, taxis and flood 
cars. 


Member of NUCDA and 
NAAA, Inc. 


— Owners — 
Francis R. Cassell 
Carroll Kopfer 


George A. Lamb, Mgr. 
Phone Denver, SUnset 1-7821 


Wire COLORADO AUTO 
AUCTION FAX 
Denver, Colorado 


AUCTIONEERS: 


Colonels Johnny Wood and 
Dean Davis 





Crossroads 
+ « « where they meet... buyers 
and sellers . . . new and used-car 
dealers. They meet at the dealer auc- 
tions of the nation . . . and on the 
pages of Automotive News. 


You will reach both groups through 
an ad in Automotive News. 











price for this item.” 

He charged that the impact of 
“this monopoly” results in a very 
serious condition. Another “seri- 
ous impact” cited by Burger is that 
“independent parts or accessory 
manufacturers whose usual busi- 
ness is through automotive whole- 


| salers, jobbers or retailers is closed 


because there is no way for them 
to get their merchandise on the 
market.” 

In another letter to Stanley 
Barnes, assistant attorney gen- 
eral in charge of the Antitrust 
Department of the Department 
of Justice, Burger quoted a bul- 
letin sent by an automotive man- 
ufacturer to all its dealers re- 
garding special tire requests. He 
also attached a photostat of the 
bulletin. 

“The obvious intent of the bulle- 
tin is to prevent dealers from speci- 
fying tires other than the so-called 
major brands .. . tending to bring 
about a complete monopoly in the 
original tire equipment and the 
spare or fifth tire,” wrote Burger. 

The bulletin stated that if a pur- 
chaser desired tires other than 
“Firestone, Goodrich, Goodyear or 
U. S.,” the factory wanted a letter 
from the customer “preferably on 
his own letterhead, stating his rea- 
son for requiring the special brand 
of tires.” 

“Can you imagine,” wrote 
Burger to Barnes, “that you, or 
anyone else being the purchaser, 
has to ‘write a letter explaining 
his reasons.’ ” 

Burger also pointed out that the 
bulletin “threatens a delay in de- 
livery because the factory will not 
start processing the order until the 
required letter has been furnished” 
and that the bulletin “threatens a 
two-weeks’ delay if any other than 
the four so-called major brands are 
specified.” 

He charged that there must be 
some arrangement “between the 
major car manufacturers and the 
giant rubber companies which 
would prevent any inroads into 
their enjoyed monopoly” and asked 
U. S. action against “this increas- 
ing monopoly.” 


CLASSIF 


Reaching an estimated 150,000 readers 


automotive industry. RATES: 


INSERTION. POSITION WANTED ADS, 11 


TWENTY-TWO CENTS (22c) PER 


Ford Official Sees _ 
70 Percent Rise 
In 2-Car Families 


NEW YORK. — Market reseaich 
indicates the number of two-car 
families in the U. S. will increuse 
by 70 percent in 
the next five 
years, Charles J. 
Seyffer, Ford di- 
vision assistant 
general saies 
manager, said 
last week. 

He told the 
New York Auto- 
mobile Merchants 
Assn. that at 
present only 8 
percent of Amer- 
ican families own two or more 
cars. By 1960, he said, market re- 
search shows this will increase to 
13 percent. 

Seyffer said another illustration 
of the rapidly growing automobile 
market is that within five years 
some 74 percent of U. S. families 
will be car owners compared with 
only 66 percent today, an increase 
of more than 12 percent. 

Meanwhile, he said, the number 
of families in the U. S. will in- 
crease by 9 percent. 


Moog Industries 


Shifts Leaders 


ST. LOUIS—Hubert C. Moog, 
formerly executive vice - president, 
has been appointed president of 
Moog Industries, Inc., manufac- 
turer of automotive replacement 
parts. 

His father, Hubert P. Moog, who 
had been president of the company 
since its establishment in 1919, be- 
comes chairman of the board. 

Named to the board of directors 
were James B. Bushyhead, vice- 
president, and Bernard Mellitz. Be- 
sides the Moogs, the board also 
includes A. M. Goetz, secretary- 
treasurer. 


Tae 


engaged in all branches of the nation’s 
WORD FOR EACH 
« PER WORD. PAYMENT IN ADVANCE OF 





C. J. Seyffer 





INSERTION REQUIRED. Ads may be signed with full name and address at regular 
rates. Add One Dollar ($1) per insertion for use of a box number. Replies to 


Box Number ads are forwarded to advertiser, unopened. Display ads: $12.30 per 


column inch. CLOSING: 
rates supplied upon request. 


AUTOMOTIVE N 
DETROIT 


WANT AD DEPT., 


HELP WANTED 


Automotive 
Trim 
Process Engineer 


Large local automotive 
concern has position avail- 
able for qualified automo- 
tive trim process engineer. 


Must be thoroughly expe- 
rienced in this type of 
work, knowledge of trim 
process work and initiative 
are essential; excellent 
promotional opportunities 
for right man. 


Reply stating age, salary 
required, enclose recent 
photograph. 


Box 5010, c/o Automotive 
News, Detroit 26 





TEN DAYS IN ADVANCE OF PUBLICATION DATE. Contract 


EWS, 2666 PENOBSCOT BUILDING, 
yi Pee 


HELP WANTED 


SALESMEN WANTED. Interested in 4 
good, steady income. Sell to new and 
used car dealers, a strong repeat line of 
custom tailored auto seat covers and 
other fast selling automotive items. Many 
territories open. No objections to non- 
conflicting side line. Our representatives 
know of this ad. Fabric Mfg. Co., Box 
123, Newark, N, J. 


WANTED IMMEDIATELY 
Sales Manager for GM Dealership 


Selling 850 new cars yearly in single dealer 
city of 190,000. Applicant should be between 
30 and 55; should have successful manage- 
ment experience in a volume operation. Ex 
cellent salary plus percentage of profits. Posi- 
tion is permanent for right man. Apply by 
letter to Box 4990, c/o Automotive News, De- 
troit 26, giving detailed qualifications and 
references. 





GENERAL SALES MANAGER 


For 500 new car Lincoln-Mercury, well financed 
dealership in single dealer town between 
Detroit and Chicago. Must have know-how 
to hire, train and properly direct salesmen 
in quick turn-over profitable selling methods. 
Liberal salary plus percentage of net profit 
and will consider selling part interest from 
profits to right man over period of time. 
This is a life-time opportunity so write full 
personal and business history on strictly con- 
fidential basis. 


Box 5012, c/o Automotive News, Detroit 26. 


COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS’ READERS 


Automotive News will not divulge the 
name of any classified advertiser using 
a box number. For our readers who 
wish to protect their identity when an- 
swering box number ads, we suggest 
you send your replies direct to Classified 
Manager, Automotive News. Enclose @ 
note listing the concerns which you 
would not want your letter to reach. 
Your reply will be destroyed if the ad- 
vertiser is one you have mentioned; 
otherwise it will be forwarded im- 
mediately to the advertiser. 
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HELP WANTED 

SD 

nho¥ CAR SALESMAN, Live in So. Cali- 

rnia. Los Angeles suburban Oldsmobile 
aler needs top flight man. Highest 
»nmissions, no deductions. Bonus paid 
volume and quality sales. Demon- 
strator furnished, paid vacations, other 
ecurity benefits. Permanent top paying 
osition with old well established dealer- 
ship available to man with good previous 
record, Write complete details to Harris 
Motor Co., 622 8, Greenleaf St., Whittier, 
Calif. 

SERVICE MANAGER—Suburban Harris- 
burg, Pa. Progressive 200 car Buick 
jealership needs qualified man to handle 
ill phases of service operation. Salary 
and percentage, Full particulars first let- 
ter. Box 5004, c/o Automotive News, 
Detroit 26. 


WANTED 


POSITION 


courage this 
of those 


classification for the 
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FINANCE EXECUTIVE. Mature, seasoned, 
heavy experience in sales, operations and 
insurance, all fields automobile discount, 
appliance, personal loans and home mod- 
ernization. Long proven record with a 
national, a bank and a discount and loan 
company. Seek challenging sales job with 
progressive company. Will relocate and 
travel. Box 4983, c/o Automotive News, 
Detroit 26. 


PARTS MANAGER—Ten years’ experience 
in all phases of Ford auto and truck 
parts. Young, aggressive man. Excellent 
references. Prefer permanent change to 
south or southwest for family health. 
Box 4994, c/o Automotive News, Detroit 
26 


SITUATION 
accountant. 


WANTED — Office manager, 
Experienced in General Mo- 
tors accounting methods. All tax re- 
ports operating controls, complete fi- 
nancial statements. White, 38, depend- 
able, energetic. Box 5016, c/o Automo- 
tive News, Detroit 26. 


AUTOMOBILE SALES MANAGER with 
over 20 years’ experience in buying, 
selling and trading new and used auto- 
mobiles. Can train and work with sales- 
men, Have worked with ‘Big Three’’ 
automobile firms as sales manager. Am 
in good health, am 44 years old, Will 
relocate. Box 4973, c/o Automotive 
News, Detroit 26. 


DEALERSHIPS AVAILABLE 


“BIG THREE’ AUTO dealership in a 
trade territory of 65,000 population. 
Modern building can be leased reason- 
ably. $30,000 for furniture and fixtures, 
parts and accessories. Marvelous deal for 
the right man. A desirable implement 
franchise available also. Reason for sell- 
ing—retiring. Box 4949, c/o Automotive 
News, Detroit 26. 


FOR SALE OR RENT, handling DeSoto 
and Plymouth. Modern and fully equipped 
garage. Trading area 25,000. Will sell 
parts, equipment, fixtures and tools at 
low price. See or call John DePumpo, 
Waverly, New York. Phone 1. 


AGENCY HANDLING PONTIAC and GMC 
truck in Prescott, Ariz., trading area of 
18,000. Going out of business for health 
reasons. Must sell at once for inventory. 
- 4964, c/o Automotive News, Detroit 


DEALERSHIP HANDLING DeSoto - Plym- 
outh—New York City. Owner wishes to 
retire. With or without buildings. Box 
4963, c/o Automotive News, Detroit 26. 


FOR SALE—DEALERSHIP handling De- 
Soto-Plymouth in New York State. Mod- 
ern, profitable, excellent location, well 
equipped, good lease. $15,000 cash. Fac- 
tory approval necessary. Box 4950, c/o 
Automotive News, Detroit 26. 

DEALERSHIP AVAILABLE handling Ford 
in small southern Michigan community. 
Excellent facilities for service. Building 
new and can be leased. $25,000 will han- 
dle parts and equipment. 100 car poten- 
tial. Factory approval required. Write 
Box 5003, c/o Automotive News, De- 
troit 26.. 


ATTENTION, 
MANUFACTURERS REPS. 


DO YOU NEED 
NEW LINES? 


Automotive News can help you 


by bringing your wants to the 
attention of manufacturers. 


An advertisement in this sec- 
tion will do the trick at a nom- 
inal cost. 


Automotive News 
Classified Want Ad Department 
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DEALERSHIPS AVAILABLE 


DISTRIBUTOR ESTABLISHED 17 years 
handling Dodge-Plymouth for three 
northern counties of California, in the 
heart of lumber, cattle and farming in- 
dustries. Trading area over 25,000. 
County seat ideally located from com- 
petitive areas near hunting and fishing 
paradise. New facilities available, lease 
or sell, no accounts or used cars to buy 
—only parts and equipment. General 
manager available. Annual volume — 
$1,000,000. Owners ad, Reply Box 5000, 


c/o Automotive News, Detroit 26. 
AUTOMOBILE DEALERSHIP — Sensa- 
tional new Packard dual line. Oldest 


Packard dealer in area. Highly desirable | 
City metropolitan | 
area, population over 400,000. Modern, | 


location in Kansas 


air-conditioned building, excellent facili- 
ties, favorable lease. Long established 


personnel and clientele. Profitable opera- | 


tion. Small investment required. Owner 
retiring. We invite your inquiry, confi- 
dential, Box 5001, c/o Automotive News, 
Detroit 26. 


DEALERSHIP HANDLING Chevrolet and 
Oldsmobile in city of 1,200. Lively com- 
munity in northern Minnesota. $25,000 
will handle parts and equipment at in- 
ventory. Building can be leased or pur- 
chased. Have other interests. Owners ad. 
Box 5002, c/o Automotive News, Detroit 
26. 


DEALERSHIP HANDLING FORD in 
small town in northern New England. 
Wish to sell business and will sell or 
lease real estate. Box 4996, c/o Auto- 
motive News, Detroit 26. 


FOR SALE—AUTOMOBILE dealership, es- 
tablished 15 years, handling Pontiac. 
Northern Indiana — 125 miles south of 
Chicago. 150 cars per year, large used 
car lot. Will sell with or without real 
estate, owner retiring. If you want one 
of the best money makers in Indiana, 
contact me. Box 4997, c/o Automotive 
News, Detroit 26. 


FOR SALE — AUTOMOBILE dealership 
handling Lincoln-Mercury, Northern In- 
diana, 125 miles from Chicago. 125 cars 
yearly. No real estate to buy. Long lease 
on building at very low rental. Owner 
retiring. If you want a money maker, 
contact me. Box 4998, c/o Automotive 
News, Detroit 26, 


WELL ESTABLISHED dealership avail- 
able, handling Chevrolet - Pontiac, in 
southwest Mississippi. Best location in 
area, 300 new units sold last year. Will 
sell with building or separately. Box 
4999, c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING FORD. le- 
cated in central Illinois on one of the 
most traveled highways in nation. Rich 
oil producing territory. Gross sales 100 
cars and $400,000 annually, 82% service 
absorption. No receivables, Priced right. 
= 4965, c/o Automotive News, Detroit 


AUTO AGENCY. One of “‘big 3,’’ 200-car 
franchise in beautiful Westchester Coun- 
ty, 25 mile radius N. Y. C. Ultra modern 
showroom and service station. Ideally 
situated on main thoroughfare in expand- 
ing hub section with trading area of 
50,000, Box 4985, c/o Automotive News, 
Detrcit 26. 


DEALERSHIP HANDLING Chrysler built 
cars. Located on Detroit’s busiest thor- 
oughfare, Will lease large modern build- 
ing with used car lot adjacent. Fully 
equipped shop and office. Will sell for 
honest depreciated value of parts inven- 
tory. Box 5006, c/o Automotive News, 
Detroit 26. 


WESTERN PENNSYLVANIA dealership 
handling Lincoln and Mercury. City of 
50,000, trading area of 250,000. Showing 
good profit this year. 50 miles from 
Pittsburgh. Modern building, furniture, 
parts and shop equipment. Everything 
goes—$150,000. Must have factory ap- 
proval, Reason for selling, going into 
other business. Box 5007, c/o Automo- 
tive News, Detroit 26. 


DEALERSHIP HANDLING Studebaker in 
Kansas, Trade area of 45,000. Will sell 
parts, equipment, fixtures and tools at 
very low price. Present owner purchas- 
ing larger deal. Box 5008, c/o Automo- 
tive News, Detroit 26. 


DEALERSHIP HANDLING LINCOLN- 
Mercury in southwest. 100 car potential. 
Excellent service department averaging 
80% to 90% absorption. Excellent buy 
for man who doesn’t want much in- 
vested. Box 5009, c/o Automotive News, 
Detroit 26. 


DEALERSHIP HANDLING DeSoto-Plym- 
outh—New York City. Owner wishes to 
retire. With or without buildings. Box 
4963, c/o Automotive News, Detroit 26. 


DEALERSHIP WANTED 


WILL INVEST UP TO $200,000 in “Big 
Three’’ dealership. Will not buy used 
car receivables nor non-related assets 
and prefer to lease facilities. Not too 
particular about size of town or loca- 
tion. Let me hear from you what you 
will take for quick, clean deal. Box 4951, 
c/o Automotive News, Detroit 26. 


WILL PURCHASE General Motors, Ford 
or Chrysler product dealership, any size, 
southeastern or southwestern coast of 
Florida. Lease building or will buy. All 
cash; consider paying some blue sky for 
desirable dealership. Factory approval 
already assured. Box 4992, c/o Auto- 
motive News, Detroit 26. 





DEALERSHIPS AVAILABLE 


OLD ESTABLISHED DEALERSHIP 
HANDLING CHRYSLER 
PACIFIC COAST REGION 


Parts, equipment and fixed assets amortized to approximately $35,000, reflect- 


ing excellent financial condition. 


Will sell entire dealership, subject to factory approval; or if desired, will retain 
partial interest. Present franchise calls for 400-500 units. 


City and marketing area over 425,000 population. 
Fast growing community and an outstanding opportunity for a good merchan- 


diser. 


Box 5015, c/o Automotive News, Detroit 26 











DEALERSHIP WANTED 


PARTS FOR SALE 


CHEVROLET, BUICK or Cadillac agency. FOR SALE—NASH PARTS and also stock 


Any of three or combination in medium 
or small town west coast or south, Cash 
deal. Address Box 4995, c/o Automotive 
News, Detroit 26. 


CHEVROLET OR DUAL in midwest. 150 
units and up. Can pay cash. Would con- 
sider buying interest in larger deal with 
dealer nearing retirement. Box 5005, c/o 
Automotive News, Detroit 26. 





| WANT TO BUY BIG 
FORD or CHEVROLET DEALERSHIP 
Up to a half million cash. 
Quick deal, you walk out, | walk in. 
In strict confidence, write 
P. O. Box 5483 Dallas, Texas 





FORD OR CHEVROLET, single or dual, 
150-250 units, southeast coast Florida. 
Prefer to lease real estate or will buy. 
Factory approval. Box 4913, c/o Auto- 
motive News, Detroit 26. 


WILL PURCHASE 
FORD, L-M OR GM DEAL 
IN OHIO 


Single or dual — No objection to trucks. 


Give full details. Factory approval as- 
sured and replies held in strictest confi- 
dence. Box 5013, c/o Automotive News, 
Detroit 26. 





BUSINESS OPPORTUNITIES 


PROFITABLE OPPORTUNITY, on exclu- 
sive state basis, distributing complete 
line of reconditioning materials. Long 
margin, tremendous market, little capi- 
tal. Established 16 years. Box 4952, c/o 
Automotive News, Detroit 26. 





DAYTONA BEACH, FLORIDA 


For sale: Modern air-conditioned ocean front 
court. 16 rental units plus living quarters for 
manager. Earnings 1953—$36,983; 1954—$38,- 
716, Selling price $175,000, $40,000 cash will 
handle. Will accept new cars at wholesale 
price as substantial part of initial payment. 
Inspection invited. 


A. £. Cleveland, Realtor 
Daytona Beach, Florida 








NEW-EXCLUSIVE 
Licenses are being appointed to manufacture 
and distribute three-minute drying traffic 
paint, new wonder of the paint industry, 
= with used car reconditioning materials. 

lent return and a tremendous market. 


ans in proportion to territory. 
, c/o Automotive News, Detroit te 








DEALER SERVICES 








INVENTORY SERVICE 


Parts and Accessories 
* CERTIFIED REPORTS & 
Obsolescence Disclosed 


Full time experts. No pick-up part time help. 
SAVE MONEY 
Call or Write for Service Details 
Automotive Inventory Service Co. 
10040 Freeland Detroit 27, Mich. WE 3-6445 








NEW LINES WANTED 


Are You Realizing Your 
Greatest Sales Potential? 


Or is it time for you to take another 
look at your representation? Our organi- 
zation has a long and successful record 
with purchasing and engineering person- 
nel throughout the automotive industry. 


Use our experience, contacts and a pee 
sive staff to increase your sales. ere 
now in a position to handle one mae 
line and we invite your inquiry. All in- 
— will be held in strictest confi- 
ence. 


Box 5014, c/o Automotive News, 
Detroit 26 





PARTS FOR SALE 


BUICK PARTS 


All Other GM Parts Also 
UP TO 50% DISCOUNT 


Extra Discount on 
Special Phone Orders 


Fast—Direct—C.0.D. Service 


SAME-DAY DELIVERY 
if it's really urgent, our company- 
owned plane will deliver, at rea- 
sonable extra cost. 


GORDON BUICK 


Largest Buick Parts Dealer in U. S. 


1000 S. Wabash Ave., Chicago, Ill. 
Phone WAbash 2-1030 





of K-F parts will sell at a reasonable 
price. B & B Motors, 1018 N. Meridian 
St., Indianapolis, Ind. Melrose 5-4654. 


PARTS WANTED 
NASH DEALERS EVERYWHERE. We 
buy your Nash parts stock, Send list and 
prices to Landay, Home O’ Nash, 812 8. 
Paca St., Baltimore 30, Md. 


WANTED—COMPLETE front end for 1954 


Plymouth. Gordon and Jacobson, Inc., 
Eighth Ave. at Library St., Homestead- 
Munhall, Pa, 


USED TIRES | FOR SALE 








MATCHED SETS OF USED TIRES 
670-15 . . at $4.99 760-15 .. at $6. 
710-15 .. at 5.52 800-15 ..at 6. 
Perfect, original tread design, deepened. 
No repairs. White walls slightly higher. 
25% with order—FOB Camden, J. 
Call or Write 
ALLIED TIRE SALES 
Emerson 5-744] Sixth St. & Atlantic Ave. 
Camden 4, N, J. 


“38 
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AMBULANCES FOR SALE 


1947-1948-1950-1953 CADILLAC ambu- 
lances, 1949 Cadillac limousines. 1952 
Cadillac limousine — $2,150. 1942 Buick 
Ambulance — $350. 1948-1949-1950-1951 
Cadillac hearses. 1948 Packard hearse— 
$950. Photos and financing available. 
Box 5017, c/o Automotive News, De- 
troit 26. 





CARS FOR SALE 


SOMETHING NEW 
USED CARS DELIVERED 


We have for sale ao nice selection of 
fleet leased 1953 Chevrolets, Fords and 
Plymouths in all body styles. These cars 
can be delivered to your door regardless 
of location. Phone or write for informa- 
tion. 


Robinson Auto Rental, Inc. 
229 $. Henson St. Philadelphia, Pa. 


1. E. Spetig, Used Car Manager 
Sherweed 8-1500 











ATTENTION DEALERS !! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 
Excellent Bodies - Good Motors - Heaters 
Upholstery New 
BUY NOW — LOWEST PRICES EVER 


1951-1952 


Plymoaths — Fords — Chevrolets 
1 to 506 


MORRIS FREEDMAN 
54th & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 17-2300 








CARS WANTED 








CARS WANTED FOR 


EXPORT 
All General Motors Makes 


Quote FOB factory list less discount offered. 
Preference will be given to suppliers making 
specific offer on basis of minimum orders of 
15 units. 

Offers will be held in strictest confidence. 
Steady year around proposition. 


Box 4991, c/o Automotive News, Detroit 26. 





CARS WANTED 


CADILLAC, CHRYSLER, DeSOTO eight 
passengers wanted, Cash or liberal allow- 


ance. Sharp late models. McClintock- 
a Phone IV _ 7-5046, Lansing, 
ich, 


NEW TIRES FOR SALE 


NEW TIRES 


FIRST QUALITY—LATEST CONSTRUCTION 


Hood Extra Service 
Mfg. by B. F. Goodrich 





BLACKWALL 
670-15 ...... $11.10 = 760-15. ...... $13.44 
710-15 - 12.28 600-16...... ¢ 9. 
WHITEWALL 
670-15 ...... oo: vr 5? 710-15...... @ $15.04 
Saneed @ $12.19 


All tires ae tax FOB Camden, N. J. 


ALLIED TIRE SALES 
& Atlantic Ave. Emerson 5-744! 
Camden 4, N. J. 


Sixth St, 








TRUCKS FOR’ 


HEAVY DUTY 15 ton\ wrecker. Holmes 
model 525, twin boom and cradle on 
1949 Chevrolet COE. 2‘ speed axle. New 
tires. Used very little. Wilson Chevrolet, 
Morris Ill. 


ANTIQUE TRUCK FOR SALE 191 
GMC, model 41B, serial No, 414382, (In 
running condition. Murphy Motors, Inc., 
319 Centre St., Old Town, Maine, 


BUSES WANTED 


NEW AND USED school buses—48 passen- 
ger up. Also used 10 and 12 passenger 
airport coaches. Write or wire your of- 
ferings. McLaughlin Bus & Equipment 
Co., 1224 N. Main St., Providence, R. I. 











News. Detroit 26. 


SHOP EQUIPMENT FOR SALE 
FOR SALE — BEAN visualiner, complete 
with cabinet. DeVilbiss air compressor. 
20 parts bins and other shop equipment. 
B & B Motors, 1018 N. Meridian St., 
Indianapolis, Ind. Melrose 5-4654. 


MISCELLANEOUS 











Our New Model 


TOW BARS 


LEAD IN SALES... 
VALUE AND... 
PERFORMANCE 


Meet 1.C.C. Requirements 
MOTO-MATIC 
TOW e GUIDE 


and 
BRAKE-MOBILE 


TOW « PILOT 


with Automatic Brake 
Cannot Be Matched 
At Any Price 
Write Today for 
Illustrated Catalog 
Factory Sales Division 


PILOT DISTRIBUTING 
COMPANY 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's. 


“Leaders In The Industry” 
Since 1939 
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New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 
All Other Countries — One Year $12 [] or Two Years $20 [J 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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from special equipment ! 


‘Jeep’ dealers can count on them. Can you? 


When most dealers make a sale they remove the buyer from the market— 
at least for a considerable length of time. 


But with ‘Jeep’ dealers it’s just the opposite. 


For the man who buys a Universal ‘Jeep’ or other ‘Jeep’ vehicle becomes 

a better prospect than ever at the moment of sale—a prospect for more than 
50 kinds of additional equipment that can go with the original sale... 

from generators to compressors to trenchers. 


And every time the owner has a new job to do, he becomes a prospect 
for a new piece of equipment. This means a potential for continued additional 
sales to owners and extra profits for dealers no other line can offer. 


What this can mean to you! Hundreds of dealers in small towns and 
metropolitan cities have signed up this year to sell the Universal ‘Jeep’ and 
other 4-wheel drive vehicles in the ‘Jeep’ family ... after getting the facts. 
To see what these facts can mean to you, contact Dealer Development 
Department, Willys Motors, Inc., Toledo 1, Ohio. 


As a franchised dealer for the ‘Jeep’ family 
you'd have these 6 roads to extra profits : 


|. Freedom from competition. Only Willys dealers have the ‘Jeep’...no worries about 
“wheeling and dealing” competition down the street. No loss of markets during 
the winter months... no lost dollars. 


2. High resale value. The average 2-year-old Universal ‘Jeep’ commands 90.4% of factory 
list price... your assurance of customer satisfaction and profitable deals 
when you wash out ‘Jeeps’ taken in trade. 


3. High percentage of clean deals. Nearly half the sales are made without trade-ins — 
full profit is attainable on each sale. 


4. High service absorption. Even with its famed ruggedness, the ‘Jeep’ family requires 
frequent service, because of its daily use in business... and most service jobs come back to 
the dealer instead of the independent garage. 

5. Lowest-priced 4-wheel drive trucks. As the lowest-priced 4-wheel drive truck 

in America, the ‘Jeep’ Truck has the inside track In the growing trend toward 

4-wheel drive trucks in business, industry and agriculture. 


*6. Plus profits from special equipment. (As explained above) 


The » ” 
yeep family of 4-wheel drive vehicles 
a 


Plus these: 
Hydraulic lift 
Selective drive hubs 
Stee! cabs 

Dozer biade 

Hydraulic scoop 
Harrows 

Pumps 

Plows 

Row crop and field sprayer 
Hydraulic tailgate 
Rotary snow plow 
Trailers 

Tow hitch 

Lift booms 

Generator 

Body extension 
Cabinets 

Power take-offs 
Contour control wheel 
Service body 
Digging buckets 
Engine governors 
Bumper weight 
Wrecking boom 
Leveler blade 

Seat pads 

Canvas tops 
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